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Top Cars 


New-car registrations for four months 
minus one state) plus 12 states for May: 





761 1960 
os, Make Pos. 
1— 485,001 Chev. 567,151— 1 
2— 405,658 Ford 486,325— 2 
8— 115,834 Pontiag 135,472— 5 
4— 109,873 Rambler 137,814— 4 
5— 99,117 Olds. / / 118,643— 6 
6— 97,425. Plym; / 152,305— 3 
"— 86,576 Buic 89,654— 8 
8— 73,727 Dod 118,532— 7 
9— 52,767 Comet 21,415—13 
0O— 48,739 Cadillac 52,275—10 
1— 37,876 Mercury 55,508— 9 
2— 28,731 Chrysler 27,045—12 
\8— 24,575 Stude. 39,144—11 
\4— 10,436 Lincoln 8,661—14 
‘5— 3,865 Imperial] 5,872—15 
125,643 Misc. 198,879 
Total All Makes 
1,805,843 2,214,695 


Further details on Page 32. 


Y, Pet. Car Excise 


Cilled in Canada 


Average Cut Is $150; 
U. S. Extension Due 
By Gordon McCaffrey 


Staff Correspondent 
TTAWA.— Canada last week 
gave the auto industry and auto 

uyers a break by repealing the 
% percent Federal excise tax on 
assenger cars. The move will re- 
uce new-car prices by an aver- 
ge of $150 per unit. 

The repeal was announced by 
Finance Minister Donald Flem- 
ing as he presented his budget 
for the new fiscal year. 











(Meanwhile, in Washingfon, it 
tas the same old story. The United 
tates Senate voted to retain for 
nother year the 10 percent excise 
m new cars and trucks. The House 
iad already taken similar action, 
nd President Kennedy is expected 
0 sign the measure.) 

* * * 
WAS announced that Canadian 
dealers and distributors will be 
wrotected on cars in stock. The 7% 
vercent excise levy will be refunded 
m cars in their hands. 

Canadian auto makers hailed the 
‘epeal of the tax and immediately 
snnounced reductions in their sug- 
fested retail-delivered prices. 

Ron W. Todgham, Chrysler of 
Canada president, called removal 
of the tax “the best news the 
Canadian automotive industry 
has had in years.” 

“The industry has been urging 
uccessive Ottawa governments for 
ome years to do this very thing,” 
ie said. “The result should be a 
1oticeable stimulation of the new- 
tar business in Canada.” 





Karl E. Scott, Ford of Canada 
resident, said the tax was discrim- 
natory. “It was placed on auto- 
nobiles originally because they 
(Continued on Page 46, Col. 1) 
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Auto News 


@ Ford’s Iacocca sees six-million 
year. Page 2. 

@ New iron alloys eyed for en- 
gine, parts. Page 18. 

@ UAW contract talks begin this 
week. Page 6. 

eSales Testing the Sunbeam 
Alpine II. Page 14. 
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Dealer Reforms UrgesGr ’62s 


By Maynard M, Gordon 
News Editor 

RESSURE mounted on the auto 

manufacturers last week for 

dealer-relief Measures at the time 
of ’62-model introductions this fall. 

The Task Force Committee of 
the National Automobile Dealers 
Assn, reopened conferences with 
the five factories last week after 
receiving a warning from one 
state association that time is 
fleeting. 

Aware that pricing and discount 
changes are inflexibly made when 
new cars reach the market, direc- 
tors of the Michigan Automobile 
Dealers Assn. urged a speedup of 
Task Force talks with the manu- 
facturers to effectuate remedial ac- 
tion before ’62 announcement dates. 

“It is dangerous to allow too 
much time to pass before finding 
out what remedial action the man- 
ufacturers intend to take,” the 
resolution declared. 

ok * * 
i A response to the resolution, 

- NADA Executive Vice-President 
James C, Moore told the MADA 
convention in Detroit that the fac- 
tories could institute only “short- 
term” reforms in time for the new- 
model year. 

“By the end of 1961,” Moore said, 
“the Task Force hopes to achieve 
longer-lasting steps designed to en- 
hance the future of the franchise 
system. The Task Force is more 
concerned with preserving the 
franchise system than anything 
else we have discussed.” 

The Task Force conducted its 
second reund of factory meetings 
last week with presidents of Gen- 
eral Motors, American Motors 
and Studebaker-Packard. Chrys- 
ler Corp. and Ford Motor Co, are 
on this week’s schedule, 

A report on Task Force progress 
will be sent to all NADA members 





Car Production 
Heads Toward 
Peak ’61 Month 


By Martin L. Whitmyer 
Staff Writer 


Qrranens intent on building 
out at a rapid rate on current 
models, the auto industry last week 
produced an estimated 128,749 cars 
and put itself in a position to make 
June the biggest production month 
of the year. 

Last week’s car output compar- 
ed with 129,345 the previous week, 
when output hit its second high- 
est level of the year, and 141,368 
during the week ended June 25 a 
year ago. 

With car assembly operations 
moving along at a 128,000-unit-a- 
week clip, the industry now is ex- 
pected to top 560,000 for the month. 
That would be a 3.6 percent in- 
crease over the previous 1961 high 
of 542,865 cars turned out in May, 
and mark the highest monthly pro- 
duction total since last November, 
when 598,025 units were produced. 

The industry also is edging near 
the five-million mark in model-year 
output, a milestone that will be 
reached about July 6. Total 1961- 
model output is expected to be 
5,360,000 units, compared with 
6,011,482 cars produced during the 
1960 model year. 

cs x * 
NOTHER milestone not far in 
the future will be the produc- 
tion of the millionth compact car 
(Continued on Page 45, Col. 1) 





next month, Moore said. He refused 
to predict what the report would 
contain or what remedial measures 
were being given primary consider- 
ation by the manufacturers. 

“However,” he told the Michigan 
dealers, “the auto companies are 
concerned to the extent that they 
are making sure that the president 
of the company is host for every 
Task Force visit. Each company is 
going over three pages of recom- 
mendations from the Task Force.” 

* * * 

MOORE, an avowed enemy of 

government regulation in the 
auto field, served notice neverthe- 
less that he would put up a “hellu- 
va fight” for Federal legislation if 
failure of the factories to take ac- 
tion forced such a campaign. 

“T hate the thought of more gov- 
ernment control in our business,” 
the NADA executive said, “but in 
compliance with the Task Force 


resolution I will go all out in Con- 
gress if no voluntary relief is forth- 
coming.” 

NADA directors, who endorsed 
the Task Force work a month 
ago, will meet again in Septem- 
ber to receive a progress report. 

Moore told the Michigan conven- 
tion that a Federal commission 
controlling the entire auto industry 
had recently been proposed by a 
“successful, well-known dealer” 
whom he declined to name, 

“This gentleman, for whom we all 


have the highest regard, said the| 


factories never would go along 
with a program designed to guar- 
antee a chance to make profits for 
their dealers,” he added. 
* * a 

Moore voiced apprehension 

over the scope of the Federal 
grand jury delving into the shutoff 
of car deliveries to Los Angeles dis- 





Chrysler-Plymouth Merger 
Gives Briggs Wider Duties 


HRYSLER CORP. became a 

company of two auto divisions 
last week with the long-expected 
merger of Chrysler-Imperial and 
Plymouth. 

Announcement of the formation 
of Chrysler-Plymouth Division, 
with Clare E. Briggs as general 
manager, completed the corporate 
marketing realignment that began 
with DeSoto’s absorption by Plym- 
outh and DeSoto’s subsequent de- 
mise last November. 

Briggs’ designation to head the 





H. E, Chesebrough 





Clare E. Briggs 


new division came as no surprise. 
As Chrysler-Imperial general 
manager, he had made a conspic- 
uous success of the Chrysler line 
while other corporation cars 
were stumbling. 

With Briggs a certainty for the 
Chrysler-Plymouth helm, insiders 
also had anticipated that Harry E. 
Chesebrough would move from the 
Plymouth general managership to 
a corporate manufacturing or engi- 
neering position. Chesebrough was 
appointed vice-president and direc- 
tor of quality control. 

* * oe 

F Nojccdvienplncagper assistant general 

manager of the Chrysler-Plym- 
outh Division was Robert D, Arm- 
strong, 44, who 
had headed 
Chrysler’s dealer 
enterprise and 
market represen- 
tation functions 
since relinquish- 
ing the executive 
vice-presidency of 
Chrysler of Cana- 
da last January. 

Surprising- 
ly, creation of 

R. D. Armstrong Chrysler-P ly m- 
outh Division aid Briggs’ appoint- 
ment as its ger eral manager were 
announced, not by corporation 








President L. L. Colbert, but by 
E. C. Quinn, sales vice-president. 
Divisional general managers, a 
company spokesman explained, re- 
port to Quinn. 

Quinn’s star has been rising in 
the Chrysler command since he 
assumed complete control of mar- 
keting and dealer relations re- 
sponsibilities, as well as sales, six 
weeks ago. 

Finalization of the Chrysler- 
Plymouth merger brought nearer 
the day when a new president 
would be announced for the cor- 
poration, insiders said. Quinn and 
Lynn A. Townsend, administrative 
vice-president, have been mention- 
ed as foremost possibilities for the 
presidency if a management exec- 
utive is to be promoted, 

* od ok 

EvEe since last February, when 

the field sales staffs of Plym- 
outh and Chrysler Divisions were 
combined and made reportable to 
Quinn, instead of to divisional gen- 
eral managers, the sales gains for 
Chrysler cars have stood out by 
comparison with both Plymouth 
and Dodge. 

E. M. Braden, general sales man- 
ager of Chrysler and Plymouth 
since the February move and for- 
mer sales chief of Chrysler-Impe- 
rial, will continue to head up the 
division’s sales forces. Henceforth, 

(Continued on Page 6, Col. 1) 








count houses, A number of dealers 
have been subpenaed by the grand 
jury, which also is exploring new- 
car distribution in general for pos- 
sible antitrust violations. 

“The Department of Justice (for 
whose antitrust section Moore once 
worked) perhaps should be more 
conservative than to summon a 


(Continued on Page 4, Col. 1) 





Abbott at Work— 


Thomas F. Abbott jr., new president of 
the National Automobile Dealers Assn., 
reviews preliminary findings of the NADA 
Task Force Committee. NADA members 
will receive a full report on Task Force 
sessions with auto makers next month after 
Round 2 of the Detroit meetings. Abbott 
(Pontiac-Rambler), Fort Worth, was elected 
NADA president upon the death of Walter 
B. Cooper. 





Galles Lauded— 


Fellow dealers in New Mexico Auto- 
motive Dealers Assn. gave Herbert L. 
Galles jr., right, a Distinguished Service 
Award at the group’s annual convention 
in Santa Fe. Galles (Chevrolet-Oldsmobile- 
Cadillac), Albuquerque, chairman of the 
National Automobile Dealers Assn. Task 
Force Committee and former NADA presi- 
dent, was honored for his work as New 
Mexico director to NADA for nine years 
and for his “outstanding contributions to 
the betterment of the retail automotive 
business."” W. E. Black (Chevrolet), Albu- 
querque, retiring NMAD president, makes 
the presentation. 


Prices Continue Strong... 





Used Cars in Short Supply 


By Robert M. Lienert 
Associate Editor 

T A time when dealers are 

seriously worrying about an 
oversupply of new cars, used-car 
trading has been hampered by a 
shortage of merchandise, field re- 
ports indicate. 

Retail used-car stocks have 
sagged to the lowest point in 2% 
years, according to Automotive 
News’ estimates, while demand 
continues strong and prices re- 
main robust. 

Wholesalers say they are faced 


with the situation that always de- 
velops in a brisk used-car market: 
Sharp cars vanish and only the 
fixed-overs turn up with any regu- 
larity. 
ok * x 

[pRALera have simply quit con- 

signing decent pieces to whole- 
sale outlets. With their own used- 
car stocks depleted, any clean car 
is readily moved at good retail 
gross, dealers say. 

“Good used cars are almost ex- 

(Continued on Page 4, Col. 5) 
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Half... 





Tacocca Still Expects 
6 Million Sales in 61 


By John K, Teahen Jr. 


Associate Editor 


DETROIT.—Lee A. Iacocca is an 
optimist. Auto men hope he is also 
a prophet, 

Iacocca, Ford Division general 
manager, told 
newsmen last 
week that he ex- 
pects a big sec- 
ond half. He be- 
lieves that new- 
car sales _ will 
total at least six 
million for 1961, 
and he thinks 
that 6.2 million is 
possible. 

: He mentioned a 
Lee A. Iacocca return of con- 
sumer confidence, pent-up demand 
and ample credit, but he based his 
prediction principally on the 
strength of the iised-car market. 

“Dealers who are on top of the 
market are going to have a good 
summer,” Iacocca declared. He 
added that he thinks the cleanup 
will be the best of the postwar pe- 
riod. 

In commenting on the cleanup, 
he said that Ford dealer inventories 
now average a 35-day supply for 
standard models, 31 days for Thun- 
derbirds, 28 days for Falcons and 
22 days for used cars. 

Some details of the ’62 Fords 
were published in Detroit last 
week. 

The division will have a new 
“senior compact” on a 115.5-inch 
wheelbase. It will have a unitized 
body and will be tagged the Fair- 
lane and Fairlane 500, replacing 
those series in the present lineup. 

Two-door and four-door sedans 
will be offered. The Fairlane and 
Fairlane 500 will use the 170-cubic- 
inch six-cylinder engine which is 
now optional on the Falcon. Buyers 
also may choose a new 221-cubic- 
inch V-8. 

Looking ahead, Iacocca spoke 
of changes in the service business 
in the next few years because of 
improvements like self-adjusting 
brakes, longer lubrication and oil- 








Wide Range of Models 


To Stay, lacocca Says 


DETR OIT.—Lee A. Iacocca, 
Ford Division general manager, 
doesn’t agree with those who say 
auto makers are offering too 
many models. And he isn’t about 
to trim the Ford lineup. 

“We are going to be in every 
market with as many models as 
it takes to satisfy the public,” he 


change intervals and longer-last- 
ing components like rocker pan- 
els and mufflers. 

He said the 12-12 warranty pro- 
gram has proved successful, and he 


month warranty. The average Ford 
buyer, he said, trades every 27 
months. 

“Our goal,” he said, “is to design 
and build a car that people will re- 
spectfully submit to us twice a 
year. We must convince the public 
that a car needs a checkup twice 
a@ year.” 

Iacocca and Paul F. Lorenz, the 
division’s parts and service man- 
ager, emphasized the importance of 
quick service by auto dealers. This 
is the essence of Ford’s new 
“Countdown Service” program, 

Lorenz said there are four rea- 

(Continued on Page 4, Col. 3) 


WASHINGTON, — The National 
Ford Dealer Council and individual 
General Motors dealers expressed 
opposition last week to passage of 
a bill forcing auto manufacturers 
to divest themselves of financing 
subsidiaries. 

At a Dearborn meeting, the Ford 
Council called on the National Au- 
tomobile Dealers Assn, to “vigor- 
ously oppose” HR 71, the divesti- 
ture bill sponsored by United States 
Rep. Emanuel Celler, New York 
Democrat. 

The House Antitrust Subcom- 
mittee, which will resume hear- 
ings on the Celler bill this week, 
reported receipt of about 100 
letters from dealers, Most of the 
writers were GM franchise-hold- 
ers who called General Motors 
Acceptance Corp., the GM financ- 
ing subsidiary, a convenience and 
a “good deal.” 

Independent finance companies 
and independent banks have also 
been writing and wiring the House 
Subcommittee. The number is 
about equal to the dealer total, 
but the lenders favor passage of 
the Celler bill. ; 

Hearings on the divestiture 
measure were not held last week. 
Leading off the testimony this 
week will be Ford Vice-presidents 
William T, Gossett and Theodore 
O. Yntema. 

An NADA statement opposing 
the proposal was being prepared 
at Automotive News presstime 
Thursday, 

Meanwhile, Rep. Abraham Multer, 





told a gathering of newsmen last 
week. “Tastes vary, and our deal- 
ers can cater to all of them.” 
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Advertising Aids for Dealers— 


Warren A. King, left, automotive merchandising manager, Life magazine, presents 
the initial copies of Life’s handbook of advertising suggestions and approaches for 
the use of franchised new-car and truck dealers to James C. Moore, executive vice- 
president, National Automobile Dealers Assn. Looking on are William H. Mitchell jr. 
(Chevrolet), Waltham, Mass., and James M. O'Mara (Pontiac), Hutchinson, Kans., chair- 
man and vice-chairman, respectively, of the NADA Public Relations Committee. 


to all manufacturers, not just mo- 
tor vehicle makers. It affects both 
wholesale and retail financing, but 
not insuring. 

The bill is aimed at dealers, 
not consumers; and its scope is 
vastly greater, Its greatest im- 
pact would be on cars and big- 
ticket appliances. The Multer bill, 
for example, would apply to Re- 
disco, a subsidiary of American 








Dealers Fight Finance Divestiture 


Motors, which provides financing 
mostly for refrigerators, but also 
for fleet leasing. (GMAC not only 
provides financing for cars, but it 
also does about 2 percent of its 
business in financing for GM’s 
Frigidaire and Delco divisions on 
appliances and air conditioners.) 
Sen. Estes Kefauver, Tennessee 
Democrat, described as “shocking” 
(Continued on Page 42, Col. 4) 





Volvo Chief Sees Imports 
Boon to U.S. Industry 


DETROIT, Presence of im- 
ported cars in the United States 
market has been and will continue 
to have a salutary effect on both 
American makers and consumers, 
Ake Hogman, president of Volvo 
Import, Inc., said last week. 

Hogman, along with other top 
executives of the Swedish auto 
firm, was in Detroit to present 
Volvo’s international trophy to 
AUTOMOTIVE News, “in recognition 
of its outstanding achievement in 
communicating and evaluating the 
progress of the automotive indus- 
tries of the world.” 

The award—a Swedish silver 
globe, given throughout the world 
to organizations making signifi- 
cant contributions to the industry 
was accepted by Mrs. George M. 
Slocum, chairman and president 
of Automotive News, at a dinner 
in the Detroit Athletic Club. 

Noting that “there seems to be 
general agreement that the suc- 
cessful marketing of imported 
economy cars here hastened the 
introduction by domestic manufac- 
turers of the compact car,” Hog- 
man added: 

“The dynamics of the competi- 


tion between imported and domes- |? ‘ 


tic cars, while it has resulted in 
some ‘agonizing reappraisals’ of 
manufacturing and marketing poli- 
cise by both domestic and import 
manufacturers, has brought tre- 
mendous benefits to the American 
consumer.” 

“Today,” he said, “the consum- 


Borgward Bid 
By BMC Reported 


LONDON.—British Motor Corp. 
is believed to be negotiating the 
acquisition of Borgward, West Ger- 
many’s fifth largest auto maker, 
according to a report by Reuters. 

The news-gathering agency said 
financial sources have reported that 
BMC’s objective in taking over the 
Bremen operation would be to give 
British cars their first major foot- 
hold in the European Common 
Market. 

BMC officials would neither con- 
firm nor deny the reports that it 
is bidding for control of the firm, 
but Borgward representatives ad- 
mitted that talks were in progress 
with “British interests,’ among 
others. 











er’s range of choice between do- 
mestic models is considerably 
widened and there is every indi- 
cation that this range will be fur- 
ther enlarged in the very near 
future. It should be noted that 
these changes are all in the di- 
rection of making less expensive 
cars available to more people.” 

“I believe that the imports will 
continue to find customers in the 
U. S. because of the wide diversity 
of automotive needs which find ex- 
pression here and because the over- 
seas manufacturers can still make 
a reasonable profit on the relatively 
small volume of business which 
their share of this specialized car 
market brings them,” Hogman de- 
clared. 

During the dinner, a cable from 
Gunnar Engellau, president of A/B 
Volvo, was read extending his per- 
sonal expression of respect and 
admiration for the service provided 
by Automotive News to the inter- 
national auto industry. 

* * ok 


Volvo Trophy— 


“For achievement in communicating and 
evaluating the progress of the automotive 
industries of the world,’ Automotive News 
last week was presented the Volvo inter- 
national trophy, a Swedish silver globe. 


Mrs. George M. Slocum, chairman and 
president of Automotive News, accepted 
the award ata Detroit dinner from Ake 
Hogman, president of Volvo Import, Inc. 














Dealer Advertising 


Topic of Handbook 


Detailed Guide Issued 
By Life Magazine 


NEW YORK.—A 92-page han#¢ 
book of retail automotive advertis. 
ing information and research hag 
been compiled by Life magazine 
for distribution to franchised auto 
and truck dealers throughout the 
United States. 

Entitled The ABCs of Automo- 
tive Advertising, it represents an 
attempt to provide dealers with 
basic facts and suggestions which 
they might usefully apply to their 
own operation at the retail level, 
according to Warren A. King, 
automotive merchandising man- 
ager for the magazine. 

Specific subjects or problems an- 
alyzed include the relationship of 
national advertising to local adver. 
tising, what constitutes ethical ad- 
vertising, functions of an ad 
agency, ad budgets, selection of 
media and frequency of advertis- 
ing. Also included are a list of 
suggested reference works on aéd- 
vertising and a glossary of adver- 
tising terms. 

The handbook, prepared by Life’s 
automotive merchandising depart- 
ment, was inspired, in part, by the 
results of a National Automobile 
Dealer Assn. survey completed in 
December, 1960, King said. 


The survey revealed that 94 per 
cent of the dealer respondents 
indicated that they wanted to in 
crease their knowledge of adver 
tising as it pertains to helping sel 
more automobiles. In addition, 
percent disclosed that they current 
ly did not use the services of an 
advertising agency. 

King said the magazine was able 
to undertake the task of collecting 
and collating pertinent advertising 
information and research only with 
the assistance and cooperation of 
several major groups within the 
industry. 

In particular he cited NADA, 
advertising agency executives, 
automobile manufacturers and 
the Automotive Trade Managers 
Assn. for their advice and mate- 
rials which they supplied. 

He also singled out several key 
automobile and truck dealers “who 
helped us determine the scope of 
the book and the emphasis that 
should be placed on each section.” 

The late Walter B. Cooper, past 

(Continued on Page 42, Col. 4) 


Autolite Plugs 
Now ‘Original 
On Ford Engines 


DEARBORN.—Ford Motor Ca 
has begun installing Autolite spark 
plugs as original equipment in its 
gasoline engines and beginning 
with the 1962 model year, Autolite 
plugs are scheduled to be installed 
as original equipment in all Ford- 
built gasoline engines, said Irving 
A. Duffy, general products group 
vice-president. 

The spark plugs are being manu- 
factured in the Fostoria (O.) plant 
which Ford purchased along with 
certain other assets including 
rights to the name Autolite, from 
Electric Autolite Co. last April. 

The plant is now operated by 
Ford’s Hardware and Accessories 
Division, whose engineers have 
been assigned company responsibil- 
ity for continued spark plug re 
search and testing. 

Autolite Power Tip and Trans 
port plugs, engineered to meet the 
heat range required of all Ford 
engines, are being supplied by the 
Fostoria plant. The Power Tip 
plugs will be used in passenger cars 
and the ‘Transport plugs in gaso 
line-powered engines for trucks 
and tractors. 

Duffy also said that Autolite 
spark plugs will be sold in the re 
placement market by the company’s 
Motorcraft Division, 

Motorcraft will distribute re 
placement parts through establish- 
ed independent distribution chan- 
nels for retail sale by such outlets 
as garages, service stations and 
automotive supply stores. Autolite 
spark plugs are also being supplied 
to Ford’s franchised dealers for 
their replacement sales. 
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Yager’s Letter Wins Plaudits .. . 
Se 


New Yorkers OK Task Force 


SARANAC INN, N. Y.—“Our 
members were very favorably im- 
pressed with the action taken to 
date by the NADA Task Force 
Committee,” President James J. 
Clarkeson of the New York State 
Automobile Dealers Assn., declared 
in a summation of the New York 
group’s spring meeting here. 

A joint report on the Task Force 
and on the June directors’ meeting 
of the National Automobile Dealers 
Assn. was given here by George D. 
Gardner (Oldsmobile), Binghamton, 
upstate NADA director, and by 
Joseph M. Schneider (Chrysler- 
Plymouth), Hempstead, Metropoli- 
tan New York NADA director. 

The two directors collaborated 
on an intensive outline of the 
Task Force’s program in a 90- 
minute session followed by a live- 
ly question period. 

Both directors said that they are 
convinced of the tremendous value 
of the Task Force and are optimis- 
tic about achieving important re- 
sults through Task Force negotia- 
tions. 

In other action during the three- 
day meeting: 

1. Members showed their enthusi- 
astic approval of the recently or- 


Indiana Dealers 
Give Presidency 


To Grawemeyer 


INDIANAPOLIS.—W illiam A. 
Grawemeyer (Rambler), was elect- 
ed president of the Automobile 
Dealers Assn. of Indiana at its 24th 
annual convention here (June 
15-16). 

Grawemeyer, an association vice- 
president, succeeds Frank Crews 
(Buick-Pontiac), Huntington. Last 
year, Grawemeyer was president of 
the Indianapolis Automobile Trade 
Assn. 

Other elected officers include 
Kenneth C, Kent (Chevrolet), 
Evansville, vice-president south; 
Henry Feferman (Oldsmobile-Cad- 
illac), South Bend, vice-president, 
north; Maynard I. Noll, (Pontiac), 
Columbus, recording secretary, and 
H. O, McGee (Lincoln-Mercury), 
Indianapolis, treasurer. 

Directors elected include Ken- 
neth Walters (Oldsmobile), Gary; 
Dwaine Willett (Ford), Valparaiso; 
Russell Morton (Ford), Auburn; 
Claude Munson (Pontiac), Marion; 
Mike Rendaci (Dodge-Plymouth), 
Clinton; Alvin C. Ruxer (Ford), 
Jasper; Maurice J. Zollman (Olds- 
mobile-Cadillac), Bedford; Grawe- 
meyer; Crews, and J. Paul Heuring 
(Ford), Hobart. There also are 16 
holdover members on the board. 
Herman Schaefer is executive vice- 
president. 

The theme of the two-day con- 
vention was Selling at a Profit, 
with talks being made by Warren 
King, automotive merchandising 
manager, Life magazine; Vince 
Baker, sales consultant, Pueblo, 
Colo., and Martin Bury, Philadel- 
phia Buick dealer. James Moore, 
executive vice-president, National 
Automobile Dealers Assn., told of 
association efforts to relieve dealer 
problems. 

Perry W. Lewis (Ford), Frank- 
fort, received the Herman Goodin 
Civic Award in recognition of his 
“outstanding civic contributions to 
Frankfort.” 
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ganized state dealer advisory com- 
mittee, and applauded a report by 
Chairman George Gardner on this 
confidential counselling service. 

2. New York State Motor Ve- 
hicles Commissioner William S. 
Hults announced that his depart- 
ment will have an electronic com- 





Finlay Vacations 
Editorial Director Robert M. 
Finlay is on vacation. His col- 
umn, Dealer Forum, will reappear 
July 10. 





puter in operation in the fall of 
1961, and by 1963 will have the 
complete file of each of the state’s 
7 million licensed drivers and 5% 
million vehicles on computer tape 
which will make any file available 
in seconds. 


3. The directors adopted a mo- 
tion stating: “M. H. (Doc) Yager, 
Albany, N. Y., is hereby com- 
mended and congratulated for his 
acumen, fortitude and forthright- 
ness, as evidenced by his letter 
published in Automotive News in 
the issue of April 17, 1961, page 
38, in directing attention to cer- 
tain ills and inequities presently 
attributed to the automobile busi- 
ness.” Yager is a New York State 
association director and is Pon- 
tiac chairman of both the state 
and national Industry Relations 
Committees. 

4. David L. Hagan (Pontiac), Mt. 
Vernon, was appointed the associa- 
tion’s representative on the board 
of governors of the New York State 
Highway Users Conference. 

5. A letter from the association 
to Gov. Nelson Rockefeller, urging 
the state to establish a public edu- 
cation program to encourage the 
use of seat belts, was endorsed by 
the group. 

6. The “dealer of the year” com- 
mittee announced that every cham- 
ber of commerce, Rotary, Kiwanis 
and Lions Club in the state will be 
invited to participate by nominat- 
ing a local dealer for the award. 
This committee comprises: Carl E. 
Fribley (Cadillac-Pontiac-GMC), 
Norwich, chairman; Lewis W. 
Hooker (Studebaker), Hornell; 








Harry T, Flinn (Ford), Larchmont; 
Oral S. Helmer (Imperial-Chrysler- 
Plymouth), Massena, and Gilbert 
M. Tinney (Cadillac), Buffalo. 


7. The directors authorized the 
Garage Liability Insurance Com- 
mittee to negotiate for group cov- 
erage with a carrier. This com- 
mittee includes: Charles A. Par- 
sons (Ford), Amsterdam, chair- 
man; Gardner, and A, (Dutch) 
Bigsbee (Ford), Saratoga Springs. 
Approximately 251 persons at- 

tended the meeting, according to 
Convention Committee Chairman 
James E. (Chick) Sayles (Pontiac- 
Cadillac), Suffern. His committee 
included: 


John G. Dorschel (Buick), Ro- 
chester; Wesley Van Benschoten 
(Dodge), Poughkeepsie; Nelson K. 
Mintz (DeSoto-Plymouth-Chrysler), 
Staten Island; Robert O. Barton 
(Oldsmobile), Lockport, and David 
L. Hagen (Pontiac), Mt. Vernon. 

Top trophy winners in the men’s 
and ladies’ golf tournaments were 
Van Benschoten, men’s individual 
champion (B. F. Curry trophy), 
and Mrs. Thomas J. Hory (Chevro- 
let), Larchmont, ladies’ individual 
champion (executive vice-presi- 
dent’s trophy). 

The four-man team champion- 
ship and Syracuse Automobile 
Dealers Assn. trophy was won by 
Mr. and Mrs, Thomas J. Hory; 
B. F. Curry jr. (Chevrolet), New 
York, and J. Howard Byrne 

(Chevrolet), White Plains. 

James K. Patrick jr. (Chevrolet), 
Troy, and William P. Meyer (Chev- 
rolet), Ridgewood, tied for the John 
Van Benschoten trophy, awarded to 
the player with the fewest putts 
(60 each) for 36 holes. 


Dates Chevrolet Razed 


As Business Area Burns 


GROTON, N. Y.—Dates Chevro- 
let was one of five buildings de- 
stroyed when fire swept the busi- 
ness section of this town 30 miles 
southwest of Syracuse. 

Dealer Karl Dates estimated his 
firm suffered $100,000 damage. 
Among the 13 cars destroyed was a 
1924 Chevrolet. 








Lead New Mexico Dealers— 


New officers of the New Mexico Automotive Dealers Assn., elected at the associa- 
tion's convention in Santa Fe, are, from left, Nash Hancock (Chrysler-Dodge-Plymouth), 
Santa Fe, vice-president; Wayne Lovelady (Dodge), Albuquerque, president, and 
Nelson T. Turner, Albuquerque, reappointed general manager. Jack Jones (Ford), 
Albuquerque, was named secretary-treasurer. 





Dealer of the Year— 


Finn Watson (Pontiac-Buick-Interna- 
tional), right, Hobbs, N. M., was named 
New Mexico “dealer of the year’’ at the 
New Mexico Automotive Dealers Assn. 
convention in Santa Fe. Watson, a dealer 
since 1934, was cited as ‘‘outstanding in 
citizenship and in contribution to the in- 
dustry" by J. B. Tidwell (Chrysler-Plymouth- 
Rambler), also of Hobbs, who made the 
presentation. 


Mich. Kills Factory Sales Probe 


LANSING.—A Charlotte (Mich.) 
Chevrolet-Oldsmobile dealer has 
denounced State Senate failure to 
pass a resolution calling for an 
investigation of the retail sales 
practices of auto makers. 

Gilbert A. Haley, Michigan Au- 
tomobile Dealers Assn. executive 
vice-president, had urged mem- 
bers to ask their senators to sup- 
port the proposal, termed Resolu- 
tion 51. 

In a letter to the 47 auto dealers 
in his three-county district, a key 
senator, John W. Fitzgerald, said 
he could not support the resolution 
and explained his reasons for not 
doing so. 

The dealer, Rice C. Fowler, pres- 
ident of Fowler’s, Inc., in answer 


R. I. Assn. Reports 
Defeat of Bills 


Harmful to Dealer 


PROVIDENCE.—The Rhode Is- 
land Automobile Dealers Assn. has 
announced the achievement of its 
1961 legislative goal—to kill “harm- 
ful” bills introduced in the legisla- 
ture this session. 

A spokesman said the associa- 
tion “was successful in having a 
bill pertaining to the licensing of 
auto salesmen killed, as well as in- 
surance and financing bills which 
would have been harmful to our 
members.” 

However, he said the association 
suffered a setback when Gov. John 
A. Notte jr. vetoed a bill amending 
legislation enacted a year ago. It 
would have excluded franchised 
auto dealers from paying a second 
license fee of $50 a year to do auto- 
body repair work. 

The association leaders “exerted 
every effort in seeing that the bill 
was passed by both the House and 
Senate,” he added. 








to the senator’s letter, said he was 
“incensed by the fact that you led 
Gil Haley and myself to believe you 
were in favor of voting Senate Res- 
olution 51 out of committee.” 

Fitzgerald, who is chairman of 
the committee which failed to 
bring the proposal to the Senate 
floor, said he felt that the Legis- 
lature “had no business in private 
enterprise, especially in the re- 
striction or regulation of it, 

“This is another example of a 
group unable to settle its own in- 
ternal differences, running to the 
Legislature or to Congress to set- 
tle the matter for them,” he added. 

Under Resolution 51, a_ special 
five-member committee would have 
been established to probe the mak- 
ers’ retailing operations and report 
its findings and recommendations 
to the 1962 Legislature. 

Haley had charged that the fac- 
tory retail outlets “are threatening 
the financial stability of the fran- 
chised dealers who have many 
thousands of dollars invested in 
their establishments.” 

Such an investigation of Mich- 
igan’s “most essential industry,” 
Fitzgerald contended, would 
“serve to give this industry a 
black eye by innuendo, indicating 
that unfair dealings are wide- 
spread in your business. 

“The entire automobile industry, 
from manufacturer on down to the 
smallest dealer, would be suspect, 
and the general public made sus- 
picious of any automobile, pricing 
or distribution.” 

Fowler challenged Fitzgerald’s 
belief that the Legislature has no 
business in private enterprise. 

“You know very well that there 
are many laws in the books in 
Michigan and the nation governing 
the conduct of genera] business,” 
Fowler said. 

He ridiculed a statement by Fitz- 





gerald that a legislator’s decisions 
“sometimes are difficult to reach, 
particularly in the face of unwar- 
ranted pressure tactics.” 

“What kind of pressure did GM, 
Chrysler and Ford use?” Fowler 
asked. “Who should be more en- 
titled to use pressure than your 
own constituents?” 


Echtenkamp Elected 
BUFFALO. — The Williamsville 
Automobile Dealers Assn. of sub- 
urban Williamsville has elected 
Martin J. Echtenkamp as presi- 
dent. Also elected were William A. 


© 





Court OKs Curb 
On Job-Switcher 


Chevy Dealer Upheld 
In Covenant Appeal 


BRONX, N. Y.—The former em- 
ployer of a job-switching auto 
salesman has won an injunction 
preventing him from soliciting or 
accepting business from customers 
with whom he had personally dealt 
for two years prior to termination 
of employment. 

Bates Chevrolet Corp. here won 
the five-year injunction against 
both Charles G. Betz, who was a 
Bates salesman for 10 years, and 
his new employer, Haven Chevrolet, 
Inc., a Long Island dealer 20 miles 
away. 

The Appellate Division of the 
New York Supreme Court unani- 
mously awarded the injunction on 

an appeal from Bates, The lower 
court dismissed the Bates com- 
plaint last July. 

Appellate judges upheld an em- 
ployment covenant which Betz had 
signed with Bates Chevrolet. This 
prevented him from soliciting or 
accepting business from Bates cus- 
tomers for five years after employ- 
ment termination. 

The opinion noted that Betz was 
not prohibited by the agreement 
with Bates Chevrolet from going to 
work for competing dealers, which 
he had done. 

Moreover, said the higher 
court, it did not exclude him from 
operating within a limited area. 

“It is axiomatic,” said the Ap- 
pellate Division, “that a negative 
covenant against competition by an 
employe following the termination 
of employment is generally en- 
forcible, provided it is reasonably 
necessary for the protection of the 


Dietrich, vice-president, and Law-| employer and is reasonably limited 


rence E, Read, secretary-treasurer. 


as to time and place.” 


On the House... 





Wemhoff 


Dealers have lost faith in their factories, a promi- 
nent state association president told me the other 
day. “And as a result,” he declared, “a lot of the 
factories’ good programs don’t go over.” I asked 
another top dealer why. He said: “It’s because the 
factories act like they want to make enemies of 
their dealers when handling claims, etc. They act 
like ‘the king can do no wrong.’” What is the 
solution, I asked? : 


Both of these dealers answered: “It takes a 
strong factory man to improve dealer relations. 
For better dealer relations, the factory must have 
field men with the capacity and intelligence to 


implement top-level factory thinking. We know it’s tough for fac- 
tories to get such personnel, but they do have the dough to do 
the job right. Just think what they could do, if they used only a 
small fraction of their profits, most of which go to the govern- 
ment anyway, to improve management in the field”... 

NADA’s Jim Moore is a speilbinder as an after-lunch speaker; no 
one napped last week at Michigan dealers convention, Jim jolted 
the audience by reporting that a veteran dealer had told him the 
only solution to the industry’s ills was the formation of a Federal 
bureau to regulate makers, dealers, finance companies, etc. .. . 
Attendees at NADA’s Detroit convention in 1964 will have the use 
of two new hotels in downtown area. 





—Pete Wemuorr, Editor, 
Automotive News 








4 
Task Force Prodded .. . 





Dealer Relief Steps 
Urged for ’62 Cars 


(Continued from Page 1) 


grand jury on matters of this sort,” 
he declared. 

In line with his anti-govern- 
ment tone, Moore again denounc- 
ed both the finance divestiture 
and truth-in-lending bills, He 
said both proposals smack of 
“dictation and the loss of liber- 
ties.” 

Moore did not spare either fac- 
tories or dealers in his broadside, 
which was punctuated by the fore- 
cast that the “auto business could 
get worse before it gets better. 

“To hell with that factory non- 
sense that things are getting bet- 
ter,” he exclaimed. 
ae a * 

HE factories drew Moore’s scorn 

for naming “fugitives from jus- 
tice” as dealers (“there are already 
too many weak dealers in too many 
wrong places”), for operating re- 
tail branches, for turning to large 
chain operations too often (“is 
quantity everything?”’) and for 
considering such plans as appoint- 
ing independent garages to handle 
12-12 warranty service. 

Moore lashed out at dealers, prin- 
cipally those in the Midwest, who 
balk at any thought of instituting 
uniform nationally advertised 
prices on new cars. 

“What good is your discount 
from list,” he asked, “unless the 
public knows that the list is the 
car’s true value?” 

Gimmick and bait advertising 
also were denounced by the NADA 
leader. He held up a San Antonio 
ad offering a Chevrolet Impala for 
“89 cents”’—the real price was foot- 
noted—and said he would defend in 
court any factory cancellation of 
this dealer advertiser’s franchise. 

“How long are we going to stand 
for this type of skulduggery?” he 
demanded. ii fe 


OORE said NADA directors and 

others who have criticized the 
Task Force should have attended 
the committee’s local hearings, 
where “damn few answers were of- 
fered to the 62 problems which 
dealers raised all told.” 
‘ He complimented directors for 
choosing Herbert L. Galles, Albu- 
querque, former NADA president, 
as Task Force chairman. Michigan 
conventioners applauded as Moore 
called Galles “the one dealer who 
stood out as the man to run this 
program.” 

“But the Task Force will be no 
profit guarantee effort,” he warn- 
ed. “We are dedicated to restor- 
ing a profit climate — not auto- 
matically profits themselves, 

“Because the profit climate has 


Court Won't Lift 
DuPont Deadline 
In GM Stock Case 


WASHINGTON. — The Supreme 
Court last week refused to remove 
the 10-year deadline which duPont 
Co. has been given to get rid of its 
63 million shares of General Motors 
common stock. 

DuPont had requested that the 
time limit be lifted. The court voted 
4 to 3 against the proposal, the 
same margin by which the court 
ruled earlier this month that du- 
Pont must divest itself of the stock. 

The case has been returned to 
Federal District Court in Chicago 
to work out a divestiture plan. 

Meanwhile, Senator Stuart Sym- 
ington, Missouri Democrat, called 
upon Congress to consider the ef- 
fects of divestiture upon the value 
of duPont and GM stock and the 
effect upon smal] _ shareholders 
whose income is partially depend- 
ent upon those stocks. 

“There is need for prompt and 
equitable treatment of this prob- 


lem by the Congress of the United | 


States,” he said. 


(Under present tax laws, if du-| 


Pont were to distribute its GM 
stock to duPont shareholders, the 
recipients would pay the regular 
income-tax rates on the full market 
value of the shares. It is argued 
that this would lead to forced sales 
and would depress the values of 
both duPont and GM< stock.) 
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deteriorated so severely and be- 
cause of the rise in dealer mortai- 
ity, the Galles committee now looks 
ahead to at least several years of 
operation,” 

. * * * 

OORE’S denunciation of fac- 

tory retailing was especially 
welcomed by MADA members, who 
just prior to their convention learn- 


ed that a State Senate committee Pad 


had blocked a proposal calling for 
an investigation of GM branches in 
Detroit and Flint. 

The Senate Business Committee, 
by a 3-to-3 vote, prevented the res- 
olution from coming to the Senate 
floor for what MADA Executive 
Vice-President Gilbert L, Haley 
called “certain passage.” 

Herb Estes (Ford), Ann Arbor, 
succeeded Arnold Klett (Cadil- 
lac), Detroit, as MADA president, 
Harold Rockwell (Oldsmobile), 
Grand Rapids, was elected first 
vice-president; Howard J. Cook 
(Chevrolet), Lansing, was re- 
elected secretary-treasurer, and 
Al Edwards, Lansing, was re- 
elected assistant secretary-treas- 
urer. 


Group vice-presidents for the en- 
suing year are Ray Shank (Chev- 
rolet), Benton Harbor; Charles 
Barrett (Buick - Pontiac-Rambler), 
Port Huron; Robert DeNooyer 
(Chevrolet), Holland; Harold S. 
Labyak (Ford-Mercury), Ontana- 
gon, and E. H. Gilbert (Ford), 
River Rouge. 

* * * 

AROLD DRAPER SR., NADA’s 

business Management consult- 
ant, exhorted the Michiganders in a 
convention talk to trim their in- 
ventories to “bread-and-butter lev- 
els” and demand $50 extra profit on 
every new-car deal and one more 
item on each repair order. 

“Now is the time to trim every- 
thing,” said Draper, who was hon- 
ored at the convention banquet as 
MADA’s “dealer of the year.” 


O. C. Carmichael jr., chairman of 
Associates Investment, called for a 
dealer-finance company partnership 
to eliminate the popular impression 
of higher rates on time deals placed 
with independent lenders. 


Mayor Louis Miriani, Detroit, 
welcomed the Michigan conven- 
tioners with a promise that De- 
troit would present a “new look” 
when the NADA convention 
meets in the Motor City in 1964. 
The Michigan convention had not 
been held in Detroit since 1949. 

Other speakers were Cory S. 
Kammler (Buick-Pontiac), Prince- 
ton, N. J., and Thomas C. Todd 
(Chevrolet), Chicago. 

Convention co-chairmen were 
Bill Hermann (Rambler) and 
David T. Roney (Chrysler-Dodge- 
Plymouth), both of Detroit. 


Dodge Pays $75 Bonus 
On Old Lancer Models 


DETROIT. — Dodge is paying a 
$75 rebate to dealers on sales of 
standard -transmission Lancers 
built before Jan. 1, 1961. The offer 
expires July 20. 

The bonus is in addition to a 
May-June quota program under 
which dealers can earn $25 to $85 
on sales of new ’60 and ’61 Dodge 
passenger cars. 


Late Report... 


Used-Car 
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Old Glory Flies at Automotive News— 











_|Into Short Supply 





Dedication ceremonies were held last week for the 85-foot flagpole Automotive News 
employes purchased in memory of the late George M. Slocum, founder of Automotive 
News. The flagpole stands near the new Automotive News building at the corner of 
E. Jefferson and the Walter P. Chrysler expressway in Detroit. Dr. Frank Fitt, retired 
Grosse Pointe Memorial Church pastor, gave the evlogy and prayer while Mrs. George 
M. Slocum, chairman and president of Automotive News, accepted the memorial. 


Iacocca Still Expecting 
6 Million Sales in 1961 


(Continued from Page 2) 


sons why franchised dealers have 
lost much of the available service 
business in recent years, They are: 

1. Convenience—t here are 6,800 
Ford dealers and 210,000 gas sta- 
tions. 

2. Price, “We are showing our 
dealers that a modest investment 
in tools and equipment will en- 
able them to match the specialty 
shops,” Lorenz said. 

3. Personal attention. “We must 
reestablish the personal relation- 
ship between dealer and customer,” 
he said. 

4, Time—owners are unwilling to 


AMA Honors Colbert— 


John F, Gordon, right, president, Gen- 
eral Motors Corp., presents a gift of ap- 
preciation to L. L. Colbert, chairman and 
president, Chrysler Corp., on behalf of 
the Automobile Manufacturers Assn. The 
gift is a desk clock that runs perpetually 
from power generated by light. Signatures 
of board members are engraved on the 
back. The occasion was the completion of 
Colbert's third successive term as presi- 
dent of the association, which is com- 
posed of United States manufacturers of 
cars and trucks. Henry Ford II, chairman, 
Ford Motor Co., was elected to succeed 
him at the group's meeting. 


Market 


The overall average price of used cars sold at wholesale auction 


declined $3 last week to $1,031, 
index. 


The overall setback developed 


according to Automotive News’ 


despite the fact that five of the 


eight models indexed moved upward in value. Losses of $45 on 


’6ls, $12 on 


58s and $7 on ’56s, however, offset those gains. The 


revised ’56 average represented a new low. 


Increases were listed at $17 on 
’55s and $1 on ’59s. 


54s, $9 on ’60s, $8 on ’57s, $5 on 


At a group of representative auctions last week, the sales ratio 


was 74.2 percent, compared with 


76.6 percent the previous week, 


the latter having represented a high point for the year. 
Auction reports begin on Page 26. 





leave their cars all day for a 20 or 
30-minute job. 

Lorenz said, “We're urging our 
dealers to develop quick service to 
the point that they can tell their 
customers, ‘Come in any time — 
we'll take care of you.’” 

* * * 


New Molding Process 
Cuts Ford Engine Weight 


DEARBORN,—A new precision 
molding technique, pioneered in 
production by Ford Motor Co.’s 
Engine and Foundry Division, sub- 
stantially reduces the weight of 
cast iron components used in en- 
gines, according to C. H. Patterson, 
vice-president, power train and 
metal stamping group. 

He said the new technique en- 
ables foundrymen to precision-mold 
walls of the block to uniform thick- 
ness. 

Important advancements in sev- 
eral areas make possible this im- 
proved accuracy in the casting of 
gray iron, Patterson said the most 
significant include: 

1. Use of a new plastic (resin) 
binder with the foundry sand to 
produce highly accurate cores, 
(A core provides an internal 
shape in the casting such as a 
cylinder or water passage in the 
engine block.) 

2. Use of preheated core boxes 
that quick-cure the sand-plastic 
mixture in the specified shape 
within seconds. Previous methods 
required extended handling and 
baking of cores during which dis- 
tortion was possible. 

3. New, higher-pressure of cylin- 
ders on molding machines produces 
a mold of increased and more uni- 
form hardness for greater ac- 
curacy. 


Chrysler Denies 


Pressuring Its 
Studebaker Duals 


FORT WAYNE, Ind. —Chrysier 
Corp. last week denied illegal pres- 
suring of its Studebaker dual deal- 
ers, as charged by the Department 
of Justice in an antitrust suit be- 
fore Federal District Court here. 

In a five-inch-thick answer to 
the Government’s charges, Chrysler 
spelled out its dealer relations and 
distribution practices and reviewed 
its communications with Stude- 
baker dealers before and after the 
Valiant was introduced in the fall 
of 1959. 

The Justice Department says 
Chrysler asked dealers dualled with 
Studebaker to suspend or reduce 
orders for the Lark, which has been 
on the market since the fall of 1958. 


__ |Used Cars Fall 








Demand, Prices 
Remain Strong 
(Continued from Page 1) 


tinct,” lamented one auction oper- 
ator last week. 

The price structure, at both re- 
tail and wholesale levels, remains 
patchy. According to AUTOMOTIVE 
News’ index of used cars sold at 
wholesale auction, the overall aver- 
age price last week was only $ 
below the level of three months 
ago. 

However, the really sharp cars, 
when they do turn up, are worth 
$100 to $200 more than they were 
several months ago, dealers and 
auction operators say. 

eg * * 

ITH the average franchised 

dealer holding a used-car in- 
ventory good for only 24.9 days of 
selling on June 1, according to 
AvuTOMOTIVE News’ estimates, stocks 
were the skimpiest reported since 
Nov. 1, 1958. 

The average used-car inventory 
represented a 30.8-day supply on 
May 1 and a 35.9-day supply on 
June 1 a year ago. 

Historically, there is no clear 
trend in used-car inventories for 
the current period. In some years, 
stocks have moved upward; in 
other years, rather sharp declines 
have been noted. 

Indications this year are that the 
Squeeze on used cars will continue 
through the summer. Many dealers 

see this as a good sign for trading 
early in the ’62 model season. 
* * * 

F DEALERS reporting inven- 

tories on June 1, 25.2 percent 

said they could clear the decks in 
15 days or less of selling, compared 
with 23.1 percent in this category 
a month earlier. 

In the 16-to-30-day bracket 
were 49.9 percent of reporting 
dealers, compared with 53.8 per- 
cent on the previous census date. 
There were 24.9 percent over the 

theoretical 30-day limit, compared 
with 231 percent the previous 
month, (As the year started, a 
whopping 73.3 percent of all deal- 
ers found themselves in this over- 
loaded position.) 





Roosevelt Named 
Fiat Distributor 
In 12 More States 


WASHINGTON. — Roosevelt Au- 
tomobile Co. has become the larg: 
est Fiat distributor in the United 
States, in terms of territory, with 
the addition of 12 states, bringing 
its total to 22. 

Franklin D, Roosevelt jr., presi- 
dent of the firm, his department 
heads and field men will meet with 
dealers in the new territory at 
sessions tomorrow and Wednesday 
(June 27-28) in Memphis. 

A new parts warehouse is being 
established in Fort Worth at 2830 
White Settlement Rd. The Roose- 
velt firm is taking over the 15,000- 
square-foot facilities of the Italian 
Southwest Car Co., the former Fiat © 
distributor in Fort Worth. 

The Fort Worth center will serve 
dealers in these states: Texas, Ok- 
lahoma, New Mexico, Colorado, 
Wyoming, Kansas, Nebraska, Iowa, 
Missouri, Louisiana, Arkansas, Mis- 
sissippi and parts of Tennessee and 
Alabama. 

The Roosevelt company has been — 
the Fiat distributor for dealers in | 
10 Eastern states since 1958. f 

* * x 


5-State Distributorship 


Organized by Peugeot 


NEW YORK.— Peugeot Central 
Distributors, Inc., has been created 
as a new sales organization for 
Minnesota, Wisconsin, Nebraska, 
North Dakota and South Dakota, 
it was announced today (June 26) 
by Francois Daeschner, executive 
vice-president of Peugeot, Inc. 

The new regional sales force 
was originated because of recent 
changes in the French auto manu- 
facturer’s distribution system in 
the five-state area, he said. 

The new sales office will be lo- 
cated in Wisconsin and a regional 
sales manager will be announced 
in the near future, Daeschner said. 
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Two States Name Slates 





Delaware— 


New officers and directors of the Delaware Automobile Dealers Assn., elected at 
the association's 11th annual convention in Rehoboth Beach, Del., are, seated, from 
left, William D. Luke jr., treasurer; Howard S$. Abbott, immediate past president; 
Ebe S. Townsend, president, and Clarence F. Schwartz, director. Standing: Paul J. 
Roney, executive secretary; William E. Bunting, director; Charles L. Hall, third vice- 
president; R. James Quillen jr., director; Louis Burton, second vice-president, and 
Frederic W. Schermerhorn, first vice-president. 


Indiana— 





Newly elected officers of the Automobile Dealers Assn. of Indiana are, from left, 
Maynard |. Noll (Pontiac), Columbus, recording secretary; Kenneth C. Kent (Chevrolet), 


Evansville, vice-president, south; William A. Grawemeyer (Rambler), 
president; Henry Feferman (Oldsmobile-Cadillac), South Bend, vice-president, north, 


Indianapolis, 


and H. O. McGee (Lincoln-Mercury), Indianapolis, treasurer. 
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Between Big Three and UAW... 


Contract Talks Begin This Week 


By Francis J. Gawronski 
Staft Writer 


EGOTIATIONS on new con- 

tracts open this week between 
the Big Three auto makers and the 
United Auto Workers. 

General Motors Corp. will be the 
first to open the 1961 round of 
negotiations when it 
meets with the UAW 
Wednesday (June 
28) in the General 
Motors Building in 
Detroit. Ford Motor 
Co. will meet with the union the 
following day (June 29) in the Ford 
Administration Building in Dear- 
born, and Chrysler Corp. will join 
the talks on Friday (June 30). 
American Motors Corp. is sched- 
uled to start negotiations July 6. 

Present labor contracts expire 
Aug 31 at Ford, GM and Chrysler. 
Contracts end at AMC and Stude- 
baker-Packard Corp. on Sept. 6 
and Nov. 30, respectively. 

If past contract talks can be 
used as a barometer, and there 
is no reason to believe that they 
can’t, nothing of any importance 
will come out of the talks during 
the first few weeks. The serious 
bargaining will take place short- 
ly before the contracts expire. 
As far as the actual bargaining 

is concerned, the UAW has said 
that it will take a new, flexible ap- 
proach to negotiations with the 
auto makers. 

According to Walter P. Reuther, 
UAW president, the union plans to 
ask the companies to cooperate in 
solving problems faced by both 
sides and will not place a price tag 
on anything when talks open this 
week. 

Reuther also has said that the 
UAW will remain flexible on all 
proposals presented to the auto 
companies rather than be forced 
into a strike which would not have 
rank-and-file support. 

Primary aim of the union’s bar- 
gaining program, approved by the 
UAW’’s special collective bargaining 
convention in Detroit, is job secur- 
ity and job opportunities. 

* * * 


LABOR 
FRONT 


ap ennDe to be presented to the 
companies include a program 
to create more jobs through a 
shorter work week or early retire- 
ment, reduced overtime, increased 
vacations and holidays; manage- 
ment agreement of the principle 
of ending the hourly wage system 


Briggs Heads Chrysler-Plymouth 


(Continued from Page 1) 


Braden will revert to reporting to 
Briggs, instead of to Quinn. 
Spokesmen said, however, that 
separate staffs would remain in 
effect for Chrysler-Imperial and 
Plymouth-Valiant advertising, 
public relations, merchandising 
and manufacturing. Chrysler- 

Plymouth headquarters will be at 

the East Jefferson Ave. office 

building which Chrysler Division 
had used, instead of Plymouth’s 

Lynch Road location. 

No change was made at Dodge 
Car and Truck Division, headed by 
Byron J. Nichols since the retire- 
ment of M. C. Patterson as general 
manager last November. 


A spokesman said the merger 
would change no dealer policies nor 
reduce Chrysler employment. 

Since DeSoto was dropped in No- 
vember, Chrysler and Imperial 
franchises have been awarded to 
many Plymouth dealers who had 
lost a higher-priced companion line. 
This trend is expected to continue 
with the formation of the new divi- 
sion. 

* * * 

RIGGS recently reiterated his 

determination to keep the Im- 
‘perial in the line, though dealers 
have voiced fear that deletion of 
the name Imperial from the new 
division’s title might lead to de-em- 
phasis of the slow-selling luxury 
make. It was regarded as signifi- 
cant that the new division bears the 
name Chrysler-Plymouvth, rather 
than Plymouth-Chrysler. The 
Plymouth name came first when 
DeSoto was taken over by the 
Plymouth Division in May, 1959. 
At that time, the newly organiz- 


ed Plymouth-DeSoto Division was 
the instrument charged with build- 
ing Plymouth sales per dealer in 
the face of the divorcement of the 
Dodge and Plymouth. The Dodge- 
Plymouth separation was announc- 
ed shortly after DeSoto and Plym- 
outh were merged. 

Plymouth - DeSoto became 
Plymouth-DeSoto - Valiant with 
the compact’s arrival in the fall 
of 1959. It was shortened to 
Plymouth when DeSoto was 
eliminated. 

Briggs, who will be 60 on Aug. 25, 
joined Chrysler Corp. in 1955 as 
sales vice-president of Chrysler Di- 
vision, becoming a vice-president of 
the corporation and division gen- 
eral manager in 1958. A veteran of 
37 years in the auto industry, 
Briggs formerly was vice-president 
of Studebaker-Packard and had 
also served as genera] sales man- 
ager of Packard Motor Car Co. 


eS ww 6 


HESEBROUGH will be 52 on 
July 13. He joined Chrysler 
Corp. as a graduate student in the 
Chrysler Institute of Engineering 
in 1932. He served in various engi- 
neering assignments and in 1955 
was appointed executive engineer, 
product planning and programming 
in the engineering division and di- 
rector of the corporation’s product 
volume planning in 1957. 
He was elected a corporation 
vice-president and appointed gen- 








Dealer Gets SBA Loan 
LUBBOCK, Tex.—Ott Pontiac 
Co. has been granted a $15,000 loan 
by the Small Business Administra- 
tion. 





eral manager of Plymouth Division 
in 1958. 

Armstrong joined Chrysler of 
Canada in 1950. He is a native of 
Ottawa. 

“The unification of our Chrys- 
ler, Imperial, Plymouth and Val- 
iant sales activities under a 
single divisional structure is a 
natural development of the com- 
bining of the field sales staffs 
marketing these automobiles,” 
Quinn said. 

Vice-President B, W. Bogan, who 
announced Chesebrough’s appoint- 
ment, said the move “igs another 
forward step in the company’s con- 
tinuing emphasis on quality. 

“Chesebrough’s background of 
engineering, product planning, sales 
and field service will greatly 
strengthen this vital corporate ac- 
tivity,” said Bogan. 

* * * 


ON THE Chrysler legal front, 
meanwhile, a Detroit Federal 
Court hearing in the Sol Dann 
proxy-violation suit against the 
company was delayed indefinitely. 

Chief District Judge Theodore 
Levin is to decide whether to 
dismiss or let proceed to trial 
Dann’s complaint of deception 
and concealment in the proxy 
statement sent by Chrysler pre- 
ceding its April shareholders 
meeting. 

J. Bacaloff, Portland (Ore.) con- 
tractor who has filed notice of a 
new proxy fight against Chrysler, 
reported “phenomenal” support 
from other shareholders. He has 
announced plans for an advertising 
campaign to promote proxy solici- 
tation. 








and substituting an annual salary, 
and the creation of an automation 
fund to finance the cost of moving 
and relocating workers and their 
families, and the cost of retraining 
workers if they lose their jobs be- 
cause of automation. 

The union also plans to ask for 
an improved supplemental unem- 
ployment benefits plan, increased 
pensions, company-paid medical- 
hospital-surgical insurance, an 
increase in the 2% percent an- 
nual improvement factor and a 
two-year limit on the new con- 
tract. 

In addition to these bargaining 
demands, the UAW, on Reuther’s 
recommendation, will push for 
changes in the Federal wage and 
hours laws to provide what the 
union chief calls a flexible work 
week. 

Under the plan, each corporation, 
large and small, would pay approxi- 
mately a one percent payroll tax 
into a national unemployment fund. 
When unemployment levels are 
high, workers would put in a full 
40-hour week and would collect all 
their pay from their employer. 
When job levels dropped, money 
from the fund would be used to 
give the workers a 40-hour-week 
pay, even though they worked less. 

UAW negotiators again will face 
a united front among the auto 
makers when they sit down at the 
bargaining table. 

* * * 
I OOSELY and hastily put _ to- 

4 gether in 1955, tightened and 
tested in 1958, the alliance among 


the companies has been perfected 
to a point where the companies 
can use it as an instrument to turn 
aside any attempt by the UAW to 
force a cleavage in their ranks. 

Using Ford as its spokesman, 
the auto industry has stressed it 
will enter the talks determined 
to hold labor costs down. 

Henry Ford II, in his company’s 
annual report, warned the union 
that Ford is against any labor cost 
increases that would result in 
higher car prices. 

In the same report, Ford became 
the first auto company to stress 
the high cost of fringe benefits. The 
company pointed out that fringes, 
such as pensions, SUB, vacation 
and holiday pay, and hospitalization 
and medical insurance, amounted 
to $24 a week. 

On June 1, Ford, GM and Chrys- 
ler skipped annual improvement 
factor raises for approximately 
145,000 salaried workers. This could 
mean that they may try to abolish 
the improvement factor and cost- 
of-living raises for UAW members 
in the new contract. 

* Es * 
LTHOUGH the contrasting at- 
titudes of management and the 
union forecast a rough, tough and 
long summer at the bargaining 
table, prospects for a settlement 
without a strike are excellent. 

The only gloomy situation in 
the whole bargaining picture is 
the possibility of a fight over the 
improvement factor and cost-of- 
living raises. However, it is ex- 

(Continued on Page 42, Col. 1) 





46 Years in Auto Business .. . 





‘Wag’ Ending 


By John K. Teahen Jr. 


Associate Editor 


N ATTORNEY who has never 
practiced law will retire Friday 
(June 30) after 46 years in the auto 
business. He is James B. Wagstaff, 
65, a Chrysler Corp. vice-president. 

He has no regrets about the 
change in careers. “But, natural- 
ly,” he mused last week in an 
Automotive News interview, 
“sometimes you wonder how 
things would have turned out...” 

Throughout his automotive years, 
Wagstaff has been close to dealers 
and is on a first-name basis with 
hundreds of them. Despite today’s 
retailing problems, he’s convinced 
that an auto dealership offers a 
world of opportunity. 

“I can’t think of a business I'd 
rather be in if I were 20 years 
younger,” he says. 

* * ES 

| Lectetesinagentel joined Chrysler 33 

years ago as a sales promotion 
man. After heading Plymouth’s 
promotional and advertising activ- 
ities, he was named DeSoto general 
sales manager in 1936 and became 
a DeSoto vice-president in 1945. 

In 1958, he was appointed DeSoto 
general manager and a Chrysler 
Corp. vice-president. For the last 
two years, he has directed a variety 
of operations in Chrysler’s corpo- 
rate sales setup. 

Commenting on auto selling 
through the years, Wagstaff re- 
marked that the industry “never 
recovered its vitality after World 
War II.” 

“The factory and the dealer kind 
of forgot about the customer,” he 





said. “That four or five-year period 


Ohio Senate Backs 


Laminated Glass 


COLUMBUS, O.—The State Sen- 
ate has approved a bill which would 
require auto manufacturers to use 
laminated glass in all car windows 
except the backlight. The measure 
must still gain House approval. 

Sponsors of the bill claimed that 
laminated glass is safer than tem- 
pered glass. Currently, most wind- 
shields are made of laminated glass 
and other windows are tempered 
glass. 

Ohio would be the first state to 
pass such legislation. Similar bills 
have been defeated in 13 states 


Long Career 


when people were begging for cars 
was not a good thing for us.” 

He feels that the situation is im- 
proving now, but there’s still work 
to be done. 

* * * 
N WAGSTAFF’S opinion, the for- 
mula for success is a good prod- 
uct and aggressive salesmanship, 

“But you must keep in mind 
what the public wants and needs,” 
he emphasized. “That’s the basic 
ingredient. It hasn’t changed in 40 
years, and it won’t change in 40 
centuries.” 

Sales methods have changed, 
however. Wagstaff recalls that 40 
years ago, when things were slow, 
he would go out and ring doorbells 
and hire other men to ring every 
doorbell in a given city or area. 

“You can’t do that now,” he 
said. “There are too many door- 
bells and, besides, that isn’t the 
way cars are sold today.” 

Discussing today’s accent on 
price in selling and advertising, he 
said: “Price has always been im- 
portant, but I grew up in a day 
when you bought because it was a 
good car and had certain features.” 

Wagstaff entered the auto busi- 
ness in 1915 with Harper Overland 
Co., Washington, a Willys-Overland 


distributor. He was attending 
(Continued on Page 43, Col. 4) 
* * * 





tf * ft 





‘Wag’ Relaxes— 


Enjoying a chuckle is James B. Wagstaff, 
Chrysler Corp. vice-president who retires 
this week after 46 years in the auto indus- 
try. He has been with Chrysler since 1928. 





during the past four years. 





(Detroit Free Press photo.) 
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If Youre Working kor Someone Else Now... 


Maybe Your Name 
Belongs 


here 


You, as a successful sales manager or general man- 
ager, may just be marking time—when you could 
be making profits that really add up—if you went 
into business for yourself, as a Rambler dealer. 


Why do we say this? Well, look at the explosive 
growth of compact cars. Today, they represent 
35 per cent of total new car sales in the United 
States. And the percentage is growing constantly. 
Experts predict that compacts will account for at 
least half of all new car sales within the next year. 





Rambler dealers are in the driver’s seat in this 
exploding market! 


They sell twice as many compact cars per dealer 
as most other groups—in fact, they sell more total 
cars per dealer than all but two other dealer groups 
in the entire industry. With more than a million 
Ramblers on the road, Rambler dealers enjoy a 
huge potential of repeat sales and service business. 


These are profitable sales, too! The Rambler 
discount structure is the best in the compact car 
field, and year after year Rambler dealer profits 
are well above the industry average. 


If you are a man who likes to make his own 
decisions—be his own boss—make the profits for 
himself—you should seriously consider the possi- 
bility of becoming a Rambler dealer. But don’t 
let lack of capital hold you back because we can 
help you arrange financing. And an experienced 
group of compact car experts will help you select 
and train your staff. 


Stop marking time and start moving along 
the road to important profits. Take the 
first step now—mail the coupon today. 





World Standard 
of Compact Car 
Excellence 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 


Mail 
this 
Coupon 
today 


rr == = << 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under 
no obligation and my inquiry will be held in the strictest confidence. 
NAME 

ADDRESS 

a seiciescneesintnriniciciininenleicia iain ia ilng Re aie a lah eo 


PHONE NO. 
(Please Print) 6-26 
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Lawmaker Named Chairman... 





Safety Council Lauds 
Roberts’ Crusade 


WASHINGTON.—The National 
Safety Council has cited Congress- 
man Kenneth A. Roberts, Alabama 
Democrat, for five years of crusad- 
ing against highway accidents. The 
Council said the nation is indebted 
to Roberts for “awakening state 
and local officials, legislative bodies 
and the public to the proportions 
of the traffic problem and the need 
for corrective action.” 

The citation from Howard Pyle, 
president, and G. C, Stewart, execu- 
tive vice-president, was given on 
the fifth anniversary of the organi- 
zation of the Roberts Traffic Safety 
Subcommittee. 


Rep. Roberts, sponsor of a reso- 
lution adopted by Congress in 
1956 to authorize an investigation 
of highway fatalities, was named 
chairman of the _ five-member 
traffic safety group in June, 1956. 


The Council told Roberts, ‘Your 
activities have also substantially 
helped to define the extent to which 
the Federal government has a role 
to play in traffic safety. In so 
doing, you have served and are 
serving the people and the nation 
in helping solve one of our most 
pressing domestic problems.” 

The NSC citation called the Rob- 
erts Subcommittee’s report on traf- 
fic accidents “one of the finest 
compilations of facts and informed 
opinion extant.” The citation com- 
mended Roberts for “objectivity 
and willingness to cooperate and 
work with national organizations 
with interests in the traffic field” 
as well as “initiative, determina- 
tion, and thoroughness” in the 
cause of traffic safety. 

Rep. Roberts is the sponsor of 
several pending highway safety 
bills. 

HR 1341, which passed the House 
last year but which was not voted 
on in the Senate, would require 
certain safety devices to be built 
into passenger vehicles bought by 
the Federal government for use by 
its employes. Hearings have been 
held on the bill this year and Rep. 
Roberts is hopeful that it can be 
reported out of the parent com- 
mittee in July and that the House 
will take favorable action this year. 

Senate action would not be 
likely until next year, but observ- 
ers feel that the bill has a good 
chance for passage during this 
session of Congress. If it does 
pass, Federal leadership for its 
some 40,000 cars is expected to 
filter to state requirements 
and/or consumer demand for the 
same safety features. 

Another Roberts’ bill—HR 2446, 
to curb the sale of substandard 
hydraulic brake fluid—was also thé 
subject of subcommittee hearings 
this year and also may be expected 
to be reported out of the House 
Commerce Committee. It too seems 
likely to get favorable House action 
this year and possibly Senate action 
next year. Endorsement of this bill 





by the Automobile Manufacturers 





Plymouth ‘Tree’ — 


Tulsans were astounded to see a maple 
sapling, bedecked with three dozen mini- 
ature Plymouth models, sprouting from the 
exact spot where a time capsule had been 
placed four years ago. Then someone re- 
called that a '57 Plymouth had been sealed 
into the capsule during Tulsa's observance 
of Oklahoma's semi-centennial. Mystery 
planting of the tree was solved when a 
group of children from the Tulsa Children's 
Medical Center arrived to pluck the toy 
Plymouths from the tree. The cars were a 
gift to the children from Plymouth, which 
also arranged for the planting. 


Assn. has improved chances of 
passage. 

The “safe car” bill (HR 1341)— 
while not endorsed by AMA—has 
the car makers’ approval as far as 
intent goes; however, AMA would 
like to set up a committee to help 
the Commerce Department in its 
list of safety devices. 


Rep. Roberts also hag pending a 
bill (HR 133) to establish a Na- 
tional Accident Prevention Center 
in the Department of Health, Edu- 
cation and Welfare and a measure 
(House Joint Resolution 154) to es- 
tablish a White House Conference 
on Highway Safety. No action has 
been taken on either of these bills 
this year and in view of the late- 
ness of the session, no action is 
likely to come. 

The remaining Roberts’ safety 
bill (HR 134) would have the 
National Bureau of Standards 

(part of the Department of Com- 
merce) set standards for seat 
belts. No hearings have been held 
this year and none is likely. But 
the bill did have hearings last 
year and did get some subcom- 
mittee approval. 


A related safety bill—HR 903 to 
impose Federal standards on safe- 
ty features of motor vehicles sold, 
shipped, or used in interstate com- 
merce, introduced by Rep. Charles 
E. Bennett, Florida Democrat, 
would seem to have little chance 
of passage. It nas been opposed by 
the car makers as well ag govern- 
ment agencies. 


Some -objections to the Bennett 
bill have been that the list of safe- 
ty features is rigid in requiring 
certain designs and unworkable in 
some requirements like governors. 
AMA pointed out that inspection 
and maintenance would have to be 
done by the car buyer and that this 
is beyond both their jurisdiction 
and that of the Federal govern- 
ment, 


At the Factories ... 








Lead Dealers in Birmingham, Ala.— 


Newly elected officers of the Birmingham (Ala.) Automobile Dealer's Assn. are, from 
left, Douglas Willey (Pontiac), president; Henry Cox (Dodge), vice-president, and A. G. 


Williams (Oldsmobile), secretary-treasurer. 


Directors elected include Blaine Brownell, 


Tom Gloor, Ed Mollison, and Allan Vaughan. Stuart Riddle is executive secretary. 


Fruehauf Streamlines Setup 
To Regain Sales Position 


DETROIT. — Aiming to recover 
the company’s former share of the 
market, Fruehauf Trailer Co. last 
week announced a modernization 
of its management structure. 

Walker Cisler, chairman, and 
William E. Grace, president and 
chief executive officer, said the 
main feature is the establishment 
of a corporate headquarters group 
separate from the operating divi- 
sions, 

Fruehauf’s share of the commer- 
cial trailer market has dropped 
from 46 percent in 1956 to 34 per- 
cent in 1960. 

Cisler, who is also president of 
Detroit Edison Co., succeeded Roy 
Fruehauf as chairman in a man- 
agement shuffle earlier this year. 
None of the Fruehauf brothers is 
in the new management setup, but 
three members of the family—Roy 
Fruehauf, Harry Fruehauf and 
G. W. Chamberlin, a_ brother-in- 
law—remain on the board of direc- 
tors. 

Grace, who will remain as chief 
executive officer, was brought in 


Late Personnel News 


DETROIT. — Late personnel 
changes announced by auto manu- 
facturers include the following: 

* * * 
Lincoln-Mercury 


Carl B. Pfeiffer has been appoint- 
ed current-model planning man- 









Ralph L. Peters Carl B. Pfeiffer 


ager of the Lincoln-Mercury Divi- 
sion, and Ralph L. Peters has been 
named advance-model planning 
manager. 

Pfeiffer had been advance-model 
planning manager for the last year, 
and Peters had been Lincoln Con- 
tinental product development man- 
ager since 1959. Both have been 
with Ford Motor Co. for 10 years. 


* * * 


Simca 


Jack E, Palmer has been ap- 
pointed merchandising manager for 
United States 
Simca Sales. 
Prior to his ap- 
pointment, he had 
been manager of 
fleet and special 
sales for Chrysler 
Corp’s Export- 
Import Division. 

He has been in 
the auto industry 
for 35 years, 
starting with 








Jack E. Palmer Dodge Brothers 
and transferring to Plymouth in 





retail sales when the division was 
formed. 
* * a 
General Motors 


Appointment of John A. Dunn as 
assistant parts and accessories 
manager for the General Motors 
service section has been announc- 
ed. 
Dunn, a veteran of 32 years with 
General Motors, had been general 
parts and accessories manager for 
Cadillac. In his new position he 
will assist Edward L. Lape, parts 
and accessories Manager. 

* * * 
Lincoln-Mercury 


Appointment of Wendell E. Hul- 
cher as manager of product and 
sales training and George C. Evan- 
off as marketing plans manager 
for Lincoln-Mercury are announced 
by Chase Morsey jr., general mar- 
keting manager. 

Hulcher joined Ford Motor Co. 
in 1954 as a product planning an- 
alyst. He subsequently worked in 
merchandising and marketing de- 
partments until his appointment 
as marketing plans manager in 
1960. 

Evanoff joined Ford Motor Co. in 
1957 as a supervisor in Mercury 
Division’s sales programming de- 
partment. In 1959, he was named 
a marketing plans coordinator in 
Lincoln-Mercury and later became 
supervisor of the marketing proj- 
ects section. 


Vonderhaar Elected 


GULFPORT, Miss.—Karl J. Von- 
derhaar, of Vonderhaar Motors, has 
been elected president of the New 
Car Dealers of the Gulf Coast, suc- 
ceeding Shannon Copponex, of 
Shannon Motors, Inc. Bob Prejean, 
of Oustalet Motors, Inc., was elect- 
ed secretary-treasurer. He succeeds 
Buddy Latil, of Latil Motors. 





two years ago as executive vice- 
president to cut production costs. 
He formerly headed Hobbs Trailer 
company, now a subsidiary of Frue- 
hauf, 

There will be five operating divi- 
sions under the revised plan: Frue- 
hauf Division, Strick Division, 
Hobbs Division, Independent Metal 
Products Division and Military 
Products Division. 

The corporate headquarters 
will be located in Detroit and 
will consist of eight key staff 
departments. These will assist the 
president as chief executive of- 
ficer in planning, directing and 
controlling company affairs. 
These corporate staff depart- 
ments will be responsible for pro- 
viding policy guidance in the fol- 
lowing areas: Engineering, manu- 
facturing, marketing, planning, 
finance, legal, international oper- 
ations, purchasing, traffic, and 
industrial relations. 

Grace indicated that, while there 
will be no major changes in the 
activities of the Strick, Independent 

Metal Products and Hobbs Divi- 
sions, they will henceforth operate 
within a clearer framework of cor- 
porate plans and policies. 

Activities of the Fruehauf Divi- 
sion, which will continue to be 
headquartered in Detroit, will be 
expanded to include responsibility 
for commercial operations on the 
West Coast and in Canada. These 
latter activities have previously 
been operated as separate divisions 
of the company. The new Fruehauf 
Division will thus embrace seven 
manufacturing plants and over sev- 
enty sales branches in the United 
States and Canada. 

Grace announced the appoint- 
ment of the following to key execu- 
tive positions in corporate head- 
quarters: Keith W. Tantlinger as 
vice-president — engineering and 
manufacturing; Harry E. Foulkrod 
as vice-president—marketing; Alex- 
ander Black as vice-president 
planning; Robert D. Hill as vice-j 
president—finance; Ernest L. Rush- 
mer as vice-president — general 
counsel; Alexander S. Aranyos as 
vice-president — international oper- 
ations; Roy Jacobs as vice-presi- 
dent — corporate secretary; Bruce 
M. Kirsten as director—purchasing 
and traffic, and Raymond M. Lyons 
as director—industrial relations. 

He also revealed the appointment 
of Frederick S. Neumann ag vice- 
president and general manager— 
Fruehauf Division. In addition, he 
said the following officers would 
continue as general managers of 
their operating divisions: David 
Bernstein as vice-president and 
general manager Independent 
Metal Products Division; Raymond 
M. Biggers as vice-president and 
general manager — Hobbs Division, 
and Solomon Katz as president— 





Strick Division. 

All of the new appointees were 
moved up from within the com- 
pany. 

Cisler also revealed that a retire- 
ment and pension program for the 
10,000 salaried and hourly workers 
is being worked out. It will cost 
between $1 and $2 million per year. 

The reorganization plan was 
worked out by the consulting firm 
of Cresap, McCormick and Paget 
at a cost of upwards of $75,000. 





Road Bills Ask 
Trueck-Tax Hikes 


Boosts Are Still Below 
Administration Goal 


WASHINGTON, — Although 
truckers come in for a substantial 
tax increase in both the House and 
Senate highway bills—from $1.50 
to $3 per thousand pounds for ve- 
hicles weighing over 26,000 pounds 
—the rise is still less than the $5 
asked by the Administration. 


The Senate Finance Committee 
explained that it did not con- 
sider the $5 increase “appropri- 
ate” because “even with the 
modest increase made in costs” 
by the committee, “the total of 
existing and proposed road-user 
taxes will be around 5 percent 
of total operating costs and may 
well in many cases exceed the 
profit margins.” 

The committee added that the 
one-year delay in transferring the 
remaining 5 percent of the truck, 
bus and trailer excise from the gen- 
eral fund to the highway trust fund 
“will preserve $143 millions of rev- 
enues” and mean that revenues 
will be maintained at the level 
planned by the President. (Treasury 
spokesmen asked the Senate for 
this one-year delay.) 

Later, Senate-House conferees 
agreed on title two of the high- 
way bill. 

The House conceded to the Sen- 
ate the one-year delay in transfer- 
ring the remaining 5 percent of 
the truck, bus and trailer excise 
from the general fund to the high- 
way trust fund. The Senate con- 
ceded to the House in raising the 
tax on tread rubber from the pres- 
ent 3 cents to 5 cents. 

Conferees threw out the gasoline 
shrinkage refund to retailers, but 
provided for a treasury study to 
determine the amount of a possible 
refund. 

Conferees agreed to extending 
billboard bonus to states for an ad- 
ditional two years. 


Monroe Dedicates 
New Shock Plant 
In Nebraska 


COZAD, Neb.—The nation’s new- 
est shock absorber plant, Monroe 
Auto Equipment Co.’s $4.5 million 
facility, was dedicated here June 16. 

Frank B. Morrison, governor of 
Nebraska, joined with B. D. Mc- 
Intyre, Monroe president, and his 
brothers, W. D. and C. S., executive 
vice-president, in the dedication. 

Special guests, invited by the 
company, which has headquarters 
in Monroe, Mich., previewed the 
plant prior to the ceremonies, It 
was opened for inspection by resi- 
dents of Cozad and the surrounding 
area following the dedication. 

The plant is designed to serve 
the shock-absorber market west of 
the Mississippi River. It is the com- 
pany’s fifth plant. The others are 
located in Monroe and in Hart- 
well, Ga. 

Ground was broken last fall and 
the plant actually has been in 
production for approximately six 
weeks. With 100,000 square feet of 
manufacturing space, it is designed 
for expansion and employs 250 
persons. 

—JosePpH M. CALLAHAN 





Boggs Steps Down 
As L-M Official 


LOS ANGELES. — George L. 
Boggs, manager of Lincoln-Mer- 
cury’s Western regional sales of- 
fice in Los Angeles, will retire in 
November after 37 years with Ford 
Motor Co. 

C. E. Bowie, division general 
sales manager, announced in Dear- 
born that Boggs will serve as a 
consultant in the Western regional 
office until his retirement. He has 
been succeeded by Robert R. Nadal. 

Boggs joined Ford in 1924 as a 
sales clerk in Oklahoma City and 
was Lincoln manager there when 
he was transferred to Salt Lake 
City in 1940 as assistant district 
sales manager. He was named dis- 
trict sales manager for Lincoln- 
Mercury in Los Angeles in 1946 
and was promoted to Western re- 
gional sales manager in 1955. 
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Wilthie Views... 


“The Need Is There’ 


By DAVID J. WILKIE 





| that way. The fact cars last longer 


FOR A REFRESHING analysis| now than in earlier years helped, 


of auto industry problems and | too. 


prospects I recommend a talk with 
Harry E. Chesebrough, Plymouth | 
general manager. | 

As most indus-| 
try observers| 
know, Plymouth | 
is what might be} 
called Chrysler’s | 
“bread-a -n d-but-| 


accounts for 48) 





David J. Wilkie 
old days,’ Chesebrough says. “The 
‘old days’ are here now. 
erence to ‘the old days’ has been 
going on for years.” ; 
Of what the industry has just 
been through, he says: “Last year 
and in 1959 the economy soaked up 
approximately six million cars. In 


That ref-| 


the corporation’s | tu 
output and sales. | 

“You hear a lot} 
today about ‘the | 


the early months this year the in-| 


dustry operated at an annual rate | 


of 4.5 to 4.8 million cars. 


“This doesn’t make sense. The 


need was there. The general level 


of funds was there. The loss of | 


confidence was a recoil of what 


we experienced in 1958. ’ 
“But confidence is returning. 


Since the need for cars is there, we | 


have every reason to believe 1961 


will be close to 1959 and 1960, Sales | 


are going to continue solid.” 
Bd * * 


Sketching the Outlook 


SKETCHING the economic out-| 
look from the average car buyer’s| 


viewpoint, Chesebrough says: 

“Purchase of an automobile, in 
many instances, is the biggest 
thing the average individual un- 
dertakes. It is second to home 
buying in most instances. 

“Back in 1955 the industry rec- 
ognized the necessity of doing 
something to maintain its demand. 
It recognized 
lengthen the term of automobile 
paper, Prices had been increasing 
every year. It had reached the 
point where people were complain- 
ing that cars cost too much, 

“They were complaining that 
cars cost too much each month. 
They were not complaining greatly 
about the total cost. Most people 


buy by the month—whether it be} 


cars, television sets or refrigerators 


or something else. They budget! 


their income and figure their costs 


by the month. They don’t want to} 


pay even a small amount more 
each month for cars. 
* o.. * 

“SO WE CAME to longer term 
paper. From 24 months we went to 
30 and 36 months and up. The pur- 
chasing dollar was being stretched 


4 Dealer Groups 
In Ohio Elect 


Officers, Directors 


COLUMBUS, O.—Four dealer as- 
sociations in Ohio have elected new 
officers. The associations and their 
officers are: 

Darke County Automobile Deal- 
ers Assn.—William Wright, Green- 
villeye president; Ernie Myers, 
Greenville, vice-president; I. Paul 
Wilson, secretary-treasurer; Leon- 
ard Schultz, board chairman, and 
Deo Troutwine, Arcanum, and 
Donn Smith, Rossburg, directors. 

Lake and Geauga Automobile 
Dealers Assn.— John Seipp (Olds- 
mobile), Willoughby, president; 
Donald Smith (Oldsmobile), 
Painesville, vice-president; Donald 
Larick (Plymouth), Willoughby, 
treasurer, and J. A. Thomas, 
Painesville, secretary. 

Loraine County Automobile Deal- 
ers Assn.—LaVern Pickering 
(Ford-Mercury), Grafton, presi- 
dent; Art Ford (Chrysler-Plym- 
outh), Lorain, vice-president, and 
Paul Schubert (Buick-Studebaker), 
Oberlin, secretary-treasurer. 

Marietta Automobile Dealers 
Assn.— Jack Smith (Rambler), 
president; Frank E. Williamson 
(Chevrolet-C adillac), vice-presi- 
dent, and George F. Cranston 
(Chevrolet-Cadillac), secretary- 
treasurer. 


it would have to} 





“The resistance to higher 
monthly installments explains to 
some extent why imported econ- 
omy cars enjoyed such a sharp 
upturn in our market a few years 
ago. It also explains why we 
have volume output of our own 
compacts today.” 


an | Of compacts generally, Chese-| 
ter” division. It) prough says: 


“The automobile, of course, is 


to 50 percent of| diminishing in importance ag a sta- 
s symbol, Buyers who formerly| high proportion of optional equip- 
would settle for nothing less than| ment demanded. That suggests that| have to contro] their expenses and outh I 


the top price models are finding} 
that they can be served by the} 
smaller, lower-priced models,” 

7” * * | 


What Size? 

BUT, HE SAID, “The industry | 
doesn’t know whether the compacts 
are the size they ought to be. It 
will find out by experience whether 
they should be smaller or some- 
where in between their present| 
| size and that of the standard-size | 
| models.” 

He noted that the manufac- 
turers have to anticipate three 
years ahead in car design, “They | 
are doing that now,” he said. 
| Concerning problems that con-| 
| front both carmaker and car mer-| 





chandiser, Chesebrough said: “Bet-| 
| ter than two-thirds of the economy | 
|cars are what might be termed 
| ‘dressed up’ versions, with a very 





their planning and the 
Walker to Coat Mufflers “** “ey "ever soe 
At Plant in Wiscone*n HE NOTED « 
RACINE, Wis. — Walker Mfg. se! art : 
Co. has announced it will spend res . 
more than $500,000 on facilities to "®* ger ' ’ 7 
coat mufflers with ceramic in its “*“5* ™ a ™ ame . 
Racine plant. At present the muf- “Om Ge™enas 7 ae 
flers are coated in the East. — , 
Ceramic-coating operations will ‘“™ 
begin in Racine in about 90 days, ™*™* Ge™ear 
according to Rea IL. Hahn, Walk- Chesebrough has a master’s dée- 
er president. The company sup- gree im autemetve *egieeerinag 
plies coated exhaust systems to nd 8 degree in mechanical eng? 
neering: he k «a pest president 


American Motors Corp. 
of the Seciety of Autemetive Be - 


gineers, a Chrysier vice-president 
and former executive cogieess 





price alone is not the buyer's sok 


criteria in choosing the smaller preduct planning and pregram- 

car. ming of the corperation, Eingi- 
“The dealers have real prob- neering Divisien 

lems,” the Plymouth executive He was born in Lodington. Mick 

added, “They’re caught in the cost in 1908 He ined Chrysk mn 1532 

squeeze of doing business; they and was nan head he Piym- 


j uth I Visio#r 





This label is your passport to priority on 10,000 flights daily 


Ever wonder how the loading crews at the airport handle shipments bearing the red, white, and blue 
AIR EXPRESS label? Gently — with real kid- glove handling. Fast, too. In fact, of all packages, they're 
first on, first off. Special AIR EXPRESS trucks (there are 13,000 of them) come and go throughout the 
day. Their job is to pick up and deliver door-to-door at both ends of the flights. Does this give you 


any ideas about your own shipping problems? Then call 
AIR EXPRESS and find out how little it costs to put this 
skilled shipping team to work for your company. Once you 
do, you will always think AIR EXPRESS first! Call now. 


AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RE A EXPRESS + GETS THERE FIRST VIA U. S$. SCHEDULED AIRLINES 
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Lawmaker Named Chairman... 





Safety Council Lauds | 


Roberts’ Crusade 


WASHINGTON.—The National 
Safety Council has cited Congress- 
man Kenneth A. Roberts, Alabama 
Democrat, for five years of crusad- 
ing against highway accidents. The 
Council said the nation is indebted 
to Roberts for “awakening state 
and local officials, legislative bodies 
and the public to the proportions 
of the traffic problem and the need 
for corrective action.” 

The citation from Howard Pyle, 
president, and G. C, Stewart, execu- 
tive vice-president, was given on 
the fifth anniversary of the organi- 
zation of the Roberts Traffic Safety 
Subcommittee. 


Rep. Roberts, sponsor of a reso- 
lution adopted by Congress in 
1956 to authorize an investigation 
of highway fatalities, was named 
chairman of the five-member 
traffic safety group in June, 1956. 


The Council told Roberts, “Your 
activities have also substantially 
helped to define the extent to which 
the Federal government has a role 
to play in traffic safety. In so 
doing, you have served and are 
serving the people and the nation 
in helping solve one of our most 
pressing domestic problems.” 

The NSC citation called the Rob- 
erts Subcommittee’s report on traf- 
fic accidents “one of the finest 
compilations of facts and informed 
opinion extant.” The citation com- 
mended Roberts for “objectivity 
and willingness to cooperate and 
work with national organizations 
with interests in the traffic field” 
as well as “initiative, determina- 
tion, and thoroughness” in the 
cause of traffic safety. 

Rep. Roberts is the sponsor of 
several pending highway safety 
bills. 

HR 1341, which passed the House 
last year but which was not voted 
on in the Senate, would require 
certain safety devices to be built 
into passenger vehicles bought by 
the Federal government for use by 
its employes, Hearings have been 
held on the bill this year and Rep. 
Roberts is hopeful that it can be 
reported out of the parent com- 
mittee in July and that the House 
will take favorable action this year. 

Senate action would not be 
likely until next year, but observ- 
ers feel that the bill has a good 
chance for passage during this 
session of Congress. If it does 
pass, Federal leadership for its 
some 40,000 cars is expected to 
filter to state requirements 
and/or consumer demand for the 
same safety features. 

Another Roberts’ bill—HR 2446, 
to curb the sale of substandard 
hydraulic brake fluid—was also the 
subject of subcommittee hearings 
this year and also may be expected 
to be reported out of the House 
Commerce Committee. It too seems 
likely to get favorable House action 
this year and possibly Senate action 
next year. Endorsement of this bill 
by the Automobile Manufacturers 











Plymouth 'Tree’— 

Tulsans were astounded to see a maple 
sapling, bedecked with three dozen mini- 
ature Plymouth models, sprouting from the 
exact spot where a time capsule had been 
placed four years ago. Then someone re- 
called that a ‘57 Plymouth had been sealed 
into the capsule during Tulsa's observance 
of Oklahoma's semi-centennial. Mystery 
planting of the tree was solved when a 
group of children from the Tulsa Children’s 
Medical Center arrived to pluck the toy 
Piymouths from the tree. The cars were a 
gift to the children from Plymouth, which 
also arranged for the planting. 





Assn. has improved chances of 
passage. 

The “safe car” bill (HR 1341)— 
while not endorsed by AMA—has 
the car makers’ approval as far as 
intent goes; however, AMA would 
like to set up a committee to help 
the Commerce Department in its 
list of safety devices. 

Rep. Roberts also has pending a 
bill (HR 133) to establish a Na- 
tional Accident Prevention Center 
in the Department of Health, Edu- 
cation and Welfare and a measure 
(House Joint Resolution 154) to es- 
tablish a White House Conference 
on Highway Safety. No action has 
been taken on either of these bills 
this year and in view of the late- 
ness of the session, no action is 
likely to come. 

The remaining Roberts’ safety 
bill (HR 134) would have the 
National Bureau of Standards 

(part of the Department of Com- 
merce) set standards for seat 
belts. No hearings have been held 
this year and none is likely. But 
the bill did have hearings last 
year and did get some subcom- 
mittee approval. 

A related safety bill—HR 903 to 
impose Federal standards on safe- 

ty features of motor vehicles sold, 
shipped, or used in interstate com- 
merce, introduced by Rep. Charles 
E. Bennett, Florida Democrat, 
would seem to have little chance 
of passage. It nas been opposed by 
the car makers as well ag govern- 
ment agencies. 

Some objections to the Bennett 
bill have been that the list of safe- 
ty features is rigid in requiring 
certain designs and unworkable in 
some requirements like governors. 
AMA pointed out that inspection 
and maintenance would have to be 
done by the car buyer and that this 
is beyond both their jurisdiction 
and that of the Federal govern- 
ment, 


At the Factories ... 









Lead Dealers in Birmingham, Ala.— 


Newly elected officers of the Birmingham (Ala.) Automobile Dealer's Assn. are, from 
left, Douglas Willey (Pontiac), president; Henry Cox (Dodge), vice-president, and A, G. 


Williams (Oldsmobile), secretary-treasurer. 


Directors elected include Blaine Brownell, 


Tom Gloor, Ed Mollison, and Allan Vaughan. Stuart Riddle is executive secretary. 


Fruehauf Streamlines Setup 
To Regain Sales Position 


DETROIT. — Aiming to recover 
the company’s former share of the 
market, Fruehauf Trailer Co. last 
week announced a modernization 
of its management structure. 

Walker Cisler, chairman, and 
William E. Grace, president and 
chief executive officer, said the 
main feature is the establishment 
of a corporate headquarters group 
separate from the operating divi- 
sions, 

Fruehauf’s share of the commer- 
cial trailer market has dropped 
from 46 percent in 1956 to 34 per- 
cent in 1960. 

Cisler, who is also president of 
Detroit Edison Co., succeeded Roy 
Fruehauf as chairman in a man- 
agement shuffle earlier this year. 
None of the Fruehauf brothers is 
in the new management setup, but 
three members of the family—Roy 
Fruehauf, Harry Fruehauf and 
G. W. Chamberlin, a_brother-in- 
law—remain on the board of direc- 
tors. 

Grace, who will remain as chief 
executive officer, was brought in 


Late Personnel News 


DETROIT. — Late personnel 
changes announced by auto manu- 
facturers include the following: 

ok * * 
Lincoln-Mercury 


Carl B. Pfeiffer has been appoint- 
ed current-model planning man- 





Carl B. Pfeiffer 


Ralph L. Peters 
ager of the Lincoln-Mercury Divi- 
sion, and Ralph L. Peters has been 
named advance-model planning 
manager. 

Pfeiffer had been advance-model 
planning manager for the last year, 
and Peters had been Lincoln Con- 
tinental product development man- 
ager since 1959. Both have been 
with Ford Motor Co. for 10 years. 

cg * + 


Simca 


Jack E. Palmer has been ap- 
pointed merchandising manager for 


United States) 


Simca Sales. 
Prior to his ap- 
pointment, he had 
been manager of 
fleet and special 
sales for Chrysler 
Corp’s Export- 
Import Division. 
He has been in 
the auto industry 
for 35 years, 
starting with 
Jack E. Palmer Dodge Brothers 
and transferring to Plymouth in 











retail sales when the division was 
formed. 
* * a” 


General Motors 


Appointment of John A. Dunn as 
assistant parts and accessories 
manager for the General Motors 
service section has been announc- 
ed. 

Dunn, a veteran of 32 years with 
General Motors, had been general 
parts and accessories manager for 
Cadillac. In his new position he 
will assist Edward L. Lape, parts 
and accessories Manager, 

* a * 


Lincoln-Mercury 


Appointment of Wendell E. Hul- 
cher as manager of product and 
sales training and George C. Evan- 
off as marketing plans manager 
for Lincoln-Mercury are announced 
by Chase Morsey jr., general mar- 
keting manager. 

Hulcher joined Ford Motor Co. 
in 1954 as a product planning an- 
alyst. He subsequently worked in 
merchandising and marketing de- 
partments until his appointment 
as marketing plans manager in 

1960. 

Evanoff joined Ford Motor Co. in 
1957 as a supervisor in Mercury 

Division’s sales programming de- 
partment. In 1959, he was named 
a marketing plans coordinator in 
Lincoln-Mercury and later became 
supervisor of the marketing proj- 
ects section. 


Vonderhaar Elected 


GULFPORT, Miss.—Karl J. Von- 
derhaar, of Vonderhaar Motors, has 
been elected president of the New 
Car Dealers of the Gulf Coast, suc- 
ceeding Shannon Copponex, of 
Shannon Motors, Inc. Bob Prejean, 
of Oustalet Motors, Inc., was elect- 
ed secretary-treasurer. He succeeds 
Buddy Latil, of Latil Motors. 











two years ago as executive vice- 
president to cut production costs. 
He formerly headed Hobbs Trailer 
company, now a subsidiary of Frue- 
hauf, 

There will be five operating divi- 
sions under the revised plan: Frue- 
hauf Division, Strick Division, 
Hobbs Division, Independent Metal 
Products Division and Military 
Products Division. 

The corporate headquarters 
will be located in Detroit and 
will consist of eight key staff 
departments. These will assist the 
president as chief executive of- 
ficer in planning, directing and 
controlling company affairs. 
These corporate staff depart- 
ments will be responsible for pro- 
viding policy guidance in the fol- 
lowing areas: Engineering, manu- 
facturing, marketing, planning, 
finance, legal, international oper- 
ations, purchasing, traffic, and 
industrial relations. 

Grace indicated that, while there 
will be no major changes in the 
activities of the Strick, Independent 
Metal Products and Hobbs Divi- 
sions, they will henceforth operate 
within a clearer framework of cor- 
porate plans and policies. 

Activities of the Fruehauf Divi-| 
sion, which will continue to be 
headquartered in Detroit, will be| 
expanded to include responsibility 
for commercial operations on the} 
West Coast and in Canada. These 
latter activities have previously 
been operated as separate divisions 
of the company. The new Fruehauf | 
Division will thus embrace seven | 
manufacturing plants and over Ssev- | 
enty sales branches in the United 
States and Canada. 

Grace announced the appoint- 
ment of the following to key execu- 
tive positions in corporate head- 
quarters: Keith W. Tantlinger as) 
vice-president — engineering and 
manufacturing; Harry E. Foulkrod 
as vice-president—marketing; Alex- 

ander Black as vice-president 
planning; Robert D. Hill as vice-| 
president—finance; Ernest L. Rush- 
mer as vice-president — general 
counsel; Alexander S. Aranyos as 
vice-president — international oper- 
ations; Roy Jacobs as vice-presi- 
dent — corporate secretary; Bruce 
M. Kirsten as director—purchasing 
and traffic, and Raymond M. Lyons 
as director—industrial relations. 

He also revealed the appointment 
of Frederick S. Neumann ag vice- 
president and general manager— 
Fruehauf Division. In addition, he 
said the following officers would 
continue as general managers of 
their operating divisions: David 
Bernstein as vice-president and 
general manager Independent 
Metal Products Division; Raymond 
M. Biggers as vice-president and 
general manager — Hobbs Division, 
and Solomon Katz as president— 
Strick Division. 

All of the new appointees were 
moved up from within the com- 
pany. 

Cisler also revealed that a retire- 
ment and pension program for the 
10,000 salaried and hourly workers 
is being worked out. It will cost 
between $1 and $2 million per year. 

The reorganization plan was 
worked out by the consulting firm 
of Cresap, McCormick and Paget 
at a cost of upwards of $75,000. 





—— 


Road Bills Ask 
Truck-Tax Hikes 


Boosts Are Still Below 
Administration Goal 


WASHINGTON. — Although 
truckers come in for a substantial 
tax increase in both the House and 
Senate highway bills—from $1.50 
to $3 per thousand pounds for ve- 
hicles weighing over 26,000 pounds 
—the rise is still less than the $5 
asked by the Administration. 


The Senate Finance Committee 
explained that it did not con- 
sider the $5 increase “appropri- 
ate” because “even with the 
modest increase made in costs” 
by the committee, “the total of 
existing and proposed road-user 
taxes will be around 5 percent 
of total operating costs and may 
well in many cases exceed the 
profit margins.” 

The committee added that the 
one-year delay in transferring the 
remaining 5 percent of the truck, 
bus and trailer excise from the gen- 
eral fund to the highway trust fund 
“will preserve $143 millions of rev- 
enues” and mean that revenues 
will be maintained at the level 
planned by the President. (Treasury 
spokesmen asked the Senate for 
this one-year delay.) 

Later, Senate-House conferees 
agreed on title two of the high- 
way bill. 

The House conceded to the Sen- 
ate the one-year delay in transfer- 
ring the remaining 5 percent of 
the truck, bus and trailer excise 
from the general fund to the high- 
way trust fund. The Senate con- 
ceded to the House in raising the 
tax on tread rubber from the pres- 
ent 3 cents to 5 cents. 

Conferees threw out the gasoline 
shrinkage refund to retailers, but 
provided for a treasury study to 
determine the amount of a possible 
refund. 

Conferees agreed to extending 
billboard bonus to states for an ad- 
ditional two years. 


Monroe Dedicates 
New Shock Plant 
In Nebraska 


COZAD, Neb.—The nation’s new- 
est shock absorber plant, Monroe 
Auto Equipment Co.’s $4.5 million 
facility, was dedicated here June 16. 

Frank B. Morrison, governor of 
Nebraska, joined with B. D. Mc- 
Intyre, Monroe president, and his 
brothers, W. D. and C. S., executive 
vice-president, in the dedication. 

Special guests, invited by the 
company, which has headquarters 
in Monroe, Mich., previewed the 
plant prior to the ceremonies, It 
was opened for inspection by resi- 
dents of Cozad and the surrounding 
area following the dedication. 

The plant is designed to serve 
the shock-absorber market west of 
the Mississippi River. It is the com- 
pany’s fifth plant. The others are 
located in Monroe and in Hart- 
well, Ga. 

Ground was broken last fall and 
the plant actually has been in 
production for approximately six 
weeks. With 100,000 square feet of 
manufacturing space, it is designed 
for expansion and employs 250 
persons. 

—JosePH M. CALLAHAN 





Boggs Steps Down 
As L-M Official 


LOS ANGELES. — George L. 
Boggs, manager of Lincoln-Mer- 
cury’s Western regional sales of- 
fice in Los Angeles, will retire in 
November after 37 years with Ford 
Motor Co. 

Cc. E. Bowie, division general 
sales manager, announced in Dear- 
born that Boggs will serve as a 
consultant in the Western regional 
office until his retirement. He has 
been succeeded by Robert R. Nadal. 

Boggs joined Ford in 1924 as a 
sales clerk in Oklahoma City and 
was Lincoln manager there when 
he was transferred to Salt Lake 
City in 1940 as assistant district 
sales manager. He was named dis- 
trict sales manager for Lincoln- 
Mercury in Los Angeles in 1946 
and was promoted to Western re- 
gional sales manager in 1955. 
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Wilkie Views... 


“The Need 


By DAVID J. WILKIE 





Is There’ 


| that way. The fact cars last longer | 


FOR A REFRESHING analysis} OW than in earlier years helped, 
of auto industry problems and_| too. 


prospects I recommend a talk with 
Harry E. Chesebrough, Plymouth 
general manager. 

As most indus- 
try observers 
know, Plymouth 
is what might be 
called Chrysler’s 
“bread-a n d-but- 
ter” division, It 
accounts for 48 
to 50 percent of 
the corporation’s 
output and sales. 

“You hear a lot 
today about ‘the| 





David J. Wilkie 
old days,’” Chesebrough says. “The 


‘old days’ are here now. That ref- 
erence to ‘the old days’ has been 
going on for years.’ 

Of what the industry has just 
been through, he says: “Last year 
and in 1959 the economy soaked up 
approximately six million cars. In 
the early months this year the in- 
dustry operated at an annual rate 
of 4.5 to 4.8 million cars. 

“This doesn’t make sense. The 

need was there. The general level 
of funds was there, The loss of 

confidence was a recoil of what 

we experienced in 1958. 

“But confidence is returning. 
Since the need for cars is there, we 
have every reason to believe 1961) 
will be close to 1959 and 1960. Sales | 


are going to continue solid.” 
* 


Sketching he Outlook 


SKETCHING the economic out- 
look from the average car buyer’s| 
viewpoint, Chesebrough says: 

“Purchase of an automobile, in | 
many instances, is the biggest | 
thing the average individual un- | 
dertakes. It is second to home 
buying in most instances. 

“Back in 1955 the industry rec-| 
ognized the necessity of doing) 
something to maintain its demand. 
It recognized it would have to 
lengthen the term of automobile 
paper, Prices had been increasing | 
every year. It had reached the 
point where people were complain- 
ing that cars cost too much, 

“They were complaining that| 
cars cost too much each month. 
They were not complaining greatly | 
about the total cost. Most people 
buy by the month—whether it be} 
cars, television sets or refrigerators | 
or something else. They budget 
their income and figure their costs) 
by the month. They don’t want to} 
pay even a small amount more) 
each month for cars. 

* 9 

“SO WE CAME to longer term 
paper. From 24 months we went to 
30 and 36 months and up. The pur- 
chasing» dollar was being str stretched 





4 Dealer Groups 
In Ohio Elect 


Officers, Directors 


COLUMBUS, O.—Four dealer as- 
sociations in Ohio have elected new 
officers. The associations and their 
officers are: 

Darke County Automobile Deal- 
ers Assn.—William Wright, Green- 
ville, president; Ernie Myers, 
Greenville, vice-president; I. Paul 
Wilson, secretary-treasurer; Leon- 
ard Schultz, board chairman, and 
Deo Troutwine, Arcanum, and 
Donn Smith, Rossburg, directors. 

Lake and Geauga Automobile 
Dealers Assn.— John Seipp (Olds- 
mobile), Willoughby, president; 
Donald Smith (Oldsmobile), 
Painesville, vice-president; Donald 
Larick (Plymouth), Willoughby, 
treasurer, and J. A. Thomas,| 
Painesville, secretary. | 

Loraine County Automobile Deal- | 
ers Assn. LaVern Pickering 
(Ford-Mercury), Grafton, presi-| 
dent; Art Ford (Chrysler-Plym-| 
outh), Lorain, vice-president, and 
Paul Schubert (Buick-Studebaker), 
Oberlin, secretary-treasurer. 

Marietta Automobile Dealers 
Assn.— Jack Smith (Rambler), 
president; Frank E. Williamson 
(Chevrolet-Cadillac), vice-presi- 
dent, and George F. Cranston 
(Chevrolet-Cadillac), secretary- 
treasurer. 





tus symbol, 
would settle for nothing less than| 





“The resistance to higher 
monthly installments explains to 
some extent why imported econ- 
omy cars enjoyed such a sharp 
upturn in our market a few years 
ago. It also explains why we 
have volume output of our own 
compacts today.” 


Of compacts generally, Chese-| chandiser, Chesebrough said: 
brough says: 


“The automobile, 





of course, is 
diminishing in importance as a sta- 
Buyers who formerly) high proportion of optional equip-| 
ment demanded. That suggests that | 
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| the top price models are finding | 
| that they can be served by the 
| smaller, lower-priced models.” 
| * “ ++ 

What Size? | 
| BUT, HE SAID, “The industry | 
| doesn’t know whether the compacts | 
|}are the size they ought to be. It 
will find out by experience whether | 
| they should be smaller or some-| 
where in between their present} 
size and that of the standard- size | 
models.” 

He noted that the manufac- | 
turers have to anticipate three | 
years ahead in car design, “They | 
are doing that now,” he said. | 
Concerning problems that con-| 
| front both carmaker and car mer-| 

“Bet- | 
| ter than two-thirds of the economy | 
cars are what might be termed 
| ‘dressed up’ versions, with a very 





Walker to Coat Mufflers 


At Plant in Wisconsin 


RACINE, Wis. — Walker Mfg. 
Co. has announced it will spend 
more than $500,000 on facilities to 
coat mufflers with ceramic in its 
Racine plant. At present the muf- 
flers are coated in the East, 

Ceramic-coating operations will 
begin in Racine in about 90 days, 
according to Rea I. Hahn, Walk- 
er president, The company sup- 
plies coated exhaust systems to | 
American Motors Corp. 


| 


| 
price alone is not the buyer’s sole| 
criteria in choosing the smaller 
car. | 

“The dealers have real prob-| 
lems,” the Plymouth executive 
added, “They’re caught in the cost} 
squeeze of doing business; they 





| their planning and they 
| like they never sold before.” 


| cause for alarm over the 


9 
have to sell 


* * * 
no 


il- 


NOTED that there was 
high de 
dealer has t 
today be- 


HE 


er inventories. “The 
have a larger inventory 


cause he has to meet so many op- 
tion demands of the customer,” he 
said. “And, if an emergency arose, 
| the inventory wouldn’t fill replace- 


ment demand.” 

Chesebrough has a master’s de- 
gree in automotive engineering 
and a degree in mechanical engi- 
neering; he is a past president 
of the Society of Automotive En- 
gineers, a Chrysler vice-president 
and former executive engineer, 
product planning and program- 
ming of the corporation’s Engi- 
neering Division. 

He was born in Ludington, Mich., 
in 1908. He joined Chrysler in 1932 
and was named head of the Plym- 


have to contro] their expenses andj outh Division in 1958. 





This label is your passport to priority on 10,000 flights daily 


Ever wonder how the loading crews at the airport handle shipments bearing the red, white, and blue 
AIR ExPREss label? Gently — with real kid-glove handling. Fast, too. In fact, of all packages, they're 
first on, first off. Special AIR EXPRESS trucks (there are 13,000 of them) come and go throughout the 
day. Their job is to pick up and deliver door-to-door at both ends of the flights. Does this give you 


any ideas about your own shipping problems? Then call 
AIR EXPRESS and find out how little it costs to put this 
skilled shipping team to work for your company. Once you 
do, you will always think AIR EXPRESS first! Call now. 


AIR EXPRESS 


@ CALL AIR EXPRESS DIVISION OF RE A EXPRESS oe GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 








idea Come the next millennium, you'll probably find sport | 


f t car buffs jockeying about the landscape in sleek, swift | [| 
or tomorrow delta jobs like these beauties. And instead of bandying | | 


s + © Wee Bie ei around terms like “full bore” and “flat out,” you'll hear | t 





1. Alloy and high strength steels give struc- 
tural and working parts maximum stamina. 
An extra strong tubular main spar supports 
the bulkheads, and doubles as a housing 
for the drive shaft and steering mechanism. 
Heat resistant stainless steel components 
are used in the twin five-chambered jets 
mounted in the rear wings. Extra tough alloy 
steel gears, housings and shafts turn the 
jet thrust into a silken ride. Precision-rolled 
alloy bars soak up impact in the torsion bar 
suspension. The lightweight wheels are 
made of high-strength low-alloy steel for the 
best combination of strength and lightness. 
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a , Watch the U.S. Stee/ Hour, June 28th CBS Network 
4 Use modern, dependacle steels for modern, dependable automobiles. 








t | “full thrust” and “singing on all ten (jets).” m If the that would be essential in giving a jetmobile like this 
t | prospect fires you all up to get started now, there’s the phenomenal strength and performance it would 
p | hope: the materials are available at this minute, in demand. Here’s how some of today’s USS Steels could 
r | the form of the Stainless, high strength and alloy steels help put it on the road. 





2. Seat frames are formed of high strength steel tubing and fitted with skin of exceptional rigidity, and there’s no finish to rub off, flake or fade 
wire coil springs imbedded in cushions. Interior accents are in stainless because stainless steel is lustrous all the way through. Forward and side 
steel and will stay new-car bright because stainless is highly resistant to grills are single stainless stampings. The strength of stainless 
corrosion and marring. 3. Upper and lower body panels are stainless permits aerodynamic design in the greenhouse cap for retraction at 
steel with fused seams. The great strength of stainless permits an outer cruising speeds. 


TN 


These are but a few of the imaginative uses of steel in this car of tomorrow, and 
in addition to the grades indicated here, you would find dozens of other types of 
stainless, alloy, high strength and carbon steels. Today, there are over 160 
different grades of steels used in automobiles, and hundreds more are avail- 
able to the designer. There is a steel for practically any combination of prop- 
erties the designer can dream up... strength for lightness, toughness for 


durability, surface finish for style. When you want steels that will match your 
imagination, write to U. S. Steel, Room 6270, 525 William Penn Place, Pittsburgh 
30, Pa. USS, COR-TEN, MAN-TEN, TRI-TEN, and PAR-TEN are registered trademarks. 
United States Steel Corporation +» Columbia-Geneva Steel Division + National 
Tube Division « Tennessee Coal & Iron Division +» United States Steel Supply 
Division « United States Steel Export Company 


United States Steel 


TRADE MARK 
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AUTOMOTIVE NEWS PLATFORM 
{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U, S, governments, applied to building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Capsule Comment 


Although straight price ads still are numerous, some 
dealers are trying to soften their pitch by stressing weekly 
or monthly payments and by quoting prices that prevail 
after deducting the tradein. 

Distress merchandising of new cars goes merrily on. 
i * * * 





A Federal grand jury in Los Angeles is reported conduct- 
ing a secret inquiry into factory-dealer relationships con- 
trolling retail and bootleg sales of new cars to other than 


franchised dealers. 
Is this the beginning of further harassment from Wash- 


ington? 
* * * 


First Service Index, compiled by AUTOMOTIVE NEws, 
shows dealers’ service business made a sharp recovery in 
May from a recession that had existed earlier in 1961. 

Looks like all dealer operations are once again on the 


upswing. 
* * * 

Chrysler and Ford have joined GM in doubling the rebate 
to dealers on vehicles supplied to schools for driver-training 
programs. 

Helping dealers to help the motorists of tomorrow. 
* * 

Despite pleas for repeal or reductions, Congress has re- 
enacted once again the heavy excise taxes on cars, trucks, 
parts and accessories. 

Some day, we still have hope, the industry will be able 
to convince congressmen in non-automotive states that the 
motor vehicle is not a luxury—and is tax-burdened almost 


to death. 
* * * 


Alfred P. Sloan jr., honorary chairman of General Motors, 
will receive NADA’s first Golden Wheel award July 11 for 
launching the quality-dealer program in the 1930s. 

We can think of no one more deserving of the honor. 










Coming 
Events 


% Evrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June 29—Annua! Outing, Rhode Island 
Automobile Dealers Assn., Metacomet 
Country Club, East Providence. 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Oct. 29-31— Florida Automobile Dealers 


Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 
Nov. 14—Connecticut Automotive Trades 


Assn., Statler Hilton Hotel, Hartford. 


Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 
Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 
Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 
1962 
May 20-22 — Oregon Automobile Dealers 
Assn., Sheraton-Cadillac Hotel, Portland. 


%& Jan. 14-17—National Independent Auto- 
mobile Dealers Assn., Stardust Hotel, 
Las Vegas, 


* em * 
Auto Shows 


Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 
N.C. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 

*% Nov. 21-26—4th Annual Imported Car 
Show, Brooks Halil, San Francisco, 

1962 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 

a ee 


General 


June 28-30 — International Truck, Trailer 
and Equipment Show, Brooks Hall, San 
Francisco. 


%& July 18-20—Western Plant Maintenance 


and Engineering Show, Pan Pacific Audi- 
torium, Los Angeles. 


Aug. I1-12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 


%& Oct. 1-5—I4th annual convention and 
exhibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 


Oct, 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York, 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 
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Letterbox 





‘Views After 51 Years .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 


‘Live and Let Live’ 


What’s wrong with the automo- 
bile business? I have had 51 years 
of experience in the auto business, 
and I claim there is nothing wrong 
except the people in it. And I am 
going to tell you my thinking and 
I am starting with the dealer. 

I claim there are too many 
dealers that start in the auto 
business that know nothing about 
the business, and they start right 
out to see how many cars they 
can sell, I mean give away, and 
in doing so they make it damn 
tough for his neighbor dealer. It 
seems to me that the dealers just 
don’t want any other dealer to 
live, the way they cut prices. 

This business was one of the 
finest in the country until 1955, 
when all the factories overproduc- 
ed and the dealers got into the 
habit.of discounting, and all they 
learned how to do was talk price. 

I just want to say now, if we all 
don’t get off our lazy fannies and 
make our salesmen do the same 
and do a selling job, we are all 
headed for bankruptcy. I think all 
dealers should make it a ruling 
that no appraisal of a used car be 
made until he or his salesman gives 
a floor and road demonstration of 
the car the buyer is interested in. 
I know from our experience that 
we have saved ourselves a lot of 
money by doing so. 

There are three reasons for doing 
this. First, you want to be sure the 
buyer likes your car; second, you 
make the buyer believe that you 
are interested in his getting the 
model he should have, and third, 
you show him the big difference 


The Big Stories 


35 Years Ago—1926 


The organization of a new $30 million transportation enterprise 
by Yellow Truck and Coach Mfg. Co., backed by the General Motors 
Corp. of which it is a subsidiary, was announced, The new company 


was named Hertz Drivurself Corp. 


20 Years Ago—1941 
Ford Motor Co. signed a contract with the United Auto Workers 
Union granting a union shop to the UAW throughout the Ford do- 
main. The pact was said to be the broadest in automotive and union 


history. 


10 Years Ago—1951 


National Production Administration alloted materials for 275,000 
civilian trucks—150,000 lights, 90,000 mediums and 35,000 heavies—for 


the third quarter of 1951. 











Address Editor, Automotive News, Detroit 7, Mich. 


between his old car and your new 
one, therefore, you can buy the old 
one at a much better price. 

Take time to explain yours and 
the factory’s service policy, show 
them your shop and parts depart- 
ment and let them know that 
when they buy that this is just 
the beginning of your relation- 
ship; that you are here to see 
that the car gives them satisfac- 
tion, because I always have be- 
lieved that no matter what you 
buy it is no better than the serv- 
ice and dealer behind it. 


Another thing I want to warn 
you about and that is selling from 
invoice. For one reason, I don’t 
believe there is one dealer out of a 
hundred that knows how to sell 
from invoice, at least I never saw 
one yet that added his overhead 
plus his floor-plan charge, because 
if they did you would never be able 
to buy a car at $25 to $100 over in- 
voice. 

In all my years of selling and 
managing and as a dealer, I have 
never carried in my mind what a 
car cost me. All I think of is the 
24 percent and I know if I trade 
the used car as I should and sell it 
right, the 24 percent will give me a 
very nice profit. 

Get yourself and your salesmen 
to have one thing in mind, and that 
is to treat a buyer when he comes 
in your showroom like you would 
treat a buyer that’s buying his 
first car and your place is the only 
place he has been, and if you keep 
this in mind, you will be surprised 
how many buyers have not been 
any other place and how many will 
buy at your price without looking 
any farther. 

In summing it all up, it adds up 
to one thing. Go back to that old 
reliable quality-dealer selling, Sell 
yourseif and your product, not 
price. When you go in to buy a suit 
of clothes you don’t offer a sales- 
man $50 for a $100 suit, nor do the 
car buyers; they haven’t the nerve, 
but you don’t hesitate telling him 
how much cheaper you will sell it 
than your neighbor dealer. Think it 
over. 

Now let’s talk about the factories. 
They are no angels either. 

First of all, they started our 
downfall in ’55 and they are still 
doing the same thing—overpro- 
ducing, and in the late years 
building too many models, I re- 
member back in the 20s a factory 
I was selling for would intro- 
duce a new model every time the 

(Continued on Page 40, Col. 4) 














WHAT'S ON TV? 














FORD TV hits hardest when interest is highest! 


This summer you'll see on Ford TV Great Ghost Tales... an exciting 
new first-run series, live and in color, of famous chillers from the past 
plus some original stories written specially for TV. David Susskind is 
the talented top producer of this half-hour weekly series on NBC. 


This fall, when the new model introduction is in full swing, you'll get 
the greatest television support with three great shows. National 
League Pro Football Games, co-sponsored by Ford, will bring you the 
top game in your region each week of the season, plus the League 


WAGON TRAIN 


PRO FOOTBALL 








)! 


championship and runner-up play-off games. Hazel will introduce 
Academy Award winner, Miss Shirley Booth, in her first television 
series—a hilarious comedy based on the famous cartoon character 
that has been running for 18 years in the Saturday Evening Post. 
Wagon Train, one of the most popular shows on television, will again 
be part-sponsored by Ford. Robert Horton will continue his role as 
scout for the train; and John McIntire will be the Wagon Master. 





Who'll be watching? Just about everybody in the market for your cars 
. . . families in all age and income brackets. That’s why we say.. . 


FORD DIVISION backs you best 
Ford Motor Company, 
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The Man Belind the Wheel... 





Sales Testing the Alpine Il 


Eprror’s Notre: This is another 
in a series of articles exploring 
the sales features of imported 


cars, 

* * * 
By Ed Brown 
Staff Correspondent 


AINTAINING the American 
look of the Series I, the new 


Sunbeam Alpine has added power, 
increased passenger room and sev- 
eral improved road-handling char- 


acteristics which should definitely 


increase its potential as far ag the 
alert salesman is concerned, 

Priced at $2,595, East Coast 
port of entry, the Series II is 
the answer to the dreams of 
many a prospect who has been of 
the impression that a _ vehicle 
with so much to offer would cost 
at least $500 or $700 more. 

The distinctive design of the Al- 
pine, from the conservative grill 
across the rounded hood to the 
American-inspired rear fender, has 
been maintained. With wire wheels 
and white walls, the car has a 
smart look which appeals to young 
moderns and the more conservative 
sports-car owner almost equally 
well. 

The instrument panel is plastic, 
which we found detracting from 
the otherwise nicely appointed in- 
terior. All instruments are nicely 
grouped, and easily reached from 
the driver’s seat. All necessary 
dials, such as speedometer, tach- 
ometer, oil-pressure and gas gauge, 
etce., are within easy eye range, 
without making it necessary for 
the driver’s eye to leave the road 
for more than the briefest interval. 

The doors open wide on a push- 
button principle. In the new series, 
the steering wheel has been re- 
duced in size, making entrance into 
the driver’s seat much easier. This 
wag particularly noticeable, since 
exit from the driver’s seat appears 
to be facilitated immeasureably by 


this move. 
* * 


* 

HE front seats have been moved 

to the rear a few inches, which 

helps solve the entrance and exit 
problem. They are, of course, ad- 
justable to any convenient seating 
position, but the tall prospect will 
no longer complain about a cramp- 
ed position, or difficulty with his 
entrance. 

With the exception of the plas- 
tic dash, the Alpine’s interior is 
a joy to sell. The bucket seats are 
leather finished, deep rubber 


AAA Answers 
e 
Rail Reference to 
- 
‘Free’ Highways 

WASHINGTON. — The railroad 
industry’s allegation that highway 
users are enjoying a “free ride” at 
the expense of general taxpayers 
has been denied vigorously by the 
American Automobile Assn. 

The AAA referred to a statement 
by Daniel P. Loomis, president of 
the Assn. of American Railroads, 
that Federal, state and local gov- 
ernments would spend $11.6 billion 
for highway purposes this year, 
while the railroads last year paid 
$181.4 million in taxes specifically 
levied on railroad track. 

According to the railroad people, 
“these taxes are completely evaded 
by competitors using tax-free high- 
ways, waterways and airways.” 

The AAA declared that speaking 
of highways as tax-free is “nothing 
short of ridiculous.” 

The auto group said, “This year, 
total special] taxes levied on high- 
way users will be between $11 bil- 
lion and $12 billion. Much of this 
money will go for highway pur- 
poses, but a sizable portion will go 
into nonhighway purposes—that is, 
to the support of general govern- 
ment, 

“These special automotive taxes 
amount to about $32 million a day,” 
the AAA said. “Thus in six days, 
highway users pay more taxes than 
the railroads do in their special 
track levies during an entire year.” 

The railroads said some of the 
road-river-air funds come from the 
taxes paid by railroads. The AAA 
replied, “It would be difficult, if not 
impossible, to trace one dime of 
railroad money that goes into com- 
petitive highway transportation.” 


foam filled, which add great com- 
fort to any road surface. The in- 
terior is a step-down design, and 
the safety factor should be men- 
tioned. 

Floors are rubber-mat covered, 
and easily removed for cleaning. 

Two small bucket-type seats are 
provided in the rear for emergency 
use only. 

The brake, accelerator and clutch 
pedals also are adjustable, which 
should clinch the sale if you have 
a particularly long-legged individ- 
ual who doesn’t quite fit comfort- 
ably with even all the new room 
inside. It is good to note, too, that 
the pedals are well sized and spaced 
for maximum safety under all con- 
ditions. 

Steering is not quite as exact as 
one might expect in a sports car, 
although the average Alpine buyer 
isn’t likely to notice the difference. 

One of the strongest sales points 
is the roll-up window, This in- 
creases passenger comfort no end, 
and on the Series II model, a de- 
tachable rail has been added to the 
hood arrangement which helps 
form a more perfect weatherproof 
seal between the window and the 
car’s convertible top. | 


Avoid Demos in Rain 


Co word of caution, however. 
It would be well not to demon- 
strate the vehicle in a heavy rain- 
storm, No matter how much work 
is done on all sports-car tops to 
make them rainproof, we have 
never ridden in one yet which ac- 
tually fills the bill, and the Series 
II Alpine is no exception. 
Performance of the car is rug- 
ged and just about all you could 
ask, The 1.6-liter engine develops 

85.5 horsepower at 5,000 revolu- 

tions per minute, and will spark 

up to 100 miles per hour with al- 
most no trouble at all. 

The increase in displacement 
from 1,494 cubic centimeters in the 
Series I to the present 1,592 c.c. is 
apparent as soon as you take the 
wheel and drive. The car’s accelera- 
tion at commonly encountered road 
speeds is immeasureably improved. 

You might do well to show the 
engine to your customer, Unlatch 
the hood from inside the vehicle 
and let the customer gaze into a 
well turned out engine compart- 
ment. The aluminum cylinder head 
has a high compression ratio of 
9.1:1. The twin downdraft carbure- 
tors sit on top of the four-cylinder 
engine within easy reach of the 
mechanic for quick service, You 
might tell your customer that the 
special arrangement of the inclined 
valves-in-head is a marked im- 
provement on the _ conventional 
lineup and insures better heat dis- 
tribution. 

The twin carburetors are fitted 
with the sports-type combined air 
cleaner, and a twin exhaust mani- 
fold, which help give the crisp clear 
performance of the engine. 

Incidentally, engine noise has 
been reduced considerably by the 
addition of improved mufflers, 

* * 


[NDEFENDENT coil springs in 
the front, plus a torsion bar as 
ad * 


Alpine II Boasts Added Power— 

The sales potential of the Sunbeam Alpine Series Il has been increased by added 
power, more passenger room and improved road-handling characteristics, according 
to Ed Brown, Automotive News staff correspondent, who sales-tested the British-built 


vehicle. 


































































an antiroll device and telescopic 
shock absorbers help account for 
the pleasant ride this little vehicle 
affords. In the rear, the vehicle is 
fitted with semielliptic leaf springs 
and lever arm shock absorbers, 

Drive this vehicle over all 
kinds of roads, from cobblestones 
and badly rutted macadam to the 
smoothest kind of super high- 
way, and both you and your pros- 
pect will be pleasantly surprised 
at the ease of the ride. 

The best sales argument for this 
car is the test drive. Don’t be 
afraid to let the customer take the 
wheel. He will be more than pleased 
with his experience. The vehicle 
takes all kinds of acceleration tests 
properly. It will corner beautifully, 
with only the slightest hint of 
wheel squeal. But almost no break- 
ing away will be noticed, with the 
possible exception of sand or un- 
safe high speeds. 

The disc brakes eliminate all 
fade, and under our tests never 
heated at any point. Protective 
shields now are mounted in front 
of the Alpine’s racing type disc 
brakes, which might be a point to 
make with your customer. 


oe * * 

Clutch Specially Designed 
aT point to make is that 

the new clutch is designed for 
the higher-powered engine. It is 
fitted with a hydrostatic slave cyl- 
inder that automatically takes up 
any play and removes the need for 
clutch adjustment. 

Trunk space is a little restrict- 
ed because of the spare, but at- 
tention to detail is shown in the 
fact that the spare is covered 
completely by a metal deck, giv- 
ing a fine finished look to the 
trunk compartment as well. 

The Sunbeam is a sleek sports 
car designed with the American 
buyer in mind, and it should cer- 
tainly appeal to his sense of ele- 
gance in a well priced auto. 

As a parting shot, remind the 
new Alpine owner that he is going 
to save a fantastic amount of time 
scooting about town or city be- 
cause it is so agile in the worst 
kind of traffic. 


~*~ * 


Car Tested: 
ALPINE SERIES Il 


Engine: Four cylinders; bore, 
3.21 inches; stroke, 3.00 inches; 
cubic capacity, 97.1 cubic inches; 
horsepower, 85.5 at 5,000 revolu- 
tions per minute; compression 
ratio, 9.1:1; maximum torque, 
94 pounds foot at 3,800 RPM. 

Wheelbase: 86 inches; front 
track, 51 inches; rear track, 48.5 
inches; overall length, 155.25 
inches; overall width, 60.5 
inches; overall height, 51.5 
inches. 

Turning circle, 34 feet; weight, 
2,165 pounds; carburetion, two 
Zenith downdraft. 

Front Suspension: Independ- 
ent coil spring, antiroll device 
torsion bar; rear suspension, 
semielliptic leaf springs. 






Dealers to Offer Used-Car Warranty— 


Members of the Mississippi Automobile 


Dealers Assn.'s Guaranteed Warranty Pro- 


gram Committee met at Jackson, Miss., to lay plans for launching the used-car 
merchandising program. From left are Max McLaurin, Jackson; Chester Burnham, 
Brookhaven, committee chairman; John Lee, Union; James E. Fowler, Jackson, associa- 
tion president; Paul G. Moak, Jackson, association vice-president; Charles Floyd, 
Meridian, and Larry Davis, Jackson, association executive vice-president. The Mississippi 
group, whose directors unanimously approved the program, will announce its sponsor- 
ship of the program to the general public via a statewide newspaper campaign July 1. 





Douglas Rips Dealers .. . 


Lending-Bill Critics Hit 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON, — Senator Paul 
Douglas, Illinois Democrat and 
sponsor of the truth-in-lending bill, 
has launched a fresh attack on op- 
ponents of his bill—especially auto 
dealers. 

The senator told a consumer 
conference of the Industrial 
Union Department of the AFL- 
CIO that he has no doubt that 
there exists “cesspools in many 
sections of the country” in auto 
sales and financing. 

He declared that the measure’s 
strongest opponents were probably 
auto dealers and that they were 
probably behind the bankers in 
their opposition. 

(Individual tankers have sup- 
ported the Douglas bill, but bank- 
ing associations have opposed it. 
So has the American Bar Assn, and 
virtually all organized business 
groups.) 

Douglas said that his strongest 
support came from credit unions, 
consumer groups and unions. 

As the industria] unions began 
their campaign for “Truth in 
Lending,” the National Independ- 
ent Automobile Assn, filed a reso- 
lution in opposition with the Sen- 
ate Banking Committee. The 
NIADA resolution reads: 

“Whereas, the problem of install- 
ment financing in the sale of auto- 
mobiles and other goods is basical- 
ly a matter for state and local 
regulation, 

“Whereas, some 30 or so states 
have already enacted legislation 
regulating the extension of in- 
stallment credit, and 

“Whereas, the requirement of the 
so-called Douglas bill, that the fi- 
nance charge be expressed in terms 
of simple annual] interest is un- 
workable, impractical, and not 
needed, 

“Now therefore, be it resolved, 
that the National Independent Au- 
tomobile Dealers Assn. be recorded 
as opposing the enactment by the 
United States Congress of any leg- 
islation which embodies the prin- 
ciples of the so-called Douglas 
bill.” 

Douglas suggested connivance 
between dealers and banks or fi- 
nance companies in “sharing the 
take” from consumers. He said that 
his committee had numerous ex- 
amples showing that profit was 
made not from the price of the car, 
but from the financing and insuring 
of the car. 

Although he stressed dealer, bank 
and finance company opposition, 
the senator also pointed out that 
he had “not noticed any enthusi- 
asm from GMAC.” 

Douglas declared that some- 
times dealers and finance com- 
panies try to keep a buyer in 
debt and both use “lassies” — 
cars that are sold with high fi- 
nancing and possibly with a sum- 
mary final payment so that they 
can be repossessed—then called 
“lassies come home.” 

In answer to questions from the 
union women, Douglas said hig bill 
could not correct all abuses, but 
that it would help at least in in- 
forming the buyer of what he was 
up against. Douglas gave an ex- 
ample of a banker who refused to 





pay “kickbacks” to car dealers and 
had lost all his car-paper business. 

Answering arguments against the 
bill, Douglas said that the use of 
conversion books—owned by every 
installment seller and finance com- 
pany—made it simple to figure an- 
nual simple interest. 

He also said that the annual rate 
was not passe and he could use 
school aritnmetic problems to prove 
it. 

Finally, he declared that his bill 
was not meant to preempt states 
rights; in fact, it should stimulate 
state action so that more states 
could develop a law like Wisconsin, 
which under the Douglas bill, 
would administer its own credit 
disclosure, 

Douglas concluded by saying 
that he viewed his bill as a stim- 
ulant to more competition, As 
credit charges come into the 
open, the cost of money should go 
down. Even so, he noted that he 
has “not found a single conserv- 
= economist to come out for 
i 

The Industria] Union Department 
(IUD), under the aegis of Walter 
Reuther and James Carey, has is- 
sued a booklet called “The Need 
for the ‘Truth in Lending’ Bill.” It 
urges local unions to endorse 
S. 1740 and members, friends, and 
neighbors to write their congress- 
men, 


F ord of Canada 
Calls Competition 


Healthy Situation 


OAKVILLE, Ont. — Shareholders 
were told here that Ford Motor 
Co. of Canada, Ltd., regards pres- 
ent “fierce world competition as 
healthy, and we would resist any 
artificial efforts to stifle it.” 

President Karl E. Scott made 
this statement at the annual share- 
holders’ meeting, which was held 
for the first time in the company’s 
new rural skyscraper office build- 
ing in Trafalgar Township. 

“The urgent task of all Canadian 
industry, therefore, is to improve 
its position by adapting its prod- 
ucts and business methods to the 
conditions imposed on us in the 
competitive world,” Scott declared. 

“Competition exerts a strong dis- 
ciplinary influence on costs and 
prices. It also creates strong incen- 
tives to achieve even greater effi- 
ciency, technological advances and 
aggressiveness.” 

Scott said that “the competition 
of imported European cars is not 
quite as severe as it was.” In the 
first quarter of 1961, he said, im- 
ports accounted for 22 percent of 
total car sales in Canada, compared 
with 24.5 percent in the same pe- 
riod in 1960, 

At the same time, he said, the 
share of market accounted for by 
North American-type compact cars 
has “shown a slow but steady 
growth since the introduction of 
the 1961 models.” He said that Ford 
of Canada’s compact Falcon and 
Comet “continue to dominate this 
market, having achieved about 44 
percent of total compact sales in 
the first quarter, 1961.” 


$s 
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Lawsuits Affecting Dealers .. . 


Court D 


By Leo T. Parker 


Attorney at Law 


T IS certain that if authorized | 
employes of either an auto deal-| 
er or a finance company unlawfully | 
repossess an auto, the owner of the| 
auto may recover exemplary dam-| 
ages, in addition) 
to ordinary or ac- 
tual damages.) 
This rule of law 
is applicable only | 
when the testi-| 
mony shows the} 
dealer or officials | 
of the finance! 
company author-| 
ized the unlawful} 
repossession. 
For instance, in} 
A. B. Lewis Co. v.| 
Robinson, 339 S, W. (2d) 733, it was} 
disclosed that one Robinson pur-| 
chased a new auto from Davis | 
Motor Co. under a conditional sales | 
contract which was assigned to 42| 
finance company. It provided for} 
monthly payments of $86.40. 
Later the finance company de-| 
clared the contract in default and| 
undertook to repossess the car be- 
cause installment payments were 
past due. The testimony showed 
that employes of the finance com- 
pany repossessed the auto by| 
breaking and entering Robinson’s 
garage and did not repossess the| 
same under the sales agreement. 

Robinson sued the finance com- 

pany for actual damages, plus 
exemplary damages of $3,200. 

The lower court awarded Robin- 
son all damages, including the ex- 
emplary damages of $3,200, but the 
higher court reversed the decision, 
saying: 

“The evdience shows that appel-| 
lant’s (finance company’s) agents, 
employed to repossess the car, did 
so by breaking and entering the} 
appellee’s (Robinson’s) garage. It 
is undisputed, however, that A, B.| 
Lewis, appellant’s president, did not | 
authorize the unlawful act of such 
agents, and had no knowledge 
thereof until after the company, 
under the provisions of the condi-| 
tional sales agreement, had sold it) 
to a third party. It is our opinion, | 
therefore, that appellant (finance| 
company) is not liable for any ex-| 
emplary damages.” 

This higher court went on to ex-| 
plain that exemplary damages are| 
allowable when the testimony)| 
shows that an agent of a finance} 
company or the auto dealer re- 
possessed an auto through unlaw- 
ful means by authority of his em- 
ployer. 





Leo T. Parker 


* * ok 


Ruling on Insurance 


ONSIDERABLE gdiscussion has | 

arisen from time to time over} 
the legal question: If an auto deal- 
er or his employe is driving a cus-| 
tomer’s auto when an accident oc- 
curs, is the insurance company 
which issued its policy to the auto 
dealer or agency liable on its pol- 
icy? 

A few weeks ago a higher | 
court rendered an unusually im- | 
portant decision holding that the | 
answer to this question is in the 
negative if at the time of the 
accident, the auto is not being | 
driven in connection with the 
dealer’s business. | 

For illustration, in Commercial | 
Standard Insurance Co. v. Univer-| 
sal Underwriters, 282 Fed. (2d) 24, 
the testimony showed facts, as fol-| 
lows: Universal Underwriters is- 
sued to Jack Jones, doing business 
as Jack Jones Chevrolet Agency, a 
policy of garage-liability insurance 
which covered the use of any auto 
in connection with his auto sales 

business. 

A man named Byrns held a com- 
bination insurance policy issued by 
Commercial Standard Insurance| 
Co. and which covered his 1953} 


| 
Tax-Change Form Available 


WASHINGTON. — The Internal 
Revenue Service has announced 
availability of a new form for tax- 
payers who wish to file application 
for permission to change their 
method of accounting for Federal 
income-tax purposes. Form 3115 
may be obtained from local offices 
of district directors of internal 


ecisions 


Chevrolet, This policy contained a} 
clause to the effect that in the| 
event Byrns bought a new auto, he| 
would be covered if the insurance | 
company was notified within 30) 
days after the delivery date of the 
new auto. 

Also, Byrns’ policy contained a| 
clause expressly excluded from cov-| 
erage any person operating an auto 
sales outlet, with respect to any 
accident. 


* * * 
Owner Buys New Car 


C= day Byrns bought from 
Jones a new auto on display 
at the sales outlet of which Jones 
was owner and proprietor. Byrns 
gave Jones a check for the price of 
the new auto, less the tradein fig- 
ure of the old car, and Jones gave 
Byrns a certificate of title for the 
new car. 


It was agreed that the auto 





was to be equipped with certain 
additional accessories and that 


the car could be picked up later 
the same day. Byrns purchased 
license tags for the new car, The 
license tags were affixed to the 
car, and Jones suggested that he 
and Byrns take the car out for 

a ride. Byrns suggested that 
Jones drive and he did, An ac- | 
cident occurred at an intersec- | 
tion of highways, and the new 
car was demolished. 

The legal question presented the 
court was: Which insurance com- 
pany was liable on its policy? The 
lawyers argued that Commercial 
Standard Insurance Co, could not 
be liable because of its policy ex-| 
pressly excepting from coverage 
“any person .., with respect to any | 
accident arising out of the opera-| 
tion thereof.” 

Since the auto was not being 
driven by Jones for business pur- 
poses, and also because Byrns held 
legal title to the new auto, the 
higher court held Commercial 
Standard Insurance Co, liable on 
its policy and Universal] Underwrit- 
ers was not liable on its policy. 
This court said: 

“Jones and Byrns rode together 
in the new car for pleasure and| 





not for any purpose connected with 
or arising out of the operation of 


Greater Philadelphia is housing developments, a great 
seaport, prosperous industrial areas, suburban shop- 


ping centers—all part 


of one dynamic market. 


And Greater Philadelphia is home of The Bulletin 
—its most widely read, most relied-wpon newspaper. 


Discussing the pros and cons of health insurance, 


THE PHILADELPHIA BULLETIN 


| 
} 
| 





A San Francisco parking lot 
has a section specifically for 
small cars which they call the 
“Nursery.” 





the sales agency. And Jones was} 
not driving the car at the time cf} 
the accident for any purpose of the 
agency. At the time of the acci- 
dent, Jones and Byrns were riding 
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in the car for mutual] pleasure as 
distinguished from any purpose 
connected with or arising out of the 


| operation of the Cnevrolet agency.” 


a 


Dealer Sued for $10,000 


| In Cross-Action After Repo 


MARION, O.—Short Ford, Inc., 
has been sued for $10,000 in a cross- 
suit by two truck buyers against 
whom the dealer is seeking a judg- 


|ment for $836. 


According to Short, the two men 
bought a 1959 truck in 1960 which 
later was repossessed and sold for 
$2,500. At the time of the repo sale, 
the firm added, the men still owed 
$3,336, with the difference of $836 
being sought in the judgment. 

In the cross-petition, the defend- 
ants charged that Short knowingly 
misrepresented facts about the 
truck by changing the mileage on 
the speedometer from about 75,000 
to about 24,000. 

They also contended that the true 


|value of the vehicle was $2,500, 


the amount for which it was sold 
after repossession. In addition, they 
claimed the truck was in constant 
need of repair, causing them to lose 
expected profits in the trucking 
business. 


Ha Ge 





following the fortunes of the 


Phillies, or exposing 


voting irregularities, The Bulletin mirrors the chang- 
ing face of Greater Philadelphia. 

When you buy The Bulletin, you buy Greater 
Philadelphia’s leading newspaper... 


You buy belief when you 


buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: New York, Chicago, Detroit, Los Angeles, San Francisco. Florida Resort Office: The Leonard Company, Miami Beach. 





revenue, the IRS said. j 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 








Lucky service man! He suspected the trouble right off. car makers have made TYREX rayon tire cord standard 
But, nylon thump can be elusive .. . can shift blame to equipment on their 59, ’60, and ’61 cars. They know the 
the steering, rear end, shock absorbers, wheel balance headaches it eliminates . . . and the selling advantages 
(and to the car dealer!). No wonder all 5 of America’s it offers. Glance over to the right for all the details. 


TY REX INC., Empire State Bldg., New York 1, N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Ince. for rayon tire yarn and cord. 








GRADE FOR GRADE TYREX RAYON TIRES GIVE YOU THESE SALES-PLUSES: 


@ Give longer tread mileage. FACTS!—not CLAIMS 
@ Run cool for safety at highway speeds. 
FACTS!—not CLAIMS 
@ Stronger in resistance to impact. FACTS!—not CLAIMS 
@ Resist ‘‘flat-spotting’’ and cross-sectional ‘‘growth.”’ 
FACTS!—not CLAIMS 


TY REX rayon'tire yarn and cord is also produced and available in Canada. 





RIDES SMOOTHER! 











by Joseph M. Callahan 





Sports-Car Fad Revives 


Wire Wheel Business 


AYTON WHEEL PRODUCTS 

CO., one of the nation’s oldest 
suppliers of wire wheels, is doing 
a booming business because of the 
current revival of interest in 
sports-car features. 

However, this company, which 
makes the wheels in Xenia, O., and 
engineers them in Detroit, has ex- 
perienced these revivals several 
times before and refuses to go 
overboard for this trend. 

Ben G. Parsons, Dayton 
Wheel’s engineering vice-presi- 
dent, has been watching these 
up-and-down trends for 43 years. 
Although he first joined the com- 
pany in 1918 after coming out of 
the World War I, Parsons has 
had a wide variety of other jobs 
during the “down” periods, in- 
cluding the engineering vice-pres- 
idency of the ill-fated Tucker 
Corp. 

Dayton Wheel’s current business 

(Continued on Page 23, Col. 1) 





Dayton Wire Wheel— 


A Dayton wire wheel features radial 
lacing in which the spokes are approxi- 
mately parallel to each other. Other wire 
wheels have criss-cross lacing. 
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New, Cheaper lron Alloys 
Eyed for Engines, Parts 


By Joseph M. Callahan 
Engineering Editor 


SMALL foundry in upper 
Pennsylvania recently 


received the most mysterious 
order in its history. It was asked 
to pour molten ductile iron into a 
large mold concealed in a metal 
box that was carefully sealed and 
welded shut, 

Even before the meta! had 
cooled, the box was loaded on a 
truck and quickly hauled away. 
When the foundry foreman asked 
the escorting engineer if he didn’t 
want to see whether the casting 
turned out all right, he was told: 
“If it’s not OK, we’ll be back.” 

Subsequently it was learned that 
this casting was an auto engine 
block and that it was headed for a 
General Motors laboratory. 

This true story typifies the large 
scale, undercover and accelerated 
programs now under way in the 
auto industry that are expected to 
result in a dozen or more major 
automotive components made from 
new and lighter cast irons. This 
story also illustrates the direction 
in which the auto industry is mov- 
ing metalwise. 

GM, which led much of the in- 
dustry into the adoption of alumi- 
num engines and other components, 
is now leading the industry back 
into the use of improved iron al- 
loys. 

Iron and steel producers, long 
complacent and almost arrogant 
about their position as automotive 
suppliers, have awakened to the 
danger of losing their largest cus- 
tomer and are developing new iron 
alloys which will do a better job 
for the same or less money. 

* o* Es 


‘Aluminum Too Costly’ 


N SEEKING to recover lost 
ground in the auto industry, the 
iron and steel people have received 
an unsolicited assist from alumi- 
num which, especially at GM, fail- 
ed to perform up to expectations in 
terms of costs. 

A GM divisional general man- 
ager told this reporter: “There’s 
only one reason why Buick and 
Oldsmobile backed off from large 
aluminum engines for the future 
and that the current smaller alu- 
minum engines aren’t making the 
grade—they cost too much.” 

These cast-iron programs will be 


Showcase 


Molded fiber glass, first used on the Corvette for American vehi- 
cles, is being used by Molded Fiber Glass Co. to produce front seat 
side shields for Lincoln Continental, interior trim for the Cadillac 


seven-passenger limousines, 


instrument panels for Studebaker 


Hawk, trim panels for Ford’s Econoline trucks and certain White 


truck bodies. 


Carl W. Sundberg, designer, says that planned obsolescence is 
being “confused and obscured by self-appointed guardians of the 
consumer’s welfare who either cannot afford product improvement 
and are trying desperately to convert this problem into an adver- 
tising virtue or who are reluctant to plow part of their profits into 
their research and development of better and newer products.” 


One of the more tense moments at the summer meeting of the 
Society of Automotive Engineers came when Darl F, Caris, GM’s 
engineer-in-charge of power development, was asked to comment 
on the subject of the session—aluminum engine cylinder bore 
finishes, After a few laughs from those in the audience who knew 
that Buick is substituting an iron engine for its current aluminum 
engine, Caris made a short comment and then directed a question 


to one of the other speakers. 


Trade sources say that although the coming senior compacts will 
increase the inventory, tooling and other problems of the auto in- 
dustry for a time, ultimately the auto makers may make these 


vehicles their big-volume cars. 











unveiled to a degree this fall when 
several new engines are introduced. 
Although all these engines will be 
conventional gray iron, the true 
fruits of these programs will not 
appear until the fall of 1962 and 
later, when the new “thin-wall” 
iron engines make their debut. 
ok * * 

IHIN-WALL engine blocks, the 

current infatuation of engine 
engineers, are expected to combine 
both the cheapness of iron and 
some of the lightness of aluminum, 
plus the advantage of being a fa- 
miliar material. 

Among the engines to be intro- 
duced this fall are Buick’s V-6 





(for the Buick Special and Olds- 
mobile F-85), Ford’s small V-8 
for the Canadian X and Y and 
Chevrolet’s four and six-cylinder 
engines (for the H-35). The latter 
three cars will be in the new 115- 
inch wheelbase class, 

Of these new engines, the Buick 
V-6 is easily the most significant 


and interesting. Behind this enginc| 


is a well-financed ($5 million) and 
fast-moving (first machine-tool 
contracts let last April 20) program 
that is designed to eliminate the 
approximately $200 differential in 
retail price that exists between the 
(Continued on Page 34, Col. 1) 





Interest in Seat Belts Is Re 


ITHIN the last six months 

there has been an amazing re- 
vival of interest in automobile seat 
belts in this country. 

This heightened interest has 
manifested itself in a flurry of 
activity among state and nation- 
al legislators, much editorial 
comment in newspapers and 
magazines and numerous de- 
mands from women’s and civic 
clubs that more attention be paid 
to seat belts, 

Detroit’s auto makers have re- 
acted to this revival, also, All of 
them will make seat belt anchors 
for the front seat standard equip- 
ment in the 1962 models. Studebak- 
er-Packard also will make these 
anchors standard for the back 
seats. 

Chrysler Corp. is factory-install- 
ing seat belts at cost and Ameri- 
can Motors now offers factory-in- 
stalled seat belts as a $20.50 option. 

* at * 

PROS ARLS of more significance, 

this revival has been marked by 
a real increase in the sale of seat 
belts (or lap belts to distinguish 
them from shoulder harnesses) by 
the auto factories, dealers and 
other suppliers. 

An interesting point is that 
this resurgence of interest is gen- 
erally credited by automotive 
people to a CBS television show, 
“The Great Holiday Massacre,” 
which was presented last Decem- 
ber by Edward R. Murrow, now 
director of the United States In- 
formation Agency. 

To be brought up to date on seat 
belts, AuTomoTivE News called on 
Bob Fredericks, supervisor of 
crash testing at Ford Motor Co. 
and widely considered to be one of 
the industry’s most knowledgeable 
seat-belt experts. 

Needless to say, Fredericks is a 
staunch advocate of seat belts, 
maintaining that they make a car 
50 to 60 percent safer, This means 
that an individual wearing a belt 
has a 50 to 60 percent better chance 
of survival in a collision or the 
severity of his injuries will be re- 
duced 50 to 60 percent. 

* * 


Accident Studies 


A STUDY by the Cornell Auto- 
motive Crash Injury Team a 
couple of years ago showed that 
seat belts increased the safety fac- 
tor by about 65 percent. A more re- 
cent study by a group of California 
safety specialists showed that belts 
only increased the margin of safety 
by 35 percent. Fredericks said his 
experience indicates that the Cor- 





nell results are cioser to the actual 
situation. 

Commenting on the increased 
demand for seat belts, he said 
that Ford Motor Co, factory belt 
sales are up from the normal 2 to 
3 percent of car sales to 5 per- 
cent, with the peak figure of 1956 
of 7 percent coming into sight. 
Dealer sales also are rising, 

Other factors affecting the situa- 
tion, according to Fredericks, is 


' the educational program of the 


National Safety Council, the U. S. 
Public Health Service and the 
American Medical Assn, and the 
actions of some state legislatures, 
especially New York’s. 

eg * * 


SSERTING that seat belts are 
not a cureall for injuries in car 
accidents, he said their biggest 
benefits are that they usually cause 
a downward shift in the severity of 


Attributes All Its Own . 











| Seat Belf Anchor— 


Bob Fredericks, supervisor of 
testing at Ford Motor Co., demonstrates 
a model of the new seat belt anchorages 
that will be standard equipment in all 
62 cars. 


crash 





* 


vived 


an injury and they keep the pas- 
| senger in the car. 

There is no question but that a 
motorist has a far better chance of 
escaping serious injury or death if 
he stays inside a car during a col- 
| jision. Belts are even advantageous 
in convertibles because accidents in 
which rollovers cccur (where a belt 
might be detrimental) only amount 
| to 20 percent of total serious acci- 
dents. 

Responding to a question, 
Fredericks said, “Belts are most 
effective in forward-forve acci- 
dents and in roll-over accidents 
which make up 25 percent of all 
rural accidents. They help least 
in side collisions, especially if the 

| collision is on the passenger’s 
side. 

“Motorists will get the most good 
cut of their seat belts if they use 
them while driving around town, 
but, unfortunately, this is the time 

(Continued on Page 21, Coil. 1) 
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Why Corvette Is Unique 


T. LOUIS.—The word “unique” in 

regard to cars is bandied about 
considerably, but certainly the 
nine-year-old Corvette is the most 
unique production auto in North 
America. 

It can lay claim to uniqueness 
because: 

1. It’s the only volume car in the 
world with a body made of plastic 
—reinforced fiberglass, in this case. 
Israel’s Sabra is a limited-produc- 
tion sports car of fiberglass. 

2. It continues to be made, de- 

spite its small total volume of 
about 54,000 cars since being in- 
troduced in 1953, This relatively 
small volume is all the more sur- 
prising because it’s produced by 
Chevrolet, which frequently pro- 
duces two million vehicles a year. 

However, the Corvette has shown 
steady growth over the years, cul- 
minating in about 11,000 units dur- 
ing the 1961 model year. Other 
model year totals were 10,261 in 
1960; 9,670 in 1959; 9,168 in 1958; 
6,339 in 1957; 3,467 in 1956; 749 in 
1955; 3,655 in 1954, and 300 in 1953. 

3. It’s the only U. S. car now 
equipped at the factory with fuel 
injection, if the customer so desires. 

4. It’s the only U. S. car equipped 
100 percent with seat belts. 

* * ak 

FIVE. Because the fiberglass body 
does not conduct away electrical 
interference developed by the igni- 


tion system, it’s probably the 
world’s only car with a chrome- 
plated steel static shield between 
the engine and the radio to protect 
the radio from interference. 

6. It’s the only U. S. volume-pro- 
duced car with an aluminum radi- 
ator, although these radiators are 
now painted black. 

7. It’s probably the only car 
with a body whose toughness is 

demonstrated by having a 1%75- 
pound visitor jump up and down 
on a hood. This reporter did it 
and the only damage was a sore 
arch, 

A number of other unusual fea- 
tures about this car were recently 
studied during a tour through a 
section of Chevrolet’s St. Louis as- 
sembly plant, where all Corvettes 
are built by a 350-man work force 
under E. T. Teske, general super- 
intendent of Corvair production. 
The current rate is 50 units a day. 


* * * 
Tse Corvette operation at St. 
Louis consists of assembling the 
body (from about 90 panels shipped 
from the Molded Fiber Glass Body 
Co. in Ashtabula, O.) and attaching 
(Continued on Page 20, Col. 1) 
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Provide mirror-bright beauty that lasts 
with Double-Layer Nickel Plating! 


This mirror-bright Double-Layer Nickel 
Plating can help sell a car. 

Its durability can help keep a cus- 
tomer sold. 

Beauty and durability...that’s what 
you get with Double-Layer Nickel Plat- 
ing. When a coating of bright Nickel is 
deposited over a layer of semi-bright 
Nickel, all under a thin layer of chrome, 
the enduring beauty of automotive 
brightwork is assured. This thick, dur- 
able combination offers positive protec- 


tion against rust and other corrosion, 
and also offers excellent resistance to 
abrasion and wear. 

All automotive trim parts can have 
a durable and matching finish with 
Double-Layer Nickel Plating — lamp 
bezels, grilles, door handles, horn rings 
—no matter what basis metal is used. 


For more information about the per- 
formance of versatile Nickel coatings 
write for your free copy of the booklet 
Decorative Plated Coatings of Improved 
Durability. 


The International Nickel Company, Ine. 
67 Wall Street 4c) New York 5, N. Y. 


Inco Nickel 


Nickel makes plating perform better longer 
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Why Corvette Is Unique 


(Continued from Page 18) 


it to a chassis that is also built up 
here. A. O. Smith makes the heavy, 
beefed-up frame for this car. 

First step in the body assembly 
process is to shot blast certain 
areas of the panels so that the ad- 
hesive used to bond the panels to- 
gether will adhere. Buildup begins 
when the largest fiberglass panel, 
the underbody, is locked in place 
on a build truck. 

As it moves slowly down the 
line—about 10 minutes at each 
station—the body assemblers 
bond on the various small and 
large fiberglass panels in a very 
unsophisticated manner, The key 
to these operations is the very 
strong and tough adhesive used. 

The adhesive, consisting of poly- 
ester resin and asbestos, is made in 
small quantities (enough for one 
job at each station) by combining 
a “hot” material with a “cold” sub- 
stance. The combined adhesive is 
then placed in a paper tube and the 
assembler squirts it in the pre- 
scribed locations, much as a woman 
decorates a cake. The adhesive be- 
comes worthless in five or six min- 
utes, so the worker moves fairly 
fast. 

* * * 

So the panel is pressed and 

sometimes locked in place and 
the build truck moves to the next 
station. Without further attention, 
an extremely tough and quick- 
setting bond is produced, although 
drying lamps are employed at a 
couple of locations when faster 
drying is needed. Each car uses 
about 40 pounds of adhesive, which 
is approximately the same material 
as the panels themselves. 

Early in the buildup, some 150 
pounds of stamped metal parts are 
added. Most of them are in and be- 
low the cowl area and around the 
rocker panels. In addition, a 
bronze-colored instrument cluster 
housing is installed in the panel. 

Exclusive of hardware, the 
completed Corvette body weighs 

350 pounds, about half as much 
as a comparable sheet-metal body 
would weigh and about a ninth 
of the car’s total weight of 3,035 
pounds. The fiberglass panels are 
one-tenth of an inch thick, com- 
pared to about .035 (one thirtieth 
of an inch) for sheet metal 
panels. 

When the fiberglass body is com- 
pletely assembled, it goes through 
a grinding booth where everything 
is sanded and smoothed down. 

After sanding, the entire body is 
given a “putty rub,” which fills all 
voids, pits and imperfections. This 
step is required because the fiber- 
glass panels have an inherent por- 
osity. 

* * * 

aavcn like the finishing of metal 

bodies, the Corvette body then 
is subjected to a series of primer 
coats, sanding, oi] sanding, baking, 
the application of three coats of 
acrylic lacquer and polishing. The 
final coat can be one of seven 
colors. 

One of the major differences be- 
tween building this body and build- 


Ford Motor Steps Up 


Glass Research Marketing 


NASHVILLE.—F ord Motor Co. is 
stepping up its program in glass 
research and marketing, according 
to Henry Ford II, board chairman, 
during ceremonies at the lighting 
of a new glass furnace at Ford’s 
Nashville Glass Plant. The com- 
pany is embarking on a series of 
projects designed to improve glass 
quality, durability and versatility. 

“We are also moving ahead with 
some new marketing plans,” he 
continued. “We see a growing mar- 
ket for replacement glass, not only 
for our own and competitive auto- 
mobiles, but also for a wide variety 
of consumer and industrial useg as 
well. We want to have both feet in 
these markets with a wide range 
of glass products.” 








ing a regular body is that each 
operation requires about 10 min- 
utes, compared to one minute in 
other body plants. 

A problem here is that each 
man has several things to do and 
he could forget one of them, but 
Teske, the superintendent, feels 
that the 10-minute operation is 


Detroit Broach Creates 
2 New Sales Divisions 


ROCHESTER, Mich. — Creation 
of the Tracer Control Sales Divi- 
sion and the Broach Sales Division 
to meet the needs for expanding 
operations has been announced by 
Detroit Broach & Machine Co. here. 

According to E. H, H. Graf, sales 
vice-president, S. R. Cudnohufsky 
will head the tracer unit, assisted 
by J. Cudnohufsky. R. L; Kamisch- 
ke will manage the broach division, 
and R. P. Cottrell will be estimat- 
ing and service manager for the 
two divisions. 


PG" TESTIN 


*Proving Ground 
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advantageous because the work 

is less monotonous, the people are 

more interested in their jobs and 
it creates better mechanics. 

An advantage of the fiberglass 
body to the assembling plant is 
that a mode] change only involves 
slight changes in the jigs and fix- 
tures, although the Corvette has 
not changed greatly since 1953. 

oe * * 

BS advantage to the producer of 

the fiberglass panels is that no 
large investment in stamping dies 
is required, but this is offset partly 
by the fact that the plastic is con- 
siderably more expensive than the 
Sheet steel. 

However, Molded Fiber Glass Co. 
says that fiberglass bodies now cost 
less than steel bodies in rung as 
high as 40,000 units, compared to 
15,000 units in 1953. The fiberglass 
die costs are reportedly 20 percent 
of the metal die costs. 

To the car buyer, the fiberglass 
body offers (1) no rusting, (2) 
less weight, (3) good sound and 
heat insulation, and (4) good re- 
pairability, although some deny 
this. 

One of the questions most often 
asked about the Corvette is “Why 
does Chevrolet, the greatest pro- 
ducer in the mass market, concern 
itself so much with this inherently 


Bridgeport, Conn., to 


the Chevrolet, 


oth straight year... < 


1st, 2nd, 3rd finishers rely on Raybestos! A. J. Foyt shot home ahead 
of the pack in the 1961 Indianapolis ‘*500.”’ Eddie Sachs and 
Rodger Ward were right behind him. The three had one thing 
in common: Raybestos Brake Lining. They knew they could 








G! One reason why Pezcgdeator 


Connecticut State Police check seal 
on brake drums at start of 
Raybestos Cross-Country 
Brake Lining Test in Feb- 
ruary. Drums were sealed 
so no changes could be made 
during 3000-mile run from 


Angeles. A °59 Chevrolet 
and a ’59 Ford were used. 
Stock sets of Raybestos PG 
Brake Linings—bonded on 
riveted on 
the Ford—were installed. 

































Assembling the Corvette Body— 

E. T. Teske (wearing tie), general superintendent of Corvette production, watches 
workmen prepare to lower a front body panel to the underbody panel at the 
Chevrolet plant in St. Louis. 

. 4 a 

tent and thus helps the division to 
maintain a broader perspective to- 
ward what can and cannot realis- 
tically be accomplished in a reg- 
ular car. 


limited segment of the market?” 

P. J. Passon, a Chevrolet engi- 
neer, replied that this car gives 
Chevrolet engineers an opportunity 
to disregard costs to a certain ex- 










Route included extremes of weather 
and road conditions—from the 
severe cold in the snow- 
covered mountains of the 
Northeast to the blistering 
hot highways of the South- 
west. Neither snow, slush 
Los nor intense heat had any 
noticeable effect on braking 
efficiency. City stop-and-go 
traffic produced much 
greater temperature buildup See | 
in linings and drums than 
mountain or desert driving. 





| 
| 
| 
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wins at Indianapolis! 








A. J. Foyt, winner, 1961 Indianapolis “500.” 
Speed, 139.130 mph —new track record. 


Gee 


That’s why we use this race to test and develop our linings. 
We learn a lot from the ‘*500’’ and, as a result, when you 
reline your customers’ cars with Raybestos you know you are 
assuring them of smooth, safe stops every time. 


count on it to give them that vital extra margin of safety as 


they braked down from over 170 mph into those vicious turns. 


“500” a proving ground for Raybestos! The long, hot miles of the 
Indianapolis classic add up to real punishment for brakes. 


For your own set of three 8 x 10 photos of A. J. Foyt, Eddie 


Sachs and Rodger Ward, just send $1.00 (to cover handling and 
postage) with your name and address to Raybestos. 
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Sales Rise, Too... 
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Interest in Seat Belts Revived 


(Continued from Page 18) 


that people with seat belts use| 
them least. The big thing that a| 
seat belt does for you is it prevents 
having your car knocked out from 


under you.” 
* * * 


Jack-Knife Problem 


E ADDED that a belt helps in 

any accident in which a person 
has room to jack-knife forward. 
Some of the previous Lincolns and 
Mercurys were especially good in 
this respect because there was 
enough room in their front seats 
for a person to jack-knife com- 
pletely forward without striking 
the dashboard. The smaller com- 
pact cars must be inferior safety- 
wise for this same reason, 


Fredericks pointed out that pad- 
ded dashboards are much more im- 
portant in a car with safety belts 
because the most common situation 
is for a person’s head to strike the 
dashboard in a crash. In a similar 
collision, a person not secured by a 
belt will generally strike the wind- 








NeW sare-[-Gace helps you 
clinch every possible sale! 


This revolutionary caliper-type instrument enables you to 
show motorists how much or how little stop is left in their 


linings. To make wheels off really 
famous... 


ay besteo ff 


Pull front wheels, SAFE-T-GAGE linings 


Check brake drums 

Inspect front wheel bearings 

Clean brake assembly 

Check hydraulic system 

Adjust brakes or recommend reline 
Road test brakes 


AMERICA’S BIGGEST 


shield with his face and the dash- 
board with his chest. 

A major problem with seat 
belts is persuading the people 
who have them to use them, In 
California, the most _ seat-belt- 
conscious state, some 3% percent 
of the cars have belts but a re- 





Test vehicles were thoroughly in- 
strumented in order to provide 
a complete record of brake 
applications. A U-tube de- 
celerometer and a line pres- 
sure gage on the hydraulic 
system recorded brake per- 
formance for each stop. 
Counters recorded the total 
number of stops (over 2420 
brake applications were 
made), and four pyrometers 
measured the brake lining 
temperatures at each wheel. 


RELINE WITH 


Machine Design Award 


Presented to LeTourneau 


DETROIT. — Robert G. LeTour- 
neau, pioneer builder of giant earth 
moving equipment that has been 
credited with “changing the face 
of the earth,” received the Machine 
Design Award of the American 
Society of Mechanical Engineers. 

LeTourneau was cited by the 
ASME for “outstanding achieve- 
ment and distinguished service in 
the field of machine design; for in- 
numerable ingenious engineering 
contributions associated with the 
design and production of a wide 
variety of heavy machinery in 
earth-moving and other heavy-duty 
materials handling.” 


pay off, use it with the 


POINT 
BRAKE 
CHECK 


(includes adjustment 








cent study revealed that only % 
of these belts were in use at 
any given time, Other studies 
show that only 10 to 40 percent 
of the seat-belt owners use them. 

“People need to be continually 
convinced to use their seat belts,” 
Fredericks said. “I feel we’re going 
to need a continual education pro- 
gram, After all, you can’t put a 
hostess in every car, as they do in 
every airplane.” 

* * * 

ONTRARY to the situation a 

few years ago, Fredericks said 
that most seat belts now on the 
market do a very good job. Many 
states require that belts be tested 
before they’re sold or that they be 
capable of passing certain tests. 
Again, California leads in this area 
by demanding that all belts pass 4 
dynamic test, simulating an actual 
collision. 

Generally, the better seat belts 
will have markings to show that 
they have passed the Society of Au- 
tomotive Engineers test (and are 
capable of a 4,000-pound load), or a 


ings used 


*Pat. pending 





SELLING FRICTION MATERIAL 














Lining wear 
Raybestos SAFE-T-GAGE* at 
end of trip revealed that the 
projected average life of 
stock Raybestos PG Brake 
Lining in this type of test is 
equivalent to 14 cross- 
country trips. Though lining 
wear was the most impor- 
tant finding of the test, it’s 
also worth noting that, as 
expected, the Raybestos lin- 


You can get this Safe-T-Gage free 
with a Raybestos 8-set assortment. 
See your Raybestos jobber. 


inventor 


(Calif.) 
introduced a portable stop sign 
which pedestrians could carry in 
their hands when crossing the 
street. 


A Pasadena 


Federal Aviation Agency test 
(3,000-pound load) or a U. S. Gen- 
eral Services Administration test 
(5,000-pound load). 

Of course, these recommended 
practices also prescribe many 





measurement with 


on this cross- 


country run never pulled, 
squealed or faded. 





RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 


21: 
other features such as release 
buckles, type of webbing, per- 
formance under load and fioor 
attachments. 


Fredericks said that shoulder 
belts might be better than lap belts, 
but that people would be even less 
inclined to use shoulder harnesses. 
Also, he noted that these are not 
ideal because (1) sometimes they 
exert extreme vertical loads on the 
spine, (2) they probably require 
head rests to prevent breaking the 
person’s neck on recoil, (3) they 
restrict necessary movement of a 
person in the car if the belt is snug 
and (4) they also cause the lap por- 
tion of the belt to put too much 
pressure on the abdomen. 

* = * 


Expense Reduced 


ONCLUDING his remarks, he 
said the seat belt anchors—con- 
sisting of a dimple in the carpet, a 
prepunched hole, a disposable rub- 
ber plug, a bearing plate and a nut 
—should encourage more people to 
buy seat belts because the installa- 
tion labor and costs will be greatly 
reduced. 
Installation has been a 2%- 
hour, $6-$8 job, but now a person 
can install his own belts. 


He added that Ford believes an- 
chors for two front-seat belts are 
adequate because about 95 percent 
of the accidents occur with only 
the front seats occupied. 

—dJ. M, C. 





Safety Committee 
Opens Summer 


Vacation Appeal 


WASHINGTON. — “Drive for a 
Safe Holiday” is the slogan of the 
1961 summer-vacation safety cam- 
paign sponsored by the Auto Indus- 
tries Highway Safety Committee. 


The committee has prepared and 
is distributing material urging mo- 
torists to be alert at all times while 
on the road. The material includes 
sample press and radio-TV re- 
leases, a form letter which em- 
Ployers can distribute among em- 
Ployes and a circular rubber stamp 
urging people to “Drive for a Safe 
Holiday.” 

The committee suggested that 
dealers could mai] the form letter, 
on their own letterhead, to new 
and used-car customers, service 
customers, employes, civic and 
business groups and friends. 


Dealers also could feature the let- 
ter in their local advertising, and 
use the special “Drive for a Safe 
Holiday” rubber stamp on outgoing 
mail, invoices, statements, sales 
literature and customer-contact 
cards, a committee spokesman said. 


New Book Tells 
Story of ‘00’ 


DETROIT.—History of the In- 
dianapolis 500 Mile Race, from the 
days of the fire-belching monsters 
to the modern underslung thunder- 
bolts gets a full-dress treatment in 
500 Miles to Go, by Al Bloemker. 


The 287-page book is published 
at $5 (one cent a mile, so to speak) 
by Coward-McCann, Inc., 210 Madi- 
son Ave., New York City. There 
are an additional 32 pages of pic- 
tures, including some early ones 
taken by Henry Ford. 


The reader who suspects that 
the author is above criticism of the 
race is probably correct, since 
Bloemker is the Speedway’s pub- 
licity man. With a nice sense of 
timing, the book’s publication co- 
incided with the 50th anniversary 
of the big race. 


Bullock Elected 


ROCKY MOUNT, N. C.—Don O. 
Bullock jr., head of Bel Air Chev- 
rolet Co., has been elected president 
of the Rocky Mount Automobile 
Dealers Assn., succeeding Flake B. 
Chipley jr, Other new officers are 
Ed Bandy, vice-president, and O. B. 
Smith, secretary-treasurer. 





Join our successful authors in a 
YOUR complete and reliable publishing 


program; publicity, advertising, 
handsome books. Speedy, efficient 
service. Send for FREE manuscript 
report & copy of Publish Your Book. 


CARLTON PRESS Dept.Aior 
84 Fifth Ave., New York 11, N. ¥. 
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Clyde Engineering Develops 
Automatic Screwdriving Unit 


A dual spindle Tru-Tork automatic 
screwdriving machine has been developed 
by Clyde Engineering and Mfg. Co., 937 
E. 10 Mile Rd., Madison Heights, Mich. 
Incorporated in the machine are two air- 
fed screwdrivers with Tru-Tork nose pieces 
and a special double track oscillating hop- 
per with two metering devices. 


In operation, a shuttle-type fixture is 
used to push the part into position where 
it is held firmly by a nylon pressure pad. 
When the part is centered under the driv- 
ing head, a limit switch is contacted which 
initiates the drivers. Screws are simultane- 
ously metered and driven while operator 


positions next part on the fixture. 
es 
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Westinghouse Introduces 


No-Moving-Parts Generator 


This propane fired thermoelectric gen- 
erator, designed and built by Westing- 
house Electric Corp., P. O. Box 868, Pitts- 
burgh 30, Pa., produces 50 watts of power, 
is totally silent and has no moving parts. 

It is said to be operated by a series 
of thermoelectric modules, constructed of 
high purity metals, which convert heat 
directly into electric current. Its prime 
purpose is for the cathodic protection of 
Pipelines and as a remote power source 
for communications and_ telemetering 


i t. 
equipmen ie 
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shops and car dealers in identifying col- 
ors on the 1961 cars. 

This chart shows the location of paint 
code tags, lists car manufacturers paint 


code numbers, color names, and Ditzler 
codes to assist the painter in making color 
identification for the jobs on hand. 

ee ee 


OIL DRAIN ASSEMBLY —A method of 
handling the used-oil problem in service 
stations and garages has been developed 
by the Signal-U Mfg. Co., 250 Railroad 
St., Canfield, O. The oil drain assembly 
is composed of 11-inch steel pipe topped 
with a 14-inch funnel. Components are 
arranged in a manner that allows the as- 
sembly to easily swing under an automo- 
bile, that has been raised with a hydraulic 
lift, to catch used oil being drained from 
the crankcase. Normally installed while 
the service station is under construction, 
the base of assembly is connected directly 
to a 2-inch line beneath the floor that 
carries discarded oil to a large under- 
ground storage tank. Oil may be pumped 
from the storage tank for salvage sale 
at the operator's convenience. 


Giant Broaching Machine 
Developed by Colonial 


The largest broaching machine ever 
designed and produced in the Detroit 
area was shipped by Colonial Broach & 
Machine Co., 21601 Hoover Rd., Warren, 
Mich. Weighing 80,000 pounds, the 44- 
foot-long machine is to be used for high- 
precision machining of the blade root 
forms in turbine wheels. 

In making a single cut on a turbine 
wheel blade root, the tools on this ma- 
chine will travel horizontally up to 20 
feet. Two strokes, or a total of 40 feet of 
tool travel, are required to finish a root 
form. Despite its huge size, the machine 
is so accurate that the maximum varia- 
tion of the bed on which the tools travel 
is within two-thousandths of an inch in 


the total length of 44 feet, it is said. 
ae 








6-Wheeled Military Truck 


Built by Chance Vought 


Chance Vought Corp., Dallas, has built 
a six-wheeled military vehicle that is pow- 
ered by an 80-horsepower, air-cooled en- 
gine and capable of 50-miles-per-hour 
highway speeds. Assisted by a propeller, 
it attains a speed of nearly five miles per 
hour on water. 

Called the Gama Goat, the two-seat 
vehicle features a four-wheeled tractor 
unit and a two-wheeled rear body linked 
together to provide power to all six 
wheels. The secret of its traction and 
climbing ability is a hinged, flexible link 
which allows it to bend, twist and roll 
keeping all six drive wheels against the 


ground at the same time. 
a ae 


Ditzler Wall Chart Lists 


1961 Automobile Colors 


A 17 by 22-inch wall chart listing body 
colors for the 1961 automobiles has been 
released by the Ditzler Color Division, 
Pittsburgh Plate Glass Co., 8000 W. Chi-| 
cago Ave., Detroit 4, Mich., to aid paint | 





| strokes a minute with an 18-inch stroke. 





6,000-Ton Forge Press 
Operated at Eaton Plant 


High-speed production of many types 
of forgings on a 6,000-ton capacity me- 
chanical press has begun at the Marion 
Division, Eaton Mfg. Co., Marion, O. 

The press, produced by the Ajax Mfg. 
Co., 1441 Chardon Rd., Cleveland, O., will 
be used in conjunction with a 25-foot- 
diameter rotary hearth furnace and auto- | 
matic conveyors. The press operates at 35 | 


Forging blanks will be heated to 2200 
degrees Fahrenheit in the furnace and 
fed continuously by automatic conveyor 
to the press. Die table area is 70 inches 
across and 74 inches deep with straight- 





Engineering and Production 
New Products 





Ingersoll-Rand Announces 
High-Speed Grinder Series 


The high-speed Ingersoll-Rand Series 15 
air-driven grinders are said to reduce pro- 
duction time, minimize operator fatigue, 
and provide easy access to all areas of 
the workpiece in metal grinding or buff- 
ing. 

The 12 grinders measure 16% to 18 
inches long and weigh 6% to 74 pounds. 
The tools have free speeds of 6,000, 
9,000, 12,000, 15,000 revolutions per min- 
ute. A choice of grip or straight handles 
and thumb or lever throttles are provided. 
Ingersoll-Rand Co., Phillipsburg, N. J. 

a 





Fletcher Develops Loom 
For Weaving Seat Belts 


Fletcher Industries, Inc., Cheltenham, 
Pa., has introduced a high-speed loom for 
the weaving of nylon seat belts. 


The unit weaves at a rate of 250 picks 
per minute, producing a continuous belt 
of nylon fabric. The loom has a warp stop 
motion and predetermined pick counter. 
Warp yarn can be delivered from beams 
or individual cegels. 


Synthetic Latex Eyed 


For Controlling Rust 


A synthetic latex developed by Good- 
year Chemical Division, Goodyear Tire & 
Rubber Co., Akron 16, O., may provide 
a method for controlling excessive cor- 
rosion and rust on automobile bodies and 
other metal surfaces. The new latex was 
designed specifically for use as an air 
dry metal primer for paint applications. 
Tests show the material, called Pliolite 
Resin Latex 481-X, to have excellent re- 
sistence to water and salt spray. Metals 
coated with the air dry primer have shown 
no traces of corrosion, even after 100 
hours of continuous exposure to salt spray, 
it is said. Water immersion tests have pro- 
duced equally good results. 
a oe 


Alcoa Introduces 2 Grades 
Of Aluminum Tinting Paste 


Aluminum Co. of America, Pittsburgh, 
has introduced two grades of aluminum 








the range of pastel metallic automotive | 
finishes. 

The pigments have been designated 
Alcoa Aluminum Tinting Paste Nos. 225 
and 226. Both offer excellent brightness 
and gloss characteristics for most paint 
bases, with No. 226 providing special 
gloss advantages in enamel systems, ac- 


cording to Alcoa technicians. 
* * * 


Printed Circuit Plating 


Electroplating onto copper and copper 
alloy printed circuits is substantially im- 
proved by Deoxyde, which removes ox- 
ides, light soils, fingermarks and similar 
plating deterrents through a simple dip- | 
ping operation, according to Meaker Co., | 
subsidiary of Sel-Rex Corp., Nutley, N. J. 

oe 


PORTABLE BALANCER—Gisholt Machine 
Co., 1309 E. Washington, Madison 10, | 
Wis., has announced the addition of a| 
transistorized portable balancer to its line | 
of balancing machines. The Gisholt Mas- | 
terline Balancers are said to feature build- | 
ing block design and selector switch oper- | 
ation to provide direct, useble answers 
for the large variety of vibration and bal- 
ancing problems occuring in rotating mem- 
bers of various assemblies or permanent 
installations. Small size and lightweight 
make them ideal for on-location use in| 
preventative maintenance programs that | 
take the harmful effects of unbalance in 
rotating components into consideration, 





Cooling System Improves 
Engine Performance 


A cooling system, designed to elimi- 
nate a major cause of cooling failure in 
liquid cooled engines, has been intro- 
duced by Wood Co., Cedar Rapids, la. 


This system, called the Wood Liquid 
Seal Cooling System, is said to eliminate 
aireation of the coolant, known to be the 
major cause for engine cooling failures. 
The system maintains a constant coolant 
level in the radiator regardless of its tilt- 
ed position and traps the air from the 
system thus eliminating the cause of hot 
spots, it is claimed. 





Kwik-Way Valve Facer 
Has One-Piece Mechanism 


Cedar Rapids Engineering Co., 907 17th 
St. N. E., Cedar Rapids, la., has released 
the Kwik-Way Model VS valve facer. 


The unit's surface grinding mechanism 
is now an integral part of the one-piece 
casting, which is said to eliminate the 
possibility of misalignment. The model is 
equipped with a '%2-horsepower capacitor 
type, constant speed motor for the grinder 
spindle only, and provides vibrationless 
floating power. Individual motors operate 





it is claimed. 














through access. 


tinting paste, whose availability widens 


Engineer 


CLEVELAND.—Clevite Corp, an- 
nounced the signing of a new 
agreement in its program to license 
rights under its patents in lead 
zirconate-lead titanate piezoelectric 
elements to qualified companies. 


The agreement, third to be sign- 
ed since January, is with French- 
town Porcelain Co., a division of 
General Battery & Ceramic Corp., 
Frenchtown, N. J. The firm makes 
insulators for spark plugs and 
other electrical ceramic compo- 


nents. 
* * * 


Semiconductor Division 


Is Formed by Bendix 


DETROIT. — Electronic semicon- 
ductor manufacturing operations of 
Bendix Corp. have been established 
as a separate division. General 
manager of the new Bendix Semi- 
conductor Division, Holmdel, N. J., 
is Albert P, Harcher, formerly 
works manager for Clevite Tran- 
sistor Products Division of Clevite 
Corp. 

The semiconductor engineering 
and manufacturing group formerly 
operated as part of the company’s 
Red Bank Division, which also has 
plants at Eatontown and Red 
Bank, N. J. Dr. Wallace C. Cald- 
well, formerly plant manager, is 
assistant general manager of the 
new division. 





* * 2 


Tire Material Developed 


LOUISVILLE.—A new “air bar- 
rier’ material can improve per- 
formance and prolong the life cf 
tubeless tires in the future, accord- 
ing to a paper read at the recent 
79th meeting of the American 








the chuck and coolant pump. 


ng Briefs 





Chemical Society of Rubber Chem- 
istry. The paper, delivered by 
Richard H. Dudley, senior engineer 
with the Enjay Chemical Co., dis- 
cussed chlorobutyl, a new material 
developed by Enjay for use as an 
innerliner, 
* * * 


Autolite Names Plug Plant 


TOLEDO.—Electric Autolite Co.’s 
new spark plug production facility 
will be located at its Bay City 
(Mich.) plant and will be in pro- 
duction by the first of the year, ac- 
cording to Robert Twells, vice- 
president. 

* a * 


Zinc-Magnesium Alloy Offered 


To Hot-Dip Galvanizers 
CINCINNATI. — A zinc-magne- 
sium alloy (97 percent prime West- 
ern zinc, 3 percent magnesium) for 
the hot-dip galvanizing of steel is 
(Continued on Page 34, Col. 3) 





Motor Wheel Adopts 
New Goodyear Rim 
LANSING.—The adoption of 
Goodyear Tire & Rubber Co.’s 
new precision rim for most truck 
and bus wheels has been an- 
nounced by Motor Wheel Corp. 
The new rim is precision built 
to within .031 of an inch of a 
true circle, which gives it a con- 
trolled radial and lateral runout 
50 percent better than industry 


tolerance standards, the firm 
said. 
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(Continued from Page 18) 


nsists largely of sales to sport- 

r owners and to several factories 
hich carry these wire wheels as 
- P.Os (regular production options) 
xr the Corvair Monza, Corvette, 
rhunderbird and Lincoln. 

2ecently, there also has been a 
zoodly number of feelers from 
other compact-car producers. Some 
of them are requesting prices for 
startling quantities. 

* * * 

UT Dayton Wheel officials view 
B this with extreme wariness, 
much preferring to continue with 
their low-volume and relatively 
high-priced operation. They don’t 
have high-volume tooling and they 
see no chance of wire wheels ever 
becoming standard equipment. 

Parsons said the company’s cur- 
rent output is 50 sets of wheels a 
week, and this is at full capacity. 
When he said that production had 
been at about this rate for the 
past two years, the logical question 
appeared to be, “How can you tell 
that there’s a boom in wire 
wheels?” 

He replied, “Well, we used to 
be one week behind in our de- 
liveries. Now we’re eight weeks 
behind.” 

Dayton Wheel also does a good 
deal of wire whee] rebuilding—es- 
pecially for European Cars. Parsons 
said the European wheels only 
seem to last a couple of years on 
United States roads, although it’s 
possible that the rest of the Euro- 
pean car lasts longer. 

The company also manages to 
hold down its sales volume by its 
prices—about $400 a set—and by 
selling only “knock off” or “quick 
change” wheels. These wheels, like 
race car wheels, can be quickly 
removed by merely unscrewing the 
knock-off hub cap. About 20 per- 
cent of the buyers save $100 a set 
by ordering enameled wheels. 


Knock-Off Wheel a Hit 
SET of Dayton wire wheels 
consists of five wheels, 


patented hub adapters which are 


bolted on to the brake drum, just| 


as wheels ordinarily are. 
Although most of these wheels 
are fitted on non-competition cars, 
their owners enjoy owning the 
knock-off wheels. They’re helpful 
if the brakes need adjusting or the 
tires need changing, Presumably, 
an imaginative owner 
some excuse every week for re- 
moving the wheels. ; 
Parsons said the Dayton wire 
wheels are different than most 
other wire wheels because the steel 
spokes are radially laced, mean- 
ing that the spokes are all approxi- 
mately parallel to each other. Other 
wire wheel producers uSe CTIiss- 
cross lacing. = 
Parsons asserted that radial 
lacing produces a better looking 
wheel, permits easier cleaning 
and results in less corrosion be-_ 


Car-Upkeep Month 
Is Called Best 


In Four Years 


CHICAGO —The “Good Car- 
Keeping Month of May” program 
for 1961 was the most successful 
of its four-year history, according 
to Vernon G. Volland, executive 
director, Good Car-Keeping Insti- 
tute. Many will continue the pro- 
gram through the summer. 

Highlighting the month-long ob- 
servance was Comedian Red Skel- 
ton’s acceptance of the Good Car- 
Keeping Month chairmanship. 


“This year’s Good Car-Keeping | 


Month was a monumental success 
and the ground swell of support 
Suggests that this program in the 
future should be observed in the 
fall as well as in the spring,’ Vol- 
land said. 

In 51 cities, Mayors signed proc- 
lamations designating May as 
“Good Car-Keeping Month,” 
urged citizens to practice regular 
appearance maintenance, prompt 
mechanical maintenance, and pre- 
serve pride of ownership for safe, 
thrifty, and happy driving. 

On the statewide level, the Gov- 
ernors of Iowa and Tennessee also 
signed proclamations, Volland said. 


four | 
knock off hub caps and four of the| 


thinks up| 


and | 


cause the spokes don’t touch each 
other. 

Asked if this were a new de- 
velopment, he said, “Well, some} 
people think so, but the first car| 
ever built by Gottlieb Benz had| 
radially-laced wire wheels.” 

Discussing wire wheels generally, | 
Parsons said they have a lot of 
advantages, including the fact that| 
the brakes operate better because 
they’re exposed to more air and 
that they’re somewhat lighter than 











U. S.-Built Machine Shipped 


To German Auto Plant 


ROYAL OAK, Mich.—A large 
batch-type castings impregnation 
machine, built by Prenco Mfg. Co. 
here, was recently shipped to Co- 
logne, Germany. 

The dual-autoclave unit, designed 
for pit installation, is to be used 
in a Cologne automobile plant for 
sealing intake manifolds with a 
metal oxide type sealant which 





makes them leakproof. 


disk wheels, reducing unsprung} 


weight and improving the ride. 

“In addition,” he continued, “wire 
wheels are more resilient. There’s 
‘give’ in the rim and spokes. This 
is especially good for absorbing 
high-frequency vibrations, These 
vibrations aren’t too noticeable, al- 
though they may put your hand 
or foot to sleep. 

* * x 
i erage when you're in a 
car with wire wheels, you feel 
as if the tires are soft. Most people 
with wire wheels carry one or two 
pounds more air in their tires for 
greater tire wear.” 

Asked about the relative strength 
of wire wheels, he said that you 
can get any strength desired, al- 
though it’s best not to have a wheel 
that’s too strong because the im- 
pact from bumping a curb will 
then be transmitted 100 percent to 
the axle and »ther components that 
are more difficult to repair. 

The spokes on the Dayton 
wheels are carefully tightened on 
a “truing stand” which doesn’t 
release the wheel until the “true- 
ness” is within certain limits, In- 
cidentally, Dayton Wheel buys its 
rims from the major wheel mak- 
ers, including Kelsey-Hayes, 
Motor Wheel and Budd Co. 

Although wire wheels have 











Complete Assembly— 


sists of a wheel, a knock-off hub cap and 


to the brake drum. 





The complete wire wheel assembly con- 


the patented hub adapter which is bolted 


* ® * 


changed little over the years, Par- 
sons and his smal] engineering 
group are often kept busy adapting 
their wheels to changes made by 
the auto makers, such as brake 
drum relocations or tire track 
changes. 

In an effort to reduce the cost 
of the wheels somewhat, Parsons| 
is currently experimenting with| 





23. 


vacuumized metallizing, as a sub- 
stitute for chrome plating. Al- 
though this saves about $25 a set, 
there is some question about the 
durability of this coating and tie 
surface may be a little too bright 
He has also considered stainless 
steel wheels, but these are too ex- 
pensive, 

During the company’s early days, 


| Dayton Wheel did a booming busi- 


ness with airplane manufacturers 
(until magnesium wheels came 
along), with the Indianapolis race 
cars (until Dayton Wheel officials 
noticed that the race car owners 
were usually broke and couldn’t 
pay their bills) and with the man- 
ufacturers of such cars as the 
Auburn, Duesenberg and Jordan 
Playboy. When these markets dried 


| up, the company dropped out of the 


wire wheel business for a few 
years. 

Parsons dates the current revival 
from 1953 when the company was 
reorganized to fill an order for the 
Packard Caribbean series. 

“But we don’t want to get too 
big,” Parsons said. “This business 
comes and goes.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


Remember when... 


Willie Hoppe won his 
51st Championship at 35 


They'd called him ‘Boy Wonder” in 
1906 when he won his first champion- 
ship. Now in 1952, he was “Old 
Master’. What else would you call a 
pro who'd reigned over a game for 46 
years? True to his billing, he won 
the three-cushion crown—his 51st 
championship. His secret? He was 
always positive he would make the shot. 

What gives pros that supreme con- 
fidence? It’s years of experience and 
exclusive concentration on their 
chosen game. 

When it comes to bearings, put 
your confidence in the pros of the 
bearing business. Over sixty-one years 
devoted to the design, manufacture 
and performance of just one type of 
bearing — Timken® tapered roller 
bearings—have enabled the Timken 
Company to pack more and more 
capacity into a smaller and smaller 
bearing that costs you less. You can 
have confidence that Timken bearing 
engineers will save you time on the 
assembly line, money in warranty 
costs. 





Se ee 


Bearing Pro JACK SPLITSTONE says: “We're positive we 
have the most economical solution to your bearing problem.” 


Put this experiencé to work for 
you. Call in the pros of the bearing 
business. The Timken Roller Bearing 
Company, Canton 6, Ohio. Cable 
address: ““Timrosco’’. Makers of 
Tapered Roller Bearings, Fine Alloy 
Steel and Removable Rock Bits. 


TIMKEN 


Tapered Roller Bearings 
made by the pros of the bearing business 








FORD FAMILY OF FINE CARS CLEARINGHOUSE 244 OF A SERIES 
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The Ford Motor Company styling team which created the 1961 Lincoln Continental has 
been honored for its “noteworthy and fresh approach to design” in the 11th annual award 


program of the Industrial Designers Institute. 


Lincoln Continental is the only car honored this year by I.D.I., a group of the nation’s 


top professional designers, in a competition which covers hundreds of industrial products 


Pounded - 4 4 Z : 
hose of all types. In fact, Lincoln Continental is only the 4th automobile to win one of these 


. 


coveted awards in the eleven-year history of the program—and only Ford Motor Company 


stylists among automobile designers have won the award twice! 





Designers prize the I.D.I. honor highly because it is a rare one. No more than three 
products are singled out annually and a two-thirds vote of the exacting design group’s 
award committee is required for selection. Thus, in 11 years, only 30 products have earned 


awards for their designers or design teams. 


We feel that you, our dealers, will join us in hearty “congratulations” to the stylists 
who have earned the prized I.D.I. award . . . and will find it reassuring to know that talented, 
respected men like these are designing the products you offer your customers. Another 


reason why it’s great to be a dealer in the Ford Family of Fine Cars. 
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MOTOR COMPANY 


The American Road 
Dearborn, Michigan 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Forde FaiconeThunderbird eComete MercuryeLincoln Continental 
@ English Ford Line e- Ford Trucks @e Farm and Industrial Tractors 
and Equipment e Industrial Engines e Special Military Vehicles 
e Aeronutronic—Products for the Space Age e The American Road 
Insurance Company e Ford Motor Credit Company 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. _— 


FARGO, N. D. 


Tri-State Auction. Sale every Thursday. 
Prices are for sale of June 15. Anniver- 
sary sale of June 15th was red hot selling 
86 percent of consigned automobiles. Mar- 
ket strong on sharp merchandise. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
610* (ps); 4-dr., $1,420*. 

’57 Special Estate Wagon 4-dr., $755* 
(ps); RM 4-dr. Riviera, $615* (ps). 

’54 Special 2-dr. Riviera, $245*. 

’53 Special 4-dr., $125*. 

CADILLAC—’58 (62) conv., $1,850* (ps). 

’57 (62) Coupe de Ville, $1,725* (ps); 
4-dr. hardtop, $1,625* (ps). 

55 (62) 4-dr., $620* (ps), $620*. 
’53 (62) Coupe de Ville, $180* (ps) 
OHEVROLET—'61 Impala (8) 2-dr., $2,- 
435*; 4-dr., $2,350* (ps); Bel Air (8) 

4-dr., $2,275*. 

"60 Impala (8) conv., $2,385* (ps); 2-dr. 
hardtop, $1,975*, $1,945*, $1,920; 4- 
dr., $1,850*; Brookwood (8) 4-dr., $1,- 
715*; Corvair Monza (6) 2-dr., $1,- 
705; Corvair 700 (6) 4-dr., $1,255; Bel 
Air (8) 2-dr., $1,475. 

59 Bel Air (6) 4-dr., $1,230; Biscayne 
(6) 4-dr., $1,130; 2-dr., $950*. 

"5S Nomad (8) 4-dr., $940* (ps); Bis- 
cayne (8) 4-dr., $900*, $755*. 

’57 Bel Air (8) 4-dr., $800*; Two-ten 
(8) 2-dr., $765*, $575*. 

’56 Two-ten (8) 4-dr., $380. 

55 Two-ten (8) station wagon 4-dr., 
$500; 2-dr., $465; Delray, $435; Bel 
Air (8) 4-dr., $375* (ps). 

CHRYSLER—’59 Windsor 4-dr., $1,315* 
(ps). 

’54 Windsor 4-dr., $235*. 

DODGE—’60 Dart (8) Seneca 4-dr., $1,- 
625* (ps), $1,420. 

’57 Coronet (8) 2-dr. hardtop, $695*. 

FORD—’60 Galaxie (8) Starliner, $1,665; 
Fairlane (8) 4-dr., $1,550* (ps), $1,- 
490, $1,275*; Ranch Wagon (8) 4-dr., 
$1,490*; Country Sedan (8) 4-dr., $1,- 
465*; Falcon (6) 4-dr., $1,465*, $1,- 
260*. 

’59 Thunderbird (8) conv., $2,485* (ps); 
Galaxie (8) 2-dr., $1,280*; Ranch 
Wagon (8) 4-dr., $1,240*, $1,230*, 
$1,185*; Custom 300 (8) 4-dr., $1,225*, 
$1,075, $1,075*; Fairlane (8) 4-dr., 
$945*. 


58 Thunderbird (8) conv., $2,020* (ps), 


$1,990* (ps); Fairlane 500 (8) conv., 
$950* (ps); 2-dr., $920* (ps). 

’57 Country Squire (8) 4-dr., $715* (ps); 
Country Sedan (8) 4-dr., $680; Fair- 
lane (8) 4-dr., $665, $575*; 2-dr. Vic- 
toria, $535; Custom 300 (8) 4-dr., 
$565, $485*, $290; Custom (8) 2-dr., 
$535. 

"656 Fairlane (8) 4-dr., $585*, $235*, 
$195*; 2-dr., $470*; Country Squire 
(8) 4-dr., $540; Custom (6) 2-dr., 
$160. 

*54 Custom (8) 4-dr., $250, $170; 2-dr., 
$175; Crest (8) 4-dr. Victoria, $185* 
(ps); Main (8) 2-dr., $165. 

LINCOLN—’56 Premiere 4-dr., $625* (ps). 


MERCURY—’59 Park Lane 4-dr., $1,385* 
(ps). 
’55 Monterey 2-dr., $305. 
°53 Monterey 4-dr., $120. 
OLDSMOBILE — ’58 (88) 4-dr. Holiday, 
$860* (ps). 
"54 (88) 4-dr. Holiday, $195*. 
53 (88) 4-dr., $180*. 
PLYMOUTH — ’'57 Belvedere (8) conv., 
$600* (ps). 
’56 Suburban (8) 4-dr., $365*; Savoy 
(6) 4-dr., $120. 
’55 Belvedere (8) 4-dr., $180, $165. 
PONTIAC—’61 Tempest (4) 4-dr., $1,780. 
760 Catalina 4-dr., $1,950*, $1,900* (ps), 
$1,775* (ps); Safari 4-dr., $1,900* 
(ps). 
‘55 Chieftain 4-dr., $340. 
53 Chieftain 4-dr., $145* (ps). 


RAMBLER—’60 Custom (6) 4-dr., $1,500*, 
$1,250*. 
*59 American (6) Custom station wag- 
on 4-dr., $855. 
STUDEBAKER—’59 Lark (6) Regal sta- 
tion wagon 2-dr., $950. 
MISCELLANEOUS ’61 GMC wagon (9 
pass.), $2,060. 
*59 Ford (6) 14-ton pickup, $815. 
’58 Ford %-ton pickup, $765 
’57 GMC %-ton pickup, $635. | 
*55 Ford 1-ton, $700; %-ton pickup, $495. 
’54 Chevrolet 1-ton, $460. 

. TYR? . ~ 
MELVINDALE, MICH. 
Aptco Auto Auction. Sale every Wednes- 

day. Prices are for sale of June 14. 
BUICK—'60 Electra 225 conv., $2,675* 
(ps); LeSabre 4-dr. hardtop, $2,230* 
(ps). 
*59 LeSabre 2-dr. hardtop, $1,690* (ps); | 


$1,460* 
$590*. 


Electra 4-dr., (ps). 


’57 Special 2-dr., 











| 


’56 Special conv., $435* (ps). 
’37 Century 4-dr., $515. 


CADILLAC—’57 (62) Coupe de Ville, 
500* (ps). 

’56 (62) Sedan de Ville, $885* (ps). 

’54 (62) Coupe de Ville, $410* (ps). 


CHEVROLET—’61 Corvair Greenbrier 
station wagon 6-dr., $2,250*; 
700 (6) station wagon 4-dr., 

"60 Impala (8) conv., $2,160*, 
(ps), $2,070*; Kingswood (8) 
$2,060* (ps); Parkwood (8) 4-dr., 
900* (ps); Corvair Monza (6) 
$1,725*, $1,400*; Corvair 700 
dr., $1,425"; Corvair 500 (6) 
$1,220, $1,205, $1,180. 

’59 Impala (8) 2-dr., 
550*, $1,525*; Parkwood (8) 4-c 
$1,545* (ps), $1,450*; Parkwood 
4-dr., $1,410; Bel Air (8) 4-dr., 
265*, $1,200*; 2-dr., $975; Bel 
(6) 4-dr., $1,190*; 


$2,1 


(ps) 


$1,- 


(6) 


Corvair 
$1,980*. 


00* 


4-dr., 
$1,- 
2-dr., 


4- 


4-dr., 


$1,595*; conv., $1,- 


BPs 


(6) | 
$1,- 


Air 


Biscayne (6) 2-dr., 








$1,065, $1,060. 

’58 Yeoman (6) 4-dr., $970. 

’57 Bel Air (6) sport ‘sedan, $800*; Two- 
ten (8) station wagon 4-dr., $745*, 
$735; Two-ten (6) sport sedan, $605*; 
One-fifty (6) 2-dr., $630. 


’56 Bel Air (6) 4-dr., $550; Two-ten (6) 


4-dr., $480; station wagon 4-dr., $450. 
’55 Bel Air (8) conv., $440; Two-ten 
(6) station wagon 2-dr., $265. 
COMET—’60 Comet (6) station wagon 2- 
dr., $1,565; 4-dr., $1,510*. 
DeSOTO — ’60 Adventurer 2-dr. hardtop, 
$1,995* (ps). 
DODGE—’56 Royal (8) 2-dr., $380*. 
FORD—’61 Falcon (6) 2-dr., $1,800*, $1,- 
595. 

’60 Galaxie (8) conv., 2 at $2,035* (ps), 
$2,025* (ps), $1,905* (ps), $1,855* 
(ps); 4-dr. Victoria, $1,700* (ps); 2- 
dr., $1,585*, $1,575* (ps); Country 
Squire (8) 4-dr., $1,775*; Country 
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Sedan (8) 4-dr., $1,500; Falcon (6) 

4-dr., $1,360, $1, 320*: Custom 300 (8) 
2. dr., $1,360, $1, 300; Fairlane 500 
(8) 2-dr., $1,200. 

’59 Thunderbird (8) 2-dr, hardtop, §$2,- 
300* (ps); Galaxie (8) 2-dr. Victoria, 
$1,425* (ps), $1,410* (ps), $1,165*; 
Country Sedan (8) 4-dr., $1,420*; 
Fairlane 500 (8) 2-dr., $1,175* (ps); 
Fairlane (8) 2-dr., $1,010, $995* (ps), 
$985; Fairlane (6) 2-dr., 2 at $950. 

’58 Fairlane 500 (8) conv., $1,060* (ps); 
Skyliner, $975*, $815*; Country Sedan 
(8) 4-dr., $695*; Custom 300 (6) 4-dr., 
$615; 2-dr., $375. 

’57 Fairlane 500 (8) conv., $835*, $825*; 
2-dr., $680*, $570*; 2-dr. Victoria, 
$660; Country Squire (8) 4-dr., $660*; 
Ranch Wagon (6) 2-dr., $615; . Fair- 


lane (8) 2-dr. Victoria, $485*; Custom 
(8) 2-dr., $425. 

’56 Fairlane (S&S) 4-dr., 
toria, $465*. 


$675*; 2-dr, Vic- 


+ —~ 


’55 Fairlane (8) 2-dr. Victoria, $440%; 
2-dr., $325; 4-dr., $180*; Custom (8) 
4-dr., $300. 

’54 Custom (8) 4-dr., $285. 

LINCOLN —’58 Premiere 2-dr, hardtop, 
$1,390* (ps); Capri 4-dr. hardtop, 
$1,275* (ps), 

| MERCURY—’60 Monterey 4-dr., $1,7350* 
(ps). 

’59 Monterey 2-dr., $1,150*. 

’57 Monterey 2-dr. hardtop, $675*. 

’55 Monterey 4-dr., $205*, 
OLDSMOBILE — '59 (88) conv., $1,950* 
(ps); 2-dr., $1,830* (ps), $1,400*. 

’57 (88) Super 4-dr., $550* (ps). 

’56 (98) 4-dr. Holiday, $575* (ps); (S88) 
Super 2-dr., $475*. 

’54 Super 4-dr., $425*. 

PACKARD—’56 Clipper Deluxe, $150*. 

PLYMOUTH— 60 Suburban (6) Deluxe 2- 








dr., $1,515*; Belvedere (8) 4-dr., $1,- 
400*; Valiant 200 (6) 4-dr., $1,290, 
$1,150. 

’59 Fury (8) 4-dr. hardtop, §$1,130* 
(ps). 

’57 Belvedere (8) conv., $600*; Plaza 
(6) 4-dr., $300. 

’50 Special 4-dr., $130. 

PONTIAC—’61 Star Chief 4-dr., $2,730* 

(ps). 

’60 Ventura sport coupe, $2,615; Bon- 
neville conv., $2,600* (ps); sport 
coupe, $2,500* (ps). 


’59 Bonneville sport coupe, $1,980* (ps). 

’58 Chieftain 4-dr. Catalina, $1,000*. 

’56 Chieftain (870) 4-dr. Catalina, $415*; 
2-dr. Catalina, $310; Star Chief 4-dr, 
Catalina, $300*. 


RAMBLER—’60 Super (6) station wagon 


4-dr., $1,575*. 
"59 aera. (6) station wagon 4-dr., $1,- 
215*; 4-dr., $1,005. 
"5S Rebel (8) Deluxe 4-dr., $780* (ps); 
Deluxe (6) 4-dr., $600. 
’57 Super (6) station wagon 4-dr., $475*, 
ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
June 12. The car market today continued 
strong despite last week’s continued rain. 
Our car suppliers report nice clean used 
cars difficult to buy from new car dealers, 
Prices were strong on all clean units ag 
usual fixed over’s went begging for buyers. 
£old 96 cars from 129 consignments. 


BUICK—’57 Super 4-dr. Riviera, $625* 
(ps). 

56 RM 4-dr., $600* (ps); conv., $375* 
(ps); Century 4-dr, Riviera, $235* 
(ps). 

CADILLAC—’61 (62) 2-dr. hardtop, $4,- 


400* (ps); 
de Ville 2-dr. hardtop, 
(Continued on Page 27, Col, 


4-dr. hardtop, $4,325* (ps); 
$4,035* (ps). 


1) 








bert. 
ALABAMA 


JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 


COLORADO 











Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 


Norman Early 








of 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 


10 


A.M. Dealer-owned. Dealers only. 











FLORIDA 
WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 


W. Palm Beach Fairgrounds. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





MICHIGAN 


State Fair 


Auto Auction, Inc. 
OF GREATER DETROIT 
@ Open Daily 9-5, 








SALE Mon. 9 am-11 pm 
EVERY for Auction 
TUESDAY Reservations. 
AT 11 A.M. | @ Checks & Titles 
Guaranteed. 


@ Auto Auction Report Weekly. 

@ Big Jackpot Cash Prize. 

@ Auction Checks Issued. 

@ Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 
(Near Woodward & State Fair Aves.) 


TO 9-4660 
NOW! 


Special Truck Lane 
Every Tuesday, 11 a.m. 








For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 





Overstocked? Inventory Unbalanced? 


Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 











MICHIGAN 


i 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
©@ Conveniently located in the heart of the 
automobile world 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 
Fair management, 

MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


e@eee 








NEW JERSEY 


N-A-D-E 


Ae at a 


OVER 


600 CARS|... 


EVERY WEEK LANES 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike « AXminster 8-3400 


L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 





LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4 
(minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 


Automotive News, Detroit 7, Michigan. 


$4.00, 13-times; $3.50, 52-times. Dis- 












NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
SRN NE AI PEE EES NRA RLS RRA TA REI NSE BE 
5 NEW YORK 








NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — || O'Clock 
{80 car sale average 


All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





CH 
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650* (ps); 4-dr.,, $1,505* (ps); In- (ps). 
’57 (300C) conv., $950* (ps). 


victa, $1,410* (ps); LeSabre 4-dr. 
hardtop, $1.250* (ps). Model Breakdown COMET—’61 Comet 2-dr., $2,005*. 
60 Comet 4-dr., $1,400. 


a e 
’58 RM 4-dr. Riviera, $1,215* (ps); Cen- ° 
Used-Car Auction Prices tury dr, Riviera, sos (py; Sam| Of Auction Averages | r-soro 57 ‘Adventurer 2-00. naraton, 
$850* $760* (ps); Fireflite 4-dr, hardtop, 


































































an (ps); Special 4-dr., June, 1961 May, April, $620°. 
‘57 Super 2-dr. Riviera, $950*, $755* Model To Date 1961 1961 DODGE—’61 Polara (8) 4-dr. hardtop, 
(ps), $655* (ps); 4-dr. Riviera, *;| 39061......... $2,300* (ps); Dart (8 i -dr., 
(Continued from Page 26) ne. aaa co ar cone ‘Seeet = = Tae “an "Toe eo (8) Phoenix 4-dr 
' 62) 4-dr. hardt $2,800* ( CHRYSLER—'59 Sarat 2-4 1,470* (ps); 4-dr. Riviera, $305*. ee ome : : . "60 Polara (8) conv., $1,835* (ps); Dart 
cana he : - os owe war — aratoga 2-dr., $1,470 '56 Century conv., $545* (ps); Super oa pavcdibueis “oe 1,465 1,367 (8) Phoenix 4-dr. hardtop, $1,655* 
CHEV oT’ mpala (8) sport se- i weed conv., $520* (ps); Special 2-dr., $355*| 1958.......... ‘ ee 
dan, $2,200*. wee: 58 Fireflite 2-dr. hardtop, $90U* (ps). $ 1957 oe oa oa ’57 Custom Royal (8) 4-dr. hardtop, 
99 Tmupain, (8) epost coups, $1,000° (pe), ] a6 Dircucmne 4cde, ge CADILLAC—’61 (62) 4-dr, hardtop, $4,- oa NO ak ia ake, RASStO, -STES™ Saas 
$1,940* (ps); Corvair (6) 4-dr., $1,-| °54 Firedome 2-dr, hardtop, $100°. anno, (ps); 2-dr. hardtop, $4,205° (ps). os Be see on oa = rm 4,010° (pe); Galaxie (8) sout, @ae 
260. DODGE—'57 Royal (8) 4-dr., $540* (ps). 60 de Ville 2-dr. hardtop, $3,735* (ps), |  o@esssct zs 570* (ps); Falcon (6) onto” 
‘59 Brookwood (6) 4-dr., $1,250, $1,100; '55 Royal (8) 4-dr., $150*. $3,700* (ps); (62) 4-dr. hardtop, $3,-| 1954............ 200 220 210 A 2d Pe); alcon (6) 2-dr., $1,650. 
Biscayne (6) 2-dr., $1,150; Biscayne| FORD—’61 Falcon (6) 2-dr., $1,625. io o* (ps); 2-dr. hardtop, $3,150* (ps). Overall 800* “o », $3, Ten 5 aoe’ ee 
(8) 2-dr., $1,150*. ‘60 Country Sedan (8) 4-dr., $1,570*| ‘59 de Ville 2-dr. hardtop, $3,550* (ps); Av $1,031 $1,050 $1 Ranch "Wagon (6) f-4%.," $1,880, $i, 
‘58 Yeoman (6) 4-dr., $1,025; Biscayne (ps); Galaxie (8) 4-dr, Victoria, $1,- 4-dr. hardtop, $2,860* (ps), $2,760* ee ve $1, $1,087 300; Fairlane 500 (6) 2 ae $1,308%; 
(6) 2-dr., $850*. 550* (ps); Fairlane 500 (8) 4-dr., $1.- se’ (60) Special 4-dr. hardtop, $3.- ~ 4-dr $1 255°. $1,215"; Fairlane (6) 2. 
‘57 Bel Air (8) station wagon 4-dr.,| ,.200" (Ps). ey ma (62) 2-dr. hardtop, $2,770° ceiah thy Sen, Ganenn, ocean oi AU MANO oe 
985*; 4-dr., $785*; 2-dr., $775*; Bei underbir -dr., $2,18 ps);]_, : 8) 2-dr., $1,445°, $1,325°, $1,-| » - 
Mir (8) pg $950°" Two-ten Galaxie (8) 2-dr., $1,385*; 4-dr., $1-| (62) Coupe de Ville, §2,180* (ps), 325; 4-dr., $1,400; Biscayne (6) 4-dr., "Oe5° (pe); Galante “ay cones a 555° 
(6) station wagon 4-dr., $850; 2-dr., 225* (ps); Fairlane (8) 4-dr., $1,060*; vont ak ao ae oo (ps), $1,400* (ps), $1,305* (pa); 4-d 
$770; 4-dr., $700*; Two-ten (8) sta- Custom (8) 2-dr., $985*; 4-dr., $925.| ,,,(P8), $1,650* (ps), $1.450* (ps). 59 Impala (8) sport sedan, $1,635* (ps), Victoria, $1,390" ‘(ps), 2 at $1 300° 
tion ‘wagon 4-dr., $850; 4-dr., $600. ’58 Country Squire (8) 4-dr., $1,025* 57 (62) Coupe de Ville, $1,585* (ps), $1,590*, $1,550* (ps), $1,515* (ps), . a : pe), , 
g » $850; , ‘aay; Ramen Wanen 16) ds. oie? $1,530* (ps), $1,510* (ps); (60) Spe- $1,505*; conv., $1,580" (ps), $1,550* Seas Tubteae On 18) ak 
5§ Two-ten (6) station wagon 4-dr..| $575: Country Sedan (8) 4-dr., §775*.| ,,c18l 4-dr. hardtop, $1.350° (ps). (ps), $1,525*"" (pa), $1,495%, §1,450"| Ranch Wagon (8) 4-dr.,. $1,200* (pa); 
$610; A-dr.. $o75*, $440°; 2-dr.. $380: | +57 Fairlane (8) 2-dr. Victoria, $700°; dorado Seville, §1,025* (ps), $975* (ps); Parkwood (8) 4-dr., $1,435* Fairlane (8) 4-dr., $1,135°, $1,080° 
Bel Air (8) 4-dr., $550*, $440*; One- Custom (8) 4-dr., $550; Ranch Wagon ee) Se ae. ae (pe), 94,408* (ps), $2,900"; Bel Air (ps), $995*; 2-dr., $945*; Custom 300 
Ree eee tara as oe (8) 2-dr., $525; Custom 300 (*) 2-dr.,| ,,,5730*; Sedan de Ville, $815* (ps). (8) 4-dr., $1,200*, $1,120, $1,090*, $1,- Sy ‘eae, fenee” ; Custom 
rw  o* $510; station wagon $480* (ps). 55 (62) Coupe de Ville, $925* (ps). 050*; Brookwood (8) 2-dr., $1,070; 5g atrian, by *(8) skyli 1.160* 
olan a ° ’56 Parklane (8) 2-dr., $470* (ps); Cus- | CHEVROLET—’61 Impala (8) conv., $2,- Biscayne (8) 4-dr., $975*, $950*. (ps); conv $1 030° Coase” Feiian 
55 Bel Air (6) 2-dr., $540*; sport coupe. tom (8) 2-dr., $385* (ps), $270; Main 700* (ps), $2,660* (ps), $2,610* (ps); ’58 Impala (8) sport coupe, $1,330* (ps), 500 (6) conv., $755*; 2dr Victoria, 
rk. ees Eee, See ees ee (8) 2-dr., $220. sport sedan, $2,445* (ps), $2,440* (ps), $1,230* (ps); conv., $1,315* (ps), $1,- $750°; Fairlane’ (8)' 4-dr. Vietoria, 
Air (8) 4-dr., $130*; Two-ten (6) sta-| 54 Custom (8) 4-dr., $185; 2-dr., $150. $2,355*; sport sedan, $2,325*; Impala 100° (ps); Brookwood (8) 4-dr., $1,- $825*: Custom 300 (6) 4-d $715*: 
tion wagon 4-dr., $390*; Two-ten (8, ’53 Custom (8) Country Sedan 4-dr., (6) sport coupe, $2,295; Corvair (6) 040* (ps); Biscayne (6) 4-dr., $700*; 2-dr., $600*. $595* a 7 
station wagon 4-dr., $380. $140. 4-dr., $2,130*; Bel Air (8) 4-dr., $1,- Delray (6) 2-dr., $635* . 57 Fairlane 500 (8) conv., $785* (ps); 
MERCURY—’59 Montclair 4-dr., $1,450*. 945°. *57 Bel Air (8) conv., $825*; Bel Air (6) 2-dr. Victoria, $670* (ps); 2-dr. $590: 
’58 Commuter 4-dr., $1,010* (ps). ’60 Impala (8) sport sedan. $2,100* (ps), sport coupe, $690*; Two-ten (8) 2-dr., Ranch Wagon (8) 2-dr., $545*; Custom 
57 Monterey conv., $760* (ps). $2,010* (ps), 2 at $2,000*, $1,990", $600*; Two-ten (6) 4-dr., $550*. (8) 4-dr., $350*; 2-dr., $325*. | 
’55 Monterey 2-dr. hardtop, $160*. $1,970* (ps), $1,955* (ps); conv., $2,-| "56 Two-ten (8) 4-dr., $690* (ps); sta-| +56 Fairlane (8) 4-dr. Victoria, $500* 
OLDSMOBILE—'68 (88) Super 2-dr., $1,- 065* (ps), $2,045* (ps), $2,025*, §2,- Gon we ea oS (ps) i ; 
00* (ps). 010* (ps); Bel Air (8) 4-dr., $1,535", conv., 5*; 2-dr., $605*. 55 Thunderbird (8 Vv 2 
TO KEEP THAT '57 (88) 2-dr., $650*. $1,530*; 2-dr., $1,450, $1,375*; Bis-' CHRYSLER—’60 Windsor conv., $2,165* (Continued on Bag ool. B 





ey \ | ’54 (88) Super 2-dr., $170*. 
SHOWROOM =SHINE PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
te am top, $1,260*; Savoy (6) 2-dr., $775. 
a] | ’58 Suburban (8) Custom 4-dr., $900. 
’ ’57 Savoy (8) 4-dr., $390*. 
On CTT Customers 15 ’56 Belvedere (6) 4-dr., $390. 
PONTIAC—’60 Ventura 4-dr. Vista, $2,- 


300* (ps). 
’56 Chieftain 2-dr, Catalina, $470*. 


Bins RAMBLER—’56 Custom (6) Cross Coun- 
try 4-dr., $440. 
STUDEBAKER—’59 Lark Deluxe (6) 2- 
dr., $900. 
MISCELLANEOUS — ’59 Chevrolet %-ton 
pickup, $980. 
; ’55 Chevrolet %-ton pickup, $400. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of June 13. We 
are calling for more clean used cars. The 
cemand is greater than the supply. 


ie 
BUICK—’60 LeSabre 2-dr. hardtop, $2,- 
005*; 2-dr., $1,810* (ps). 
’57 Special 4-dr., $570* (ps). 
’55 Century 4-dr., $365*; Special 2-dr., 


$335*. 
’53 Special 4-dr., $185*. 
CADILLAC—'58 (62) 4-dr. hardtop, $1,- 
930* (ps). 
’56 Eldorado Seville, $1,075* (ps). 


’53 (62) 4-dr., $315* (ps). 
CHEVROLET— 61 Impala (8) conv., $2,- 
390* (ps); sport sedan, $2,385* 
390* (ps); Corvair (6) 4-dr., $2,020*, 
2 at $1,700*. 
"60 Bel Air (8) sport sedan, $1,965* 
(ps); Bel Air (6) 2-dr., $1,375*; Cor- 
vair (6) 4-dr., $1,270, $925. 


’59 Parkwood (8) 4-dr., $1,365*; Impala 
(6) sport sedan, $1,305*. 

’58 Bel Air (8) 4-dr., $915; Delray (6) 
4-dr., $610*. 

’57 Bel Air (8) station wagon 4-dr., 
$875*; sport sedan, $800*; Bel Air (6) 
station wagon 4-dr., $750*; Two-ten 


(8) 4-dr., $785*; Two-ten (6) station 

wagon 4-dr., $700*. 
'55 Two-ten (6) 2-dr., $290; Bel Air (6) r er ne or our 

2-dr., $270. e e e 
"52 Deluxe 2-dr., $170. 





Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
a too. Fine for household use, In hand- 
some metal container. 
Sold with success by car dealers 
everywhere, 
Also in the complete Las-stik line of 
car care products: leather cleaner e 
wash mitts © tar remover e windshield 
washer solvent © white tire cleaner « 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 












Png hn COMET—'61 Comet (6) 2-dr., $1,850*. 
ves; ve e DeSOTO—’56 Fireflite 4-dr., $400* (ps). 
AMER-STAGE DODGE—’60 Polara (8) 2-dr. hardtop, 


$1,825* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,905* (ps); Galaxie (8) conv., $2,- = S j D t + 
490* (ps); 4-dr. Victoria, $2,265* (ps), m 
$2,260" (ps); Puleon <6). 2-dr., $1, 750°" a es epar en 
’60 Thunderbird (8) 2-dr. hardtop, §$2,- 
815* (ps), $2,075* (ps); Galaxie (8) 
starliner, $1,685* (ps); Fairlane 500 2 Service and Part D t + 
(8) 4-dr., $1,460* (ps); Fairlane (6) 
jhe. $1,315" (ps); Folrane (8) 2-dr., $s epar men 


$1,150. 
’59 Galaxie (8) 4-dr. Victoria, $1,465* 


sos UTOMOBILE aes ak 
1961 Edition (ps); 2-dr., §1.335*; Custom 300 (8) e Engineering Staff 


’58 Country Sedan (8) 4-dr., $955* (ps); 


805 East 134 St. 
Bronx 54, N. Y. 









* * > Fairlane (6) 4-dr. Victoria, $610* (ps); 
: Del Rio (6) 2-dr., $420. 
Revised '57 Fairlane 500 (6) 4-dr., $525* (ps); @Li 
Custom (8) 4-dr., $420. Li rary 





Updated ere 56 Fairlane (8) 4-dr., $390*. 
ee oc ’55 Fairlane (8) Crown Victoria, $465*, 
Enlarged 






$355*; 4-dr., $260*. 
LINCOLN—’61 Continental 4-dr., $4,900* 


(ps). 
MERCURY—’60 Monterey conv., $1,790* 
(ps). 
a 5.00 PER COPY 
’55 Montclair 2-dr. hardtop, $360* (ps). e 
’53 Monterey conv., $105*. 
OLDSMOBILE — '59 (98) 2-dr. Holiday, 
$2,125* (ps). 
56 (88) Super 2-dr., $490* (ps). 
’54 (98) 4-dr., $240* (ps). e e 
PLYMOUTH—'60 Fury (8) conv., $1,590*; N te: A + t N S i bs 
Valiant (6) 4-dr., $1,350; Savoy (6) oO e ® u omo ive ews u scr ers 
2-dr., $1,010. 
’58 Savoy (6) 4-dr., $550*. 


a Sonies ip coe, receive the Almanac as part of their reg- 






This new edition of Martin H. 
Bury's popular book, "The Auto- 
mobile Dealer" contains the solu- 
tion to most dealers’ problems. 

New sections include detailed 
Formulas for Profit (applicable 
to each department) recommend- 
ed labor union procedures, tested 
collection methods, and many 
new operating ideas. 

320 pages, $6.30 postpaid. 

If after 10 days you are not 
convinced that this book is a 
valuable permanent reference, 
return if and your money will 
be refunded. 
















’55 Belvedere (8) 4-dr., $345*, 
PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
on (ps); eer 4-dr., anes - e ° 
58 Super Chief 4-dr. Catalina, $925* i b t 2 9 00 
(ws) ular subscription price ot $7.00 per year. 
RAMBLER—’59 Ambassador (8) Custom, 
$1,425* (ps); Super (6) 4-dr., $825; 
American (6) Deluxe 2-dr., $410. 
53 Custom 2-dr. hardtop, $175. 
es eee STUDEBAKER—’59 Lark (6) Deluxe 2-dr., 


| 
PHILPENN PUBLISHING COMPANY Oe ete é 
| 1750 N. Broad St., Philadelphia 21, Pa. MISCELLANEOUS—’60 Chevrolet 2-dr. El 


ae Automotive News 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of June 13. Good sale 
considering rain. Sharp cars are in great 


demand, Sold .409 cars from 640 consign- & 
BUICK—’60 Electra 225 conv., $2,550* as e erson ¥e € 0 C 
eg a 


(ps); LeSabre 4-dr. hardtop, $2,235* 
(ps). 

’59 Electra 225 4-dr. hardtop, $2,015* 
(ps), $1,750* (ps); 4-dr. Riviera, $1,- 
850* (ps); Electra 4-dr. hardtop, $1,- 









Send______ copy (copies) of the new book, 
| “The Automobile Dealer" 


| 
| 
| 
1 CO Check enclosed at $6.30 each | 
| (1 Send books C.O.D., plus postage 
| a atlases mastiatinal | 
| a lene cinta ae ae | 

| 

| 


| ee a 











Used-Car Auction Prices 





’59 Electra 2-dr. hardtop, $1,785* (ps); (6) 4-dr., $950*, $875*; Delray (8) 4- 
2-dr., $1,775* (ps), $1,440* (ps); 4- dr., $840; Delray (6) 2-dr., $730, $575. 
dr., $1,675* (ps); LeSabre conv., $1,- ’57 Bel Air (8) 4-dr., $840* (ps); station 

(Continued from Page 27) 690* (ps); Estate Wagon 4-dr., $1,665* wagon 4-dr., $625*; Two-ten (6) 2-dr., 
(ps); 4-dr. hardtop, $1,625* 8), $1,- : \- -dr. *; 
IMPERIAL —’59 LeBaron 4-dr., $2,710* Fury (8). 4-dr., $1,150* (ps); Belvedere 580° (ps); 2-dr. aalate. og sah ny (a) ear, Se. ort Seen 
(ps); Crown conv., $2,410* (ps); 4-dr. vedere (6) 4-dr., $805*; Savoy (6) 2- $1,480* (ps); 4-dr., $1,505*; Invicta 56 Bel Air (6) sport coupe, $565, $400*; 
hardtop, $2,235* (ps). eat.» $700°. 4-dr., $1,650* (ps), $1,575* (ps); Elec- Two-ten (8) station wagon 4-dr., 
LINCOLN—’60 Capri 4-dr. hardtop, $3,- 58 Suburban (8) Custom 4-dr. (9 pass.), tra 225 4-dr. hardtop, $1,575* (ps). $495"; 4-dr., $490*, $475*. 
180* (ps), $2,600* (ps). $875*; Belvedere hardtop,| °58 Century conv., $1,065* (ps); Estate| EDSEL—’59 Villager (8) 4-dr., $920*. 

’59 Continental Mark IV conv., $2,705* $750* (ps). Wagon 4-dr., $1,025*; Special 4-dr., ’58 Pacer (8) 2-dr. hardtop, $525* (ps). 
(ps), $2,700* (ps). PONTIAC—’ 61 Bonneville 4-dr. Vista, $2,- $910*. FORD—’61 Thunderbird (8) 2-dr. hardtop, 

’57 Capri 4-dr., $675* (ps). 960* (ps); sport coupe, $2,875* (ps). ’57 RM 4-dr., $855* (ps), $825* (ps); $3,425* (ps); Galaxie (8) starliner, 

’56 Capri 4-dr., $545*. ’60 Bonneville 4-dr. Vista, $2,485* (ps), Special Estate Wagon 4-dr., $830* $2,150. 

MERCURY—’60 Park Lane 4-dr. hardtop, | $2,485*, $2,450* Catalina 4-dr. (ps); 2-dr. Riviera, $555* (ps). ’60 Galaxie (8) conv., $2,080* (ps), $2,- 
$1,835* (ps). Vista, $2,355* sport coupe, $2,- ’56 Special 2-dr, Riviera, $450* (ps), 060* (ps), $2,050* (ps), $2,045* (ps), 

'58 Turnpike Cruiser 4-dr. hardtop, $900* 165* (ps); Chief 4-dr., $2,230* $225*; 4-dr. Riviera, $390*. $2,040* (ps), $2,025* (ps); 4-dr. Vic- 
(ps), $880* (ps); Monterey conv., (ps). CADILLAC—’60 (62) conv., $3,900* (ps); toria, $1,775* (ps); Country Sedan (8) 
$525°. ’59 Bonneville 4-dr. Vista, $1,760* (ps); 2-dr., $3,650* (ps); 4-dr., $3,490* (ps). 4-dr., $1,700* (ps); Fairlane 500 

"57 Monterey 2-dr. hardtop, $655*. 4-dr., $1,700 Catalina 2-dr., "58 (62) Sedan de Ville, $1,925* (ps); 4-dr., $1,500*, $1,405; 2-dr., $1,290*; 

OLDSMOBILE — ’61 (98) 4-dr. Holiday, $1,400*, $1,290. conv., $1,825* (ps). Falcon (6) 4-dr., $1,425; 2-dr., $1,400, 
$3,160* (ps); (88) Super 4-dr. Holiday, ’58 Chieftain 4-dr. $1,225* ’57 (62) 4-dr., $1,215* (ps). $1,250, $1,235, $1,180; Fairlane (8) 2- 
$2,780* (ps). (ps); Safari 4-dr., Star | CHEVROLET—’61 Impala (8) sport coupe, dr., $1,340*. 

"60 (98) 4-dr., $2,605* (ps), $2,320* Chief 4-dr. Catalina, $1,150* (ps). $2,330*; Corvair Monza (6) 2-dr., $2,- ’59 Thunderbird (8) 2-dr. hardtop, $2,- 
(ps); (88) conv., $2,400* (ps); 4-dr. ’57 Chieftain Safari 4-dr., $805* (ps). 075; Corvair 700 (6) 2-dr., $2,065. 180* (ps); Country Squire (8) 4-dr., 
Holiday, $2,200* (ps). ’6566 Star Chief 4-dr., $550* (ps). 60 Impala (8) conv., $2,275* (ps), $2,- $1,535* (ps); Galaxie (8) conv., 

’59 (98) 4-dr. Holiday, $2,010* (ps), $1,- | RAMBLER—’61 Classic (8) Custom 4-dr., 250* (ps), 2 at $2,240* (ps), 2 at $2,- 460* (ps); 4-dr., $1,420* (ps), $1,330*; 
910* (ps), $1,800* (ps); conv., $1,875* $1,855*. 225* (ps), 2 at $2,200* (ps), $2,165, starliner, $1,385*, $1,265* (ps), 
(ps); (88) Super Fiesta 4-dr., $1,715* ’59 Super (8) 4-dr., $930*. $2,155* (ps), $2,125* (ps), $1,980*; 250*; Country Sedan (8) 4-dr., $1,340* 
(ps). ’58 Super (6) Cross Country, $725*. sport coupe, $2,200* (ps); sport sedan, (ps); Fairlane 500 (8) 4-dr., $1,215; 

"58 (98) conv., $1,190* (ps); 2-dr. Holi- | STUDEBAKER—’60 Lark (8) station wag- $2,100* (ps); 2-dr., $1,905*; Kings- Custom 300 (6) 4-dr., $1,105, $1,055*, 
day, $1,120* (ps), $1,070* (ps). on, $1,295. wood (8) 4-dr., $2,015* (ps); Brook- $1,015; 2-dr., $860, $850, $815*; Fair- 

"57 (88) Super 4-dr., $900* (ps); (98) ’59 Lark (8) 2-dr. hardtop, $950*. wood (6) 4-dr., $1,765* (ps); Biscayne lane (8) 2-dr., $975*, $905; Custom 
4-dr. Holiday, $90$* (ps); 4-dr., $780* | MISCELLANEOUS—’60 Ford pickup, $1,- (6) 2-dr., $1,450, $1,385; Corvair 600 (6) 2-dr., $910, $755; Ranch Wagon 

p (ps); 2-dr. Holiday, $695*; (88) 4-dr., 000. (6) 4-dr., $1,305; Corvair 700 (6) 4- (6) 4-dr., $810* (ps). 
$705°*. dr., $1,275*, $1,245, $1,240; Corvair ’58 Fairlane 500 (8) 4-dr., $755, $770, 
"56 (88) 4-dr., $550*. 500 4-dr., $1,105*. $660* (ps); conv., $715* (ps), 
PLYMOUTH—’61 Valiant (6) 4-dr., $1,- "59 Impala (8) sport coupe, $1,500* (ps); Custom 300 (6) 4-dr., $660*; 2- 
675*; Suburban, $1,570*. Flint Auto Auction. Sale every Wednes- (ps); 4-dr., $1,350, $1,160* (ps); Bel dr., $600, 2 at $550, $475; Custom 300 

"60 Valiant (6) Suburban, $1,570*, $1,- | day. Prices are for sale of June 14. Prices Air (8) 4-dr., $1,300*; Bel Air (6) 2- (8) 4-dr., $600*; Ranch Wagon (6) 4- 
350*; 4-dr., $1,370*, $1,300*. were firm; good demand for shap cars. dr., $1,100; Brookwood (6) 4-dr., $1,- dr., $650, $475; Fairlane (8) 2-dr., 

*59 Sport Fury (8) conv., $1,475* ¢ps); | Sold 248 cars from 326 consignments. 095*; Biscayne (6) 4-dr., $1,150*, $1,- $610; Two-ten (8) 4-dr., $600*. 

(8) 2-dr. hardtop, $1,080* (ps); Bel- | BUICK—’60 Electra 225 conv., $2,700* 075*; 2-dr., $1,000; Biscayne (8) 2-dr., ’56 Fairlane (8) 2-dr. Victoria, $425*; 


DATSUN 


Y2 TON PICKUP TRUCK 


DELIVERS 
MORE 


DEALER PROFITS 
THAN ANY VEHICLE 
ITS SIZE OR PRICE 


$ SUGGESTED DELIVERED 
. PRICE, NO EXTRAS 
SUBJECT TO STATE AND 

LOCAL TAXES 















DATSUN also features the BLUEBIRD 4 DOOR SEDAN +FAIRLADY 4 PASSENGER SPORTS CONVERTIBLE*COMPACT 4 DOOR STATION WAGON 





“four speed transmission, 
6 ply tires, extra-strong frame” 


lS 


Carries up to 2,400 Lbs. with Overload Springs 


AUTOMOTIVE NEWS, JUNE 26, 1961 





$2,250*; 4-dr., $2,035* (ps). 


NEW 60 H.P. ENGINE 
AT 5000 R.P.M. 


4 cyl. overhead valve engine 
gives amazing power and 
pickup without sacrificing 
gas ecomony. Max. Torque 
67.4 foot pounds at 3600 
RPM; compression ratio 

8.2 to 1. 


Ita NYE Ce La 
of LOAD SPACE 


were Li 
Nera OLE) 


HERE’S A REAL PROFIT-MAKER FOR YOU... 
and your customers. The DATSUN Pickup stands out 
in every comparison ... beauty of design. . . rugged con- 
struction . .. more load space... better gas economy. 
For Dealer information write closest division office: 
NISSAN MOTOR CORP. IN U.S.A. Eastern Division: 
221 Frelinghysen Ave., Newark 8, New Jersey or West- 
ern Division: 137 E. Alondra Blvd., Gardena, California. 










(ps); Invicta conv., $2,500*%; 4-dr. $1,000* (ps). 

hardtop, $2,490* (ps), $2,385* (ps); ’58 Corvette (8) conv., $1,925*; Impala 
Electra 4-dr. hardtop, $2,450* (ps); (8) sport coupe, $1,150*; conv., 
LeSabre 4-dr. hardtop, $2,340* (ps); 065* (ps); Nomad (8) 4-dr., $1,100*; 
conv., $2,350*, $2,320* (ps); 2-dr., Bel Air (8) 4-dr., $1,000*, 


Brookwood (8) 4-dr., $975*; Biscayne 





r 
Custom (8) 4-dr., $315*; 2-dr., $2259; 
Main (8) 4-dr., $250* (ps), 

HUDSON—’57 Hornet (8) 4-dr., $37§* 

MERCURY—’60 Montclair 4-dr., $1,575, 

’58 Monterey 4-dr., $655*; 2-dr., $6559 
(ps). 

’57 Commuter 4-dr., $385*, 

NASH—’56 Custom station wagon 4-dr,; 
$350. 

OLDSMOBILE — '61 (88) 4-dr., $2,580 
(ps), $2,365* (ps); conv., $2,365* 
(ps); 2-dr., $1,800; F-85 4-dr., $2,575, 

"59 (88) 2-dr., $1,485*; 4-dr., $1,425". 

"58 (98) 4-dr., $1,150* (ps); (88) 4-dr, 
Holiday, $930* (ps); 2-dr., $785*. 

’57 (88) Super 2-dr. Holiday, $770*; 4. 
dr., $700* (ps); 2-dr., $680* (ps): 4- 
dr. Holiday, $500*%; (88) 4-dr., $610*, 

PLYMOUTH—’58 Savoy (8) 4-dr., $500*, 

’57 Savoy (8) station wagon 4-dr., $520*, 

’56 Belvedere (8) 4-dr., $520*, 

PONTIAC—’60 Bonneville conv., $2,650* 
(ps), $2,640* (ps), $2,635* (ps); 4-dr. 
Vista, $2,450* (ps); Catalina sport 
coupe, $2,250* (ps), $2,235* (ps); Sa- 
fari 4-dr., $2,250* (ps); 4-dr., $2,- 
015* (ps), $1,940*; Ventura sport 
coupe, $2,150* (ps), $2,145* (ps). 

59 Catalina Safari 4-dr., $1,690, $1,- 
535* (ps); conv., $1,650, $1,650* (ps), 
$1,285* (ps); sport coupe, $1,535* 
(ps); 2-dr., $1,100* (ps). 

58 Chieftain 4-dr., $950* (ps); 2-dr., 
$775*; 2-dr. Catalina, $675*; Safari 4- 
dr., $665* (ps). 

°56 Chieftain (870) 4-dr. Catalina, $410*, 
$300*; 2-dr. Catalina, $280*, 

RAMBLER—’60 Deluxe (6) station wagon 
2-dr., $1,335; American (6) 4-dr., $1,- 
075. 

"59 Custom (6) 4-dr., $1,110*; station 
wagon 2-dr., $225; Super (6) 4-dr., 
$700; American (6) 2-dr., $845, $775, 
$580. 

MISCELLANEOUS—’ 54 Chevrolet (6) de- 
livery sedan, $145. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer 
Auto Auction, Sale every Tuesday, Prices 
are for sale of June 13. 

BUICK—’60 LeSabre 2-dr. hardtop, §$2,- 
350* (ps); 4-dr. hardtop, $2,300* 
(ps). 

59 Electra 4-dr. hardtop, $2,025* (ps); 
Invicta conv., $1,860* (ps); LeSabre 
conv., $1,740* (ps); 2-dr. Riviera, 
$1,555*; 2-dr., $1,240* (ps). 

°57 Century conv., $725* (ps). 

’55 Super 2-dr. Riviera, $465* (ps); RM 
conv., $285* (ps). 

CADILLAC—’60 (60) Special 4-dr. hard- 
top, $4,400* (ps); de Ville 2-dr, hard- 
top, $4,300* (ps); 4-dr. hardtop, $3,- 
950* (ps); (62) 4-dr, hardtop, §$3,- 
735* (ps). 

’59 de Ville 4-dr. hardtop, $3,510* (ps), 
$3,425* (ps), $3,390* (ps), $3,375* 
(ps), $3,245* (ps), $3,115* (ps); 2-dr. 
hardtop, $3,235* (ps); (60) Special 4- 
dr. hardtop, $3,500* (ps), $3,300* 
(ps); (62) 2-dr. hardtop, $3,480* (ps), 
$3,275* (ps); 4-dr. hardtop, $3,100* 
(ps), $3,050* (ps). 

58 (60) Special 4-dr. hardtop, $2,535* 
(ps), $2,300* (ps); (62) Coupe de 
Ville, $2,400* (ps), $2,190* (ps); 4- 
dr. hardtop, $2,150* (ps); 2-dr. hard- 
top, $1,935* (ps). 

"57 (62) Sedan de Ville, $1,885* (ps), 
$1,350* (ps); Coupe de Ville, $1,800* 
(ps), $1,660* (ps); 4-dr. hardtop, $}: 
570* (ps), $1,470* (ps); conv., $1, 
500* (ps), $1,370* (ps); 2-dr. hard- 
top, $1,375* (ps), $1,335* (ps). 

’56 (60) Special 4-dr., $1,205* (ps); El- 
dorado Seville, $1,145* (ps), $1,095* 
(ps); (62) 2-dr. hardtop, $800* (ps). 

CHEVROLET—’61 Impala (8) 2-dr., $2,- 
575* (ps); 4-dr., $2,520* (ps); sport 
sedan, $2,460* (ps); Corvair Monza 
(6) 2-dr., $2,225*, $2,200, $2,100; Bis- 
cayne (8) 4-dr., $2,075. 

’60 Impala (8) sport coupe, $2,320, $2,- 
300, $2,285* (ps), $2,195 (ps), $2,185* 
(ps), $2,145, $2,140*, $2,100*, $2,070*; 
sport sedan, $2,075* (ps); conv., $2,- 
060* (ps); Parkwood (8) 4-dr., $1,- 
935*; Corvair 700 (6) 4-dr., $1,505*, 
$1,485*, $1,450*, $1,375*; 2-dr., $1,- 
455, $1,430; Corvair 500 (6) 4-dr., 
$1,360; Biscayne (6) 4-dr., $1,435, $1,- 
3838. 

59 Corvette (8) conv., $2,310*; Impala 
(8) sport coupe, $1,800* (ps), $1,795* 
(ps), $1,790* (ps), $1,780* (ps), $1,- 
740* (ps), $1,735* (ps), $1,735; sport 
sedan, $1,725* (ps); conv., $1,660* 
(ps); Kingswood (8) 4-dr., $1,760*; 
Parkwood (8) 4-dr., $1,585*, $1,460*; 
Bel Air (8) 4-dr., $1,440* (ps), $1,- 
390*, $1,185*, $1,105, $1,030*; 2-dr., 
$1,235; Bel Air (6) 4-dr., $1,400* (ps); 
Biscayne (8) 2-dr., $1,430, $1,210%, 
$1,135; Biscayne (6) 4-dr., $1,170*, 
$985 (ps); 2-dr., $1,105, $925; Brook- 
wood (6) 2-dr., $1,200. 

’58 Corvette (8) conv., $1,750, $1,660; 
Impala (8) sport coupe, $1,390* (ps), 
$1,225* (ps); conv., $1,205*; Nomad 
(8) 4-dr., $1,365* (ps); Bel Air (8) 
sport sedan, $1,200* (ps), $1,095* 
(ps); 4-dr., $985* (ps); Yeoman (6) 
4-dr., $935*; Delray (8) 2-dr., $795*. 

’57 Bel Air (8) sport sedan, $1,005* 
(ps); sport coupe, $975; 4-dr., $875* 
(ps), $700, $700*; One-fifty (6) 2-dr., 
$700; Two-ten (8) 2-dr., $605. 

’56 Bel Air (8) sport sedan, $780* (ps); 
4-dr., $690*; 2-dr., $690*; sport coupe, 
$650* (ps); Two-ten (6) sport coupe, 
$700*; 2-dr., $545*; 4-dr., $435; Two- 
ten (8) station wagon, $690*, $635; 
2-dr., $665, $535; sport coupe, $650; 
4-dr., $510*; One-fifty (8) 2-dr., $590*, 
$540*. 

’55 Bel Air (8) sport coupe, $590*, $585*, 
$515*, $510*, $500*; station wagon 
4-dr., $590*, $535* (ps), $525* (ps); 
conv., $520*; 4-dr., $510; Two-ten (8) 
4-dr., $500; 2-dr., $495*; station wag- 
on, $425*; Two-ten (6) 4-dr., $425*, 
$360; One-fifty (6) 4-dr., $385*. 

CHRYSLER — ’60 (300F) 2-dr. hardtop, 
$3,700* (ps); Windsor Town & Coun- 
try, $2,775* (ps). 

’59 Saratoga 4-dr. hardtop, $1,890* (ps), 
$1,860* (ps). 

"58 (300D) 2-dr. hardtop, $1,785* (ps). 

’57 Windsor 2-dr. hardtop, $630*. 

’55 NY 2-dr. hardtop, $450* (ps). 
COMET—’60 Comet 2-dr., $1,650. 
DeSOTO—’59 Firedome 2-dr, hardtop, $1,- 

585* (ps). 

’57 Adventurer 2-dr. hardtop, $1,185* 
(ps); Firedome 4-dr., $605* (ps). 

’56 Firedome 4-dr., $635* (ps). 

’54 Firedome 2-dr, hardtop, $225* (ps). 


DODGE—’61 Lancer (6) station wagon, 
































$1,950. 

"60 Dart (8) Phoenix 2-dr. hardtop, 
$1.740* (ps). 

’59 Coronet (8) 2-dr. hardtop, $1,550* 
(ps). 


’58 Sierra (8) 4-dr., $1,200* (ps). 
’57 Coronet (8) 4-dr. hardtop, $700*, 


(Continued on Page 30, Col. 2) 
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After 25 years of operation by one owner, a certain 
successful dealership changed hands. And the 
rumor factories started grinding out reasons why 


Big Joe (not his name) pitched in the towel. 


Some said the manufacturer wasn’t satisfied 
with ‘“Tradewell Motors” percent of price class 
and set up the buyout. Others said Big Joe made 
his bundle, wanted to take it easy. Still others 
felt he was in a precarious operating position with 


4 high-rent locations for a 500 to 600 unit volume. 


Big Joe himself said, ‘Every year it gets rougher 





£ Ci 


* 


hy did | 
Tradewell Motors — 
sellout a good 
dealership? 


and tougher to make a satisfactory profit. I’ve 
reached a point where I don’t have to take con- 
tinuous pressure. That’s all there is to it.” 

But was that all there was to it? 

Within six months with the same facilities, the 
same employees, the same product, the new owner 
pushed up sales by 50% and stacked up com- 
mensurate gains in profits. 

The ways he did this make fascinating and 
profitable reading. This is the kind of helpful, 


factual, idea-building reading you get in the 
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monthly publication ‘‘Profit Pointers.” Published 
by The Associates as a:service for auto dealers. 

If you’d like a copy of this meaty, free publica- 
tion—just write us or contact your Associates 
representative, and we'll be delighted to put you 
part of the 


on the list. It’s free, of course—a 


extra service we give at The Associates. 


THE 
INVESTMENT COMPANY » South Bend, Indiana 


¢ 


Associates Discount Corp. * Associates Discoun 





(Canada) Ltd. * Emmco Insurance Company 
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Smog in the Soviet? 


WASHINGTON.—The use of a 
portable, automatic aspirator, de- 
vised by Soviet engineers to record 
quantitative fluctuations in air pol- 
lution concentrations, is discussed 
in one of a collection of 10 trans- 


lated scientific papers on Russian P 
‘ : 665* ( ; 4-dr., $555* (ps); Coro- 
air pollution research. The book is ant 6) ya A $085"; Sosa (8) 4-dr., 
available from the Office of Tech- $500*. 


nical Services, Business and De-| FORD—’61 Thunderbird (8) 2-dr. hardtop, 
fense Services Administration, U. S. eo te 4 = ar ones %. 
Department of Commerce, Wash- 2-dr, Victoria, $2,465* (ps); Falcon 


ington 25, D. C. (6) 4-dr., $2,100*; Fairlane (6) 2-dr., 


Crea 
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RESERVE SPACE NOW! 


Automotive News 


SERVICE PROFIT 
ISSUE 


JULY 17, 1961 
(Closing Date—July 6) 





Advertise and sell 
noms 
@ Shop Equipment 
@ Lubrication Equipment 
@ Brake Repair Equipment 
@ Electrical Testing Equipment 
®@ Body Shop Equipment 
@ Front End Alignment Equipment 
@ Hand and Power Tools 
® Tires and Tire Changeovers 
@ Hoists and Jacks 
@ Appearance Items 


® Quick Service Items 


Automotive News 


965 E. Jefferson Detroit 7, Michigan 





AUTOMOTIVE NEWS, JUNE 


26, 


1961 





IMPERIAL — '57 LeBaron 4-dr., 


MERCURY—’60 Monterey 2-dr., 


OLDSMOBILE — ’60 


PLYMOUTH—’60 Valiant 200 


nesday. 
Good 
a market for every good car brought here. 
BUICK—’56 Super 


Used-Car Auction Prices 





(Continued from Page 28) 


$1,875 (ps). 

’60 Thunderbird (8) conv., $3,210* (ps), 
$3,100* (ps); 2-dr. hardtop, $3,000* 
(ps); Country Sedan (8) 4-dr., $1,- 
950* (ps), $1,795; Galaxie (8) Star- 
liner, $1,925* (ps); 4-dr. Victoria, $1,- 
850* (ps); 4-dr., $1,625* (ps); Fair- 
lane 500 (8) 2-dr., $1,520*; Fairlane 
(8) 2-dr., $1,475*; Falcon (6) 2-dr., 


$1,390, $1,350. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps), $2,500* (ps), $2,180* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,720* (ps), $1,650* (ps); (6 pass.), 
$1,600*, $1,590* (ps), $1,535* (ps), 
$1,520* (ps), $1,475* (ps), $1,410*; 
Galaxie (8) 2-dr. Victoria, $1,650* 
(ps); 4-dr, Victoria, $1,610* (ps); 4- 
dr., $1,435*, $1,405*; Ranch Wagon 
(8) 4-dr., $1,460 (ps), $1,450*, $1,- 
420*; 2-dr., $1,400*, $1,360*, $1,335*; 
Ranch Wagon (6) 2-dr., $1,200; Cus- 
tom 300 (8) 4-dr., $1,235* (ps), 
$990*, $945*; 2-dr., $1,050*; Custom 
300 (6) 2-dr., $900; Fairlane (8) 4- 
dr., $1,110* (ps); 2-dr., $1,080* (ps). 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
175* (ps), $1,935* (ps); Country Se- 
dan (8) 4-dr., $980* (ps); Ranch Wag- 
on (8) 2-dr., $935* (ps); Fairlane 500 
(8) conv., $785* (ps); Custom 300 (8) 
4-dr., $725* (ps); 2-dr., $605. 

’57 Thunderbird (8) conv., $1,985*, $1,- 
850*; Fairlane 500 (8) 4-dr. Victoria, 
$785* (ps); conv., $700* (ps), $685*, 
$465* (ps); 4-dr., $685* (ps); 2-dr., 
$560; Del Rio (8) 2-dr., $775* (ps); 
Country Sedan (8) 4-dr., $750* (ps); 
Fairlane (8) 2-dr, Victoria, $645* 
(ps); 4-dr., $550*; Ranch Wagon (8) 
2-dr., $635*; Custom 300 (8) 4-dr., 
$500* (ps); Custom (6) 2-dr., $455. 

"56 Country Sedan (8) 4-dr., $585* (ps); 
Fairlane (8) 4-dr, Victoria, $525* 
(ps); 2-dr. Victoria, $490* (ps), $395* 
(ps), $285* (ps); conv., $415* (ps); 
2-dr., $405*; Country Squire (8) 4-dr., 
$510* (ps); Main (8) 4-dr., $350. 

$1,665* 

(ps), 


LINCOLN—’59 Continental Mark IV conv., 


$3,110* (ps); Capri 2-dr. hardtop, $2,- 
450* (ps). 

’58 Premiere 4-dr. hardtop, $1,885* (ps); 
Capri 2-dr. hardtop, $1,580* (ps); 
Continental Mark III conv., $1,325* 
(ps). 

’57 Premiere 2-dr. hardtop, $1,250* (ps), 
$1,135* (ps). 

$1,650. 

’°59 Park Lane 4-dr. hardtop, $1,730* 
(ps); Montclair 2-dr. hardtop, $1,490*. 

’57 Turnpike Cruiser 4-dr. hardtop, $890* 
(ps). 

’56 Monterey 2-dr. hardtop, $465*, $425*. 

(98) 2-dr. Holiday, 
$2,650* (ps); 4-dr., $2,300*; (88) 2-dr. 
Holiday, $2,485* (ps); 4-dr, Holiday, 
$2,400* (ps), $2,260* (ps). 

759 (88) Super 4-dr, Holiday, $1,830* 
(ps); (88) 4-dr., $1,675* (ps); 4-dr. 
Holiday, $1,630*. 

"BS (88) Fiesta 4-dr, 
(98) 2-dr. Holiday, $1,285* (ps); 
Super 4-dr., $1,135* (ps). 

’57 (88) Super Fiesta 4-dr. Holiday, $1,- 
335*; (98) 2-dr. Holiday, $1,150* (ps); 
(88) 2-dr, Holiday, 830* (ps), $695* 
(ps); 4-dr., $685* (ps). 

’56 (88) Super 4-dr. Holiday, $735* (ps), 
$650* (ps), $610* (ps); 2-dr. Holiday, 
$490* (ps). 


Holiday, $1,550*; 
(88) 


(6) Subur- 
ban 4-dr., $1,650; 4-dr., $1,650*; Val- 
iant 100 (6) 4-dr., $1,400* (ps), $1,- 
340; Savoy (8) 2-dr., $1,400* (ps). 

’59 Suburban (8) sport 4-dr. (9 pass.), 
$1,680* (ps); Custom 4-dr., $1,440* 
(ps); Suburban (6) Deluxe 2-dr., $1,- 
140*; Fury (8) 2-dr. hardtop, $1,580* 
(ps); 4-dr. hardtop, $1,470* (ps); Bel- 
vedere (8) 2-dr. hardtop, $1,340* (ps), 


$1,185; conv., $885* (ps). 
’5S Belvedere (8) 2-dr. hardtop, $830*. 
’57 Belvedere (8) 2-dr., $540*; Savoy 


(8) 4-dr. hardtop, $515*, $485*; 4-dr., 
$395". 
’56 Belvedere (8) 2-dr. hardtop, $435*, 


$220*; Plaza (8) 4-dr., $320; Subur- 
ban (8) Custom 2-dr., $290*. 
PONTIAC — ’61 Star Chief 4-dr. Vista, 
$3,000* (ps). 
760 Ventura sport coupe, $2,485* (ps), 
$2,200* (ps); Catalina 4-dr., $2,185 
(ps). 


59 Bonneville conv., $2,210* (ps); 4-dr. 
Vista, $2,185* (ps), $2,085* (ps); Cat- 


alina Safari 4-dr. (9 pass.), $1,995* 
(ps); sport coupe, $1,835*, $1,705* 
(ps); conv., $1,715* (ps), $1,700* 
(ps); 4-dr., $1,585* (ps). 


’57 Star Chief 4-dr. Catalina, $890*. 


’56 Chieftain 4-dr, Catalina, $410* (ps). 
RAMBLER—’61 Classic (6) 4-dr., $1,785; 
American (6) 2-dr., $1,705*. 

760 American (6) 4-dr., $1,260*. 

759 Super (6) 4-dr., $1,100*; Custom 
(6) 4-dr., $885. 

’5S Ambassador (8) Cross Country, $1,- 
125* (ps); Custom (6) 4-dr., $1,025; 
Super (6) 4-dr., $875; American (6) 
2-dr., $635. 

MISCELLANEOUS — '60 Ford (8) Ran- 
chero, $1,485; (6) Ranchero, $1,290. 


’59 Chevrolet (8) El Camino, $1,550", 


$1,485*; (6) El Camino, $1,000, $905; 
(6) %-ton pickup, $975; Ford (6) 
Ranchero, $1,210; (8) Ranchero, $1,- 
030. 

58 Chevrolet (8) %-ton stake, $875*; 
(6) %-ton pickup, $875; Ford (8) 
Ranchero, $780*. 


%-ton pickup, $825*; 
$680*; Ford (8) 
%-ton pickup, 


’57 Chevrolet (8) 
(8) %-ton pickup, 
Ranchero, $755; (6) 


$690. 
F-250 1-ton stake, $755; 


"56 Ford (8) 
Chevrolet (6) %-ton panel, $405. 


DANVILLE, VA. 


Auto Auction. Sale every Wed- 
are for sale of June 14. 
almost extinct. We have 


Danville 
Prices 
used cars 


4-dr. Riviera, $550* 


(ps). 
CADILLAC—’57 (62) 2-dr. hardtop, $1,- 


340* (ps). 

"56 (62) 2-dr, hardtop, $1,055*; Sedan 
de Ville, $960* (ps). 

CHEV ROLET—’61 Corvair (6) 2-dr., $2,- 

100*. 

*60 Impala (8) sport coupe, $2,040* (ps), 
$2,010*; Bel Air (6) 4-dr., $1,410; 
Bel Air (8) 4-dr., $1,385; Biscayne 


(8) 2-dr., $920°*. 

’59 Impala (8) 4-dr., 2 at $1,485*; Bel 
Air (8) 4-dr., $1,325*; 2-dr., $1,035; 
Biscayne (6) 2-dr., 2 at $1,035. 

"58 Impala (8) sport coupe, $1,010*. 

'57 Two-ten (8) station wagon 4-dr., 
$800*, $635; 2-dr., $580*. 

’56 Bel Air (8) sport coupe, $875*, 
$725*; 4-dr., $690*; Bel Air (6) sta- 
tion wagon 4-dr., $560*; Two-ten (8) 
4-dr., $560*. 

’55 Bel Air (6) station wagon 4-dr., 
$500*; Bel Air (8) 2-dr., $495*; One- 
fifty (6) station wagon 2-dr., $245. 

’54 Two-ten 2-dr., $285; Bel Air 2-dr., 
$265*, $265. 

’52 Deluxe 2-dr., $180. 

’50 Deluxe 2-dr., $120. 

FORD—’59 Fairlane (8) 2-dr., $950; Cus- 


tom 300 (8) 2-dr., 2 at $935. 

’58 Fairlane (8) 4-dr. Victoria, $870*; 
Custom 300 (8) 2-dr., $710; 4-dr., 2 
at $615; Ranch Wagon (8) 4-dr., 
$630*. 

’57 Fairlane 500 (8) 2-dr., $785*; conv., 
$535". 


’56 Custom (8) 2-dr., $500; 4-dr., $385* 
(ps), $330* (ps), $220*; Fairlane (8) 
2-dr., $435*, 

’55 Fairlane (8) 4-dr., $500*; 2-dr., 
$415; Custom (8) 4-dr., $230*; 2-dr., 
$205; Country Sedan (8) 4-dr., $215*. 

’54 Custom (8) 4-dr., $340; 2-dr., $250, 


$135, $105; Crest (8) 2-dr. Victoria, 
$306, $210*, 
MERCURY—’57 Montclair 4-dr. hardtop, 


$785*. 

’56 Monterey 4-dr., $350*. 

OLDSMOBILE — ’61 F-85 4-dr., 
(88) 2-dr., $1,895. 

’56 (88) 4-dr, Holiday, $485*. 

"55 (88) 4-dr., $400* (ps). 

"53 (88) 4-dr., $365*. 
PACKARD—’56 Clipper 4-dr., $180*. 
PLYMOUTH—’ 60 Valiant (6) 4-dr., $1,350. 

’59 Belvedere (8) 2-dr., 2 at $1,055, 2 

at $750. 

’57 Savoy (8) 4-dr., $660*, $495*. 

’55 Belvedere (6) 2-dr., $415; Plaza (6) 


$1,985; 


2-dr., $105. 
a. Catalina sport coupe, $1,- 
0*. 


’55 Star Chief 2-dr, Catalina, $450*. 
’54 Chieftain 2-dr., $165* (ps). 
‘51 Star Chief 4-dr., $160*. 
’50 Star Chief 2-dr. Catalina, $125*. 
MISCELLANEOUS—’56 Ford (8) %-ton 
truck, $370. 
’49 Chevrolet truck, $155. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day, Prices are for sale of June 13, Mar- 
ket strong. Bidding very active. Buyers out 
en masse seeking sharp cars, Sold 202 
cars from 261 consignments. 

BUICK—’59 Electra 2-dr. hardtop, $1,- 


850* (ps); LeSabre 2-dr. hardtop, $1,- 
465* (ps); 4-dr., $1,415* (ps); conv., 
$1,360* (ps); 4-dr. hardtop, $1,150* 


(ps); Invicta Estate Wagon 4-dr., $1,- 
450* (ps); 2-dr. hardtop, $1,360*; 4- 
dr. hardtop, $1,300* (ps). 

’58 Century 2-dr. Riviera, $1,050* (ps); 
Super 2-dr. Riviera, $780* (ps). 

’57 Special 4-dr. Riviera, $695* (ps). 

’56 Special 2-dr, Riviera, $455* (ps); 
4-dr. Riviera, $275* (ps). 

’55 Special 2-dr. Riviera, $350*, $330*. 
’54 RM 4-dr., 2 at $110* (ps), $100*. 
CADILLAC—’59 (62) 2-dr. hardtop, §$2,- 

835* (ps). 
’58 (62) conv., $2,175* (ps); 4-dr, hard- 
top, $1,895* (ps). 

’57 (62) 2-dr. hardtop, $1,465* (ps). 
56 (62) 4-dr., $935* (ps); sedan de 
Ville, $885* (ps); conv., $855* (ps). 
’55 (60) Special 4-dr., $670* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 

700*, 2 at $1,550*, $1,545, $1,510*, 
$1,410, $1,405; Parkwood (8) 4-dr., 
$1,600, $1,540; Corvair 500 (6) 4-dr., 
$1,200, $1,150. 

’59 Impala (6) conv., $1,455* (ps); Im- 





t a | 
pala (8) sport sedan, $1,400* (ps); Bel 
Air (6) sport sedan, $1,285* (ps): 4 
dr., $1,180*, $1,150*, $1,145*, $1,140¢, 
$1,110*, $1,110* (ps), 2 at $1,090*, $1,. 
075*, $1,070*, $1,045, $1,040, 2 at $1,. 
030, $1,025, $1,010, $1,005, $985; 2-dr,, 
$1,000; Bel Air (8), $1,200*, 2 at $1,. 
170*, $1,145*, $1,115*; Parkwood (6) 
4-dr., $1,250, $1,250*, $1,205; Park. 
wood (8) 4-dr., $1,185, $1,175*; Brook. 
wood (6) 2-dr., $850*. 

’58 Brookwood (8) 4-dr., $925*; Biscayne 
(6) 2-dr., $670*. 

’57 Two-ten (6) 2-dr., $330. 

’56 One-fifty (6) 2-dr., $325; utility se. 
dan, $190; Bel Air (6) sport secan, 
$125; Two-ten (8) 4-dr., $115. 

’55 Bel Air (6) 2-dr., $340*; Two-ten 
(6) 2-dr., $290, $130; 4-dr., $240.° 

’54 Bel Air (6) 2-dr., $190* (ps). 

753 One-fifty (6) 4-dr., $110; Bel Air (6) 
2-dr., $110, $100. 

’51 Bel Air (6) sport coupe, $160, $100*, 


CHRYSLER—’59 Windsor 4-dr. hardtop, 
$1,370* (ps); 2-dr. hardtop, $1,345* 
(ps); 4-dr., $1,250* (ps). 


’58 Saratoga 4-dr. hardtop, $1,090* (ps); 


2-dr. hardtop, $1,065* (ps). 
57 NY Town & Country, $800* (ps). 
’55 Windsor 4-dr., $220* (ps), $170* 
(ps). 
DeSOTO—’58 Firedome 2-dr. hardtop, 
$670* (ps). 
’54 Firedome 4-dr., $130*. 
DODGE—’58 Coronet (8) 4-dr. hardtop, 


$695* (ps). 

’55 Royal Lancer (8) conv., $275*. 

’53 Coronet (8) 4-dr., 2 at $100. 
EDSEL—’58 Ranger (8) 4-dr., $590* (ps), 
FORD—’61 Country Squire (8) 4-dr., $2,- 

540* (ps). 
’60 Fairlane 500 (8) 4-dr., $1,380* (ps), 


$1,270*, 2 at $1,250*; Galaxie (8) 2- 
dr., $1,290*; Falcon (6) station wagon 
4-dr., $1,255; Fairlane (8) 2-dr., $1,- 
036. 

’59 Thunderbird (8) 2-dr. hardtop, 2 at 
$1,925* (ps); Galaxie (8) 4-dr. Vic- 





toria, $1,450* (ps); Country Sedan (8) 
4-dr., $1,410*; Fairlane (8) 4-dr., $1,- 
140* (ps), $1,020, $990*, $965, $915, 
$845* (ps); Fairlane (6) 4-dr., $730; 
Fairlane 500 (8) 4-dr., $915; Ranch 
Wagon (8) 2-dr., $860, $825*. 

"58 Thunderbird (8) 2-dr. hardtop, $1,- 
750* (ps); Fairlane 500 (8) conv., 
$630; Country Sedan (8) 4-dr., $570*, 

57 Custom (8) 2-dr., $620* (ps); Fair- 
lane 500 (8) 2-dr. Victoria, $585* 
(ps); Custom 300 (8) 4-dr., $490*. 

56 Country Sedan (8) 4-dr., $450* (ps), 
$310* (ps); Fairlane (8) 4-dr. Victoria, 
$430*; conv., $165*; Custom (8) 2-dr., 
$355*; Ranch Wagon (8) 2-dr., $230*. 

55 Ranch Wagon (8) 2-dr., $185; Fair- 
lane (8) 2-dr., $170; Custom (8) 4-dr., 
$155; 2-dr., $155. 

’54 Crest (8) conv., $325*; Main (8) 4- 
dr., $140; Custom (8) 4-dr., $100*. 

753 Custom (8) 4-dr., $100*. 


IMPERIAL — ’57 Imperial 2-dr. hardtop, 
$1,065* (ps). 

LINCOLN—’61 Continental 4-dr., $4,770* 
(ps). 

’59 Capri 4-dr. hardtop, $1,960* (ps); 
2-dr. hardtop, $1,920* (ps). 

’*58 Capri 4-dr. hardtop, $1,255* (ps); x 
2-dr. hardtop, $1,235* (ps); 4-dr., $1,- ’ 
180* (ps). | 

MERCURY—’58 Monterey (8) 4-dr., $770* \ 
(ps). 


’57 Monterey conv., $665* (ps), $575* 
(ps); 4-dr., $480* (ps); 4-dr. hardtop, 
$350*; Colony Park 4-dr., $615* (ps). 

’55 Monterey 2-dr. hardtop, $325* (ps). 

OLDSMOBILE—’59 (88) Super station 
wagon 4-dr., $1,390* (ps); (88) 4-dr. 
Holiday, $1,320* (ps). 

’58 (88) 4-dr. Holiday, $1,145* (ps), $1,- 
035* (ps); 2-dr. Holiday, $1.135* (ps); 
4-dr., $1,100* (ps); Super (88) .4-dr. 
Holiday, $1,100* (ps). 

’57 (88) 4-dr. Holiday, $485* (ps). 

’56 (88) 4-dr. Holiday, $445*-(ps); Super 


(Continued on Page 32, Col. 1) 


Used Import Car Prices 


Albany 
Ford (English)—'59 Anglia 2-dr., 
Vauxhall—’60 Deluxe 2-dr., $1,110. 


Bordentown, N. J. 
Hillman—’56 station wagon 2-dr., 
Jaguar—'57 4-dr., $650. 


$470. 


$125. 


MG—’61 MGA conv., $1,950. 
Simea—’59 4-dr., $570. 
Skoda—'59 2-dr., $260. 


Volkswagen—’61 conv., $1,710. 
’58 2-dr. hardtop, $1,250, 
’57 station wagon 4-dr., $700. 


Caldwell, N. J. 
Alfa-Romeo—’60 Spider roadster, $1,850. 
Metropolitan— ’56 conv., $205. 
Opel—’58 station wagon 2-dr., $760. 
Volkswagen—’57 Deluxe 2-dr., $540. 


Chicago 
Austin-Healey—’59 Sprite conv., $800. 
Mercedes-Benz—’59 4-dr., $1,555". 

’57 4-dr., $1,200. 
Volkswagen—’57 Karmann-Ghia, $1,010. 
Volvo—’ 60 4-dr., $1,265. 


Columbus, O. 
Ford (English)—’61 Escort station wagon 
2-dr., $800. 
Opel—’59 Olympia station wagon 2-dr., 
$795. 





Volkswagen—’'60 2-dr., £1,275. 
’57 sunroof 2-dr., $700. 
°56 2-dr., $755. 


Danville, Va. 
Jaguar—’53 4-dr., $255. 


Daytona Beach, Fla, 
Volkswagen—’61 conv., $1,615. 
60 2-dr., $1,115. 


"59 2-dr., $850, 
’54 2-dr., $440. 
Dyer, Ind. 
Lloyd—’59 2-dr., $185. 
Simea—’60 4-dr., $530. 
58 4-dr., $225. 
Volkswagen—’58 2-dr., $730. 
Flint 
Goliath—’59 station wagon, $440. 
MG—’58 MGA 2-dr., $705. 
Volkswagen—’60 conv., $1,380. 


’59 Kombi station wagon, $660. 
56 2-dr., $600. 
Fontana, Wis. 
Jaguar—’54 conv., $700. 
Triumph—’59 2-dr., $355. 
Volkswagen—’ 60 2-dr., $950. 
'56 2-dr., $200. 





Kansas City 
Volkswagen—’59 Microbus, $842. 


Los Angeles 
Alfa-Romeo—’59 2-dr., $1,600. 
Austin-Healey—’60 Sprite, $1,135. 

’57 roadster, $1,175. 
Hillman—’54 2-dr. hardtop, $250, $225. 
Jaguar—’61 Mark II 4-dr., $2,890*, 
’60 2-dr., $2,785. 
Porsche—’59 2-dr., $2,170. 
*58 1600 2-dr., $1,590. 
Renault—’60 Caravelle 2-dr., 
’59 Dauphine 4-dr., $480. 
’58 Dauphine 4-dr., $420. 
Volvo—’59 2-dr., $935. } 
’S7 2-dr., $420. 


Manheim, Pa. 
Austin—’61 roadster, $1,420. 
Citroen—’59 4-dr., $730. 


$1,260. 


Ford (English)—’59 Prefect 4-dr., $620; 
Anglia 2-dr., $510. 
MG—’59 roadster, $1,200. 
’53 conv., $725. 
Mercedes-Benz—’57 sunroof 4-dr., $1,170. 


’55 220 4-dr., $620. 
Metropolitan—-’60 conv., 

’59 conv., $675. 
Opel—’59 station wagon, $900; 2-dr., $875. 
Porsche—’59 2-dr., $2,265. 

Simca—’60 conv., $1,380. 

’59 1300 2-dr. hardtop, $570. 
Taunus—’61 2-dr., $1,070. 
Volkswagen—’61 Karmann-Ghia 2-dr., $1,- 

980; conv., $1,890. 

"59 sunroof, $1,150. 

’58 sunroof, $900; 2-dr., $870; Microbus, 

$800; station wagon 2-dr., $710. 

’57 sunroof 2-dr., $690. 

’55 sunroof 2-dr., $645. 


Sacramento, Calif. 


$700. 


Austin—’59 2-dr., $570. 
Fiat—'59 2-dr., $425. 
MG—’56 roadster, $705. 
Metropolitan—’'57 2-dr. hardtop, $535, 
Renault—’58 4-dr., $420. 
Taunus—’59 2-dr., $335. 
Triumph—’59 roadster, $1,050. 
Volkswagen—’58 2-dr., $750, 

Salt Lake City 
Fiat—’59 1100 4-dr., $500; 600 sunroof 4- 

dr., $375. 

Volkswagen—’'59 2-dr., $1,100. 


Warehouse Point, Conn. 
Ford (English)—’57 station wagon, $225. 
Hillman—’56 Minx 4-dr., $170. 
Opel—’5S station wagon, $500. 
Simeca—’59 Aronde 4-dr., $505, 


Volkswagen—’56 Deluxe 2-dr., $425, 
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Motorola was dedicated to the 
advancement of car radio 
back when the cap was a crown 


Remember? The crowning glory of every from Motorola, the first one ever with push- 
well-poised car on the road was its hood orna- button convenience. 
ment—a symbol of your pride in the one car Today, the Motorola car radio is still Number 
| above all. One. Because making a good thing always 
Impressive too, this car’s radio. It was new better is the job we do best. 


MOTOROLA AUTOMOTIVE PRODUCTS INC., A SUBSIDIARY OF MOTOROLA INC., 9401 | QRAND AVE., FRANKLIN PARK, ILLINOIS © MOTOROL A 
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(Continued from Page 30) 


(88) 2-dr., $260* (ps). 
‘55 (98) conv., $415* (ps), $400* 
’53 (98) 2-dr. Holiday, $100*, 
PLYMOUTH—’'59 Suburban (8) Custom 4- 
dr., $1,125*; Belvedere (8) 4-dr., $1,- 
005* (ps), $990*, 2 at $925*. 


(ps). 


’6568 Suburban (8) Custom, $725* (ps), 
$500*. 
’56 Belvedere (8) 4-dr. hardtop, $250* 


(ps). 

55 Savoy (6) 4-dr., $155; Belvedere (8) 
4-dr., $125*. 

PONTIAC—’'60 Catalina sport coupe, $2,- 
145* (ps); Safari 4-dr., $1,290. 

’58 Star Chief 4-dr. Catalina, $995* (ps); 
4-dr., $945*. 

’56 Star Chief 2-dr. Catalina, $470*. 

’55 Chieftain Safari 2-dr., $390* (ps); 
Star Chief conv., $150* (ps); 4-dr., 
$140* (ps). 

’48 Star Chief 4-dr., $130. 

STUDEBAKER—’59 Lark (6) Deluxe sta- 
tion wagon 2-dr., $485*. 

’57 Scotsman (6) 4-dr., $225. 

’56 Champion (6) 4-dr., $365*. 


MISCELLANEOUS—’55 Chevrolet pickup, 
$420. 


COLUMBUS, O. 


Capital Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of June 15. 
Market steady on the clean sharp late 
model cars. Sold 266 cars from 396 con- 
signments. 

BUICK—’60 LeSabre Estate Wagon (8 
pass.), $2,575* (ps); conv., $2,450* 
(ps); 4-dr. hardtop, $2,410* (ps); 4- 
dr., $2,175* (ps). 

’59 Electra 4-dr. hardtop, $1,850* (ps); 

Invicta 4-dr., $1,550* (ps); 4-dr. hard- 


top, $1,415*; LeSabre 4-dr. hardtop, 
$1,420* (ps). 

’57 Special 4-dr. Riviera, $640*; 2-dr., 
$590". 

’56 Century 4-dr. Riviera, $590*, $560* 


(ps). 

’55 Century 4-dr. Riviera, $400* (ps). 

CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
290* (ps). 

’5S (62) 4-dr. hardtop, $1,750* (ps). 

’57 (62) 4-dr. hardtop, $1,350* (ps). 

’56 (62) conv., $1,225* (ps). 

’55 (62) Coupe de Ville, $600* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 

$2,420* (ps), $2,375*; Bel Air (6) 2- 
dr., $2,010*; Biscayne (6) 2-dr., $1,- 
775; Corvair Monza (6) 2-dr., $2,015*; 
Corvair 700 (6) 2-dr., $1,735*. 

"60 Impala (8) conv., $2,300* (ps); sport 
sedan, $2,020*, $1,975; Bel Air (8) 
sport sedan, $1,695*; 4-dr., $1,650*; 
Biscayne (8) 4-dr., $1,650*; Corvair 
Monza (6) 2-dr., $1,600; Corvair 500 
(6) 4-dr., $1,505*, $1,300*. 

"59 Impala (8) conv., $1,700* (ps), $1,- 
485*; sport sedan, $1,565, $1,450* (ps); 
4-dr., $1,405* (ps); Parkwood (8) 4- 
dr., $1,475* (ps); Bel Air (8) sport 
sedan, $1,365* (ps); 4-dr., $1,325*; 2- 
dr., $1,265*; Biscayne (6) 2-dr., $1,- 
156. 

"58 Nomad (8) 4-dr., $1,065* (ps); Im- 
pala (6) conv., $1,050* (ps); Brook- 
wood (8) 4-dr., $1,030*; Brookwood 
(6) 4-dr., $1,000; Biscayne (6) 2-dr., 
$900; Biscayne (8) 4-dr., $890*; Bel 
Air (8) sport sedan, $900; Yeoman (6) 
2-dr., $785; Delray (6) 2-dr., $540. 

’57 Bel Air (8) conv., $1,050*; sport se- 
dan, $1,000* (ps), $935, $925*, $900*; 
‘2-dr., $820*; 4-dr., $780*; Bel Air (6) 
sport sedan, $950*; Two-ten (8) 4-dr., 
$945*, $700*; Two-ten (6) 2-dr., $680*; 
One-fifty (6) 4-dr., $780; 2-dr., $775*, 
$675, $580. 

'56 Bel Air (8) sport sedan, $760*; 4-dr., 
$450*; 2-dr., $370*. 
CHRYSLER—’'59 NY 4-dr. $1,- 

575* (ps). 

"56 Windsor 4-dr., $575* (ps). 
COMET—'60 Comet 2-dr., $1,550. 
DeSOTO — '60 Adventurer 4-dr. 

$1,840* (ps). 

*59 Firedome 4-dr. hardtop, $1,300* (ps). 

’57 Firesweep 4-dr. hardtop, $505*, 
DODGE—’60 Polara (8) 4-dr. hardtop, 

$1,875* (ps); Pioneer (8) 4-dr., $1,- 
600*; 2-dr. hardtop, $1,400* (ps); Sen- 
eca (8) 4-dr., $1,530*. 


hardtop, 


hardtop, 


59 Sierra (8) 4-dr., $1,350* (ps). 

"58 Coronet (8) 4-dr. hardtop, $905* 
(ps). 

’57 Sierra (8) 4-dr., $795* (ps); Royal 
(8) 4-dr. hardtop, £715* (ps); Coro- 
net (8) 4-dr. hardtop, $665*; 2-dr., 
$420*. | 

FORD — ’60 Galaxie (8) conv., $2,205* 
(ps), $2,100*, $1,850; starliner, $1,760* 
(ps); 4-dr. Victoria, $1,750* (ps); 
Fairlane 500 (8) 4-dr., $1,470*; Ranch 
Wagon (8) 2-dr., $1,450*; Falcon (6) 
4-dr., $1,420; 2-dr., $1,290. 

'59 Thunderbird (8) 2-dr. hardtop, $2,- 
250* (ps); Country Squire (8) 4-dr., 
$1,700* (ps); Galaxie (8) conv., $1,- 


600*; 4-dr. Victoria, $1,375* (ps), $1,- 


300; Country Sedan (8) 4-dr., $1,425* 
(ps), $1,355, $1,350; Fairlane (8) 4- 
dr., $1,175*; 2-dr., £$1,115*; Ranch 
Wagon (6) 2-dr., $1,150*; Ranch Wag- 
on (8) 2-dr., $1,125; Custom 300 (6) 
4-dr., $1,070*; 2-dr., $1,060*; Custom} 
300 (8) 4-dr., $940. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
600* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $1,000* (ps); 2-dr., $735*; Fair- 
lane (8) 2-dr., $725; 4-dr., $700* (ps); 
Custom 300 (6) 2-dr., $600*; Custom 
300 (8) 2-dr., $560, $485*. 

’57 Fairlane 500 (8) skyliner, $900* (ps); 
Country Sedan (8) 4-dr., $710, $690*; 
Fairlane (8) 4-dr. Victoria, $560*; 
Ranch Wagon (8) 2-dr., $550; Custom 
300 (6) 2-dr., $535. 


"56 Fairlane (8) conv., $475*; 2-dr., 
$400*; Custom (8) 2-dr., $340. 
IMPERIAL—’60 Imperial 4-dr. hardtop, 
$2,925* (ps). 


"58 Crown 4-dr. hardtop, $1,715* (ps). 
’57 Imperial 4-dr., $930* (ps). 


LINCOLN—’61 Continental conv., $5,510* 
(ps). 

MERCURY—’59 Montclair 4-dr, hardtop, 
$1,600* (ps); Monterey 4-dr., $1,220* 
(ps); 2-dr., $1,150* (ps). 


758 Monterey 4-dr., $900* (ps). 


"57 Monterey 4-dr. hardtop, $690* (ps); 
4-dr., $550*; Montclair 4-dr. hardtop, 
$640* (ps). 

OLDSMOBILE—’60 (88) Super Fiesta 4-dr. 
(9 pass.), $2.710* (ps); (98) 4-dr. 
Holiday, $2,585* (ps), $2,550* (ps); 
(88) 4-dr. Holiday, $2,440* (ps). 

"59 (98) conv., $1,895* (ps); (88) conv., 
$1,850* (ps); 4-dr., $1,600* (ps). 

758 (98) 4-dr. Holiday, $1,200* (ps); 


(88) 2-dr., $975*. 
’57 (88) Super 4-dr. Holiday, $765*; (88) 
4-dr. Holiday, $725* (ps). 


PLYMOUTH—’61 Valiant (6) 2-dr., 
600. 

’60 Suburban (8) 4-dr. 
685*; Belvedere (8) 4-dr., $1,475* 
(ps); Valiant (6) 4-dr., $1,310. 

‘59 Savoy (8) 4-dr., $1,075* (ps); Savoy 
(6) 2-dr., $855; Belvedere (6) 4-dr. 
hardtop, $925. 

’57 Belvedere (8) conv., $755* (ps); 2- 
dr., $595*; 2-dr. hardtop, $390*; Savoy 


$1,- 
(9 pass.), $1,- 


(8) 4-dr., $485*; Suburban (8) 4-dr., 
$410*. 

PONTIAC—’61 Tempest (4) 4-dr., $1,995*, 
$1,650. 


’60 Star Chief 4-dr. Vista, $2,430* (ps); 
Catalina 4-dr., $2,210* (ps), $1,730; 
4-dr. Vista, $2,200* (ps). 

’59 Bonneville 4-dr. Vista, $1,885* (ps); 


Catalina 4-dr., $1,475*, $1,275*; Sa- 
fari 4-dr., $1,475*; 4-dr. Vista, $1,- 
390°. 


’57 Chieftain 4-dr., $670*. 


RAMBLER—’60 Custom (6) 4-dr., $1,590; 
Super (8) 4-dr., $1,375; Super (6) 4- 


dr., $1,300; American (6) 4-dr., $1,- 
230*; 2-dr., $1,075. 
’59 Super (8) 4-dr., $1,195*; American 


(6) station wagon 2-dr., $885. 
’58 Super (8) 4-drf., $925; American (6) 


2-dr., $695. 
STUDEBAKER—’'60 Lark (8) 4-dr., $1,- 
275. 


’59 Lark (8) 4-dr., $880; Lark (6) 2-dr., 
$805. 
’58 Silver Hawk (8) 2-dr., $635. 
MISCELLANEOUS—’60 Chevrolet El Ca- 
mino %-ton pickup, $1,415; Dodge 100 
(6) %4-ton pickup, $1,260, 
’57 Chevrolet 1-ton stake, $660. 


SALT LAKE CITY 


Sale Lake Auto Auction. Sale every 
Thursday. Prices are for sale of June 15. 
BUICK—’59 LeSabre 4-dr., $1,635* (ps). 

’57T Special 4-dr. Riviera, $735*. 

’56 Century 4-dr. Riviera, $710* (ps). 
CADILLAC—’61 de Ville 4-dr. hardtop, 

$5,450* (ps). 

’59 (62) 2-dr. hardtop, $3,045* 
dr. hardtop, $3,005* (ps), 
(ps). 

’57 (62) Coupe de Ville, $1,690* (ps). 

"56 (62) conv., $990* (ps). 

’55 (62) 2-dr. hardtop, $910* (ps). 
CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,575* (ps); sport coupe, $2,450*, 
’60 Nomad (8) 4-dr., $2,250*; 2-dr., $2,- 
245*, $1,985* (ps); Bel Air (8) 4-dr., 
$1,800, $1,625*, $1,600; Corvair 700 

(6) 4-dr., $1,390. 

°59 Impala (8) 4-dr. hardtop, $1,630*; 
Bel Air (8) 4-dr., $1,430* (ps); 2-dr., 
$1,260* (ps); Brookwood (8) 2-dr., 
$1,120. 

"58 Brookwood (8) 4-dr., $1,040*; Bis- 
cayne (8) 4-dr., $805, $745, $735; Del- 
day (6) 4-dr., $540. 

’57 Bel Air (8) 2-dr. hardtop, $1,120*; 
Two-ten (6) 4-dr., $685*, $335*, $335. 

’56 Bel Air (8) 4-dr., $615*; Two-ten (6) 


(ps); 4- 
$2,300* 





Ranch Wagon (8) 2-dr., $450; Custom 
(8) 4-dr., $475. 


IMPERIAL — ’'59 Imperial 4-dr. hardtop, 
$2,480* (ps), $2,450* (ps). 
LINCOLN—’56 Premiere 4-dr., $885. 
MERCURY—’60 Colony Park 4-dr., $2,- 
325* (ps). 
"58 Voyager 4-dr. (9 pass.), $1,075* 


(ps); Montclair 4-dr., $970* (ps). 
’57 Commuter 4-dr., §890*. 
’56 Custom 4-dr. hardtop, $375. 


OLDSMOBILE—’61 F-85 Deluxe 4-dr., $2,- 


4307. 

60 (98) 4-dr. Holiday, $2,655* (ps), 
$2,575* (ps); 2-dr. Holiday, $2,600* 
(ps). 

’59 (88) Fiesta 4-dr., $2,300* (ps); 4- 
dr., $1,790* (ps), $1,690* (ps); (88) 
Super 4-dr., $1,700* (ps). 

58 (88) Super 4-dr. Holiday, $1,295* 
(ps). 


’57 (88) 4-dr. Holiday, $775* (ps). 
’56 (88) Super 4-dr., $410* (ps). 
PLYMOUTH—’60 Valiant (6) V-200 2-dr., 
$1,330. 


’59 Fury (8) 2-dr., $1,330* (ps); 2-dr. 
hardtop, $1,065* (ps); Belvedere (8) 
4-dr., $985* (ps). 

’57 Belvedere (8) 4-dr., $665*; Savoy 


(6) 4-dr., $465*. 
PONTIAC—’61 Tempest (4) Safari 4-dr., 
$1,895*, $1,850*. 
60 Bonneville 4-dr. Vista, $2,715* (ps); 
Catalina Safari 4-dr., $2,635* (ps). 
’59 Star Chief 4-dr. Vista, $2,635* (ps); 
Catalina 2-dr., $1,450*. 

’57 Chieftain Safari 4-dr., $890* (ps). 
’56 Chieftain Safari 4-dr., $590* (ps). 
RAMBLER—’60 Custom (8) 4-dr., $2,090. 
’59 Custom (6) station wagon 4-dr., $1,- 

400, $1,385; station wagon 2-dr., $870. 
’°56 Custom station wagon 4-dr., $635. 
STUDEBAKER—’60 Lark (6) Deluxe 4- 
dr., $1,330*. 
’59 Lark (6) Deluxe station wagon 4-dr., 
$955; 4-dr., $865*. 
MISCELLANEOUS—’61 Chevrolet (8) %- 


ton pickup, $2,400; (6) %-ton pickup, 
$1,900. 

’60 Ford (8) F-100 pickup, $1,550; Chev- 
rolet (6) %-ton, $1,205; (8) %-ton 
pickup, $1,190. 

’59 Chevrolet (8) El Camino, $1,250*; 


Ford (6) %-ton pickup, $1,190; (8) 
%-ton pickup, $1,165; panel, $995. 
’58 Willys Jeep, $980, $915, $900, $885; 
Dodge %-ton pickup, $625. 

’57 Ford (8) %-ton pickup, $670; Inter- 
national (6) pickup, $690. 

’56 Willys Jeep, $715; International 
ton, $600. 

"55 Dodge 1%-ton pickup, 
Jeep, $730. 

52 GMC %-ton, $235. 

51 Chevrolet (6) %-ton pickup, $265, 

’50 Studebaker %-ton pickup, $100. 

’48 Jeep, $290. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of June 14. 


% - 
$765; Willys 


Riviera, $890* (ps); 4-dr. Riviera, 
$830". 

’57 Century Estate Wagon, $870* (ps); 
conv., $600*; Special 4-dr., $550*; 4- 
dr. Riviera, $550* (ps). 

’56 Special 2-dr. Riviera, $590*, $400*. 
’55 Century 2-dr. Riviera, $300* (ps). 
CADILLAC—’61 (62) 2-dr. hardtop, $4,- 

500* (ps). 

"60 (60) Special 4-dr. $4,050* 
(ps). 

’58 (62) 4-dr., $1,700* (ps). 

‘57 (62) Sedan de Ville, $1,120* (ps). 

’56 (62) 4-dr., $900* (ps). 

’40 (60) Special 4-dr., $125. 


CHEVROLET—’61 Corvette (8) conv., $3,- 
250*. 

60 Parkwood (8) 4-dr., $1,610; Bel Air 
(8) 4-dr., $1,590*. 

59 Corvette (8) conv., $2,140*; 
(6) sport coupe, $1,575* (ps); Park- 
wood (6) 4-dr., $1,475* (ps); Kings- 
wood (8) 4-dr., $1,375*; Bel Air (8) 2- 
dr., $1,210*, $1,150*; 4-dr., $1,075; 
Bel Air (6) 4-dr., $1,190, $1,165*, $1,- 
150*, $1,020; 2-dr., $1,180*, $1,025; 
Brookwood (8) 4-dr., $1,162*, $1,010. 

’58 Brookwood (8) 4-dr., $1,010; Brook- 
wood (6) 4-dr., $990; Biscayne (8) 4- 
dr., $935* (ps); Biscayne (6) 4-dr., 
$885; Delray (6) 2-dr., $660. 

’57 Bel Air (6) conv., $975*; Bel Air (8) 
2-dr., $855*; Two-ten (8) station wag- 
on, $830*; Two-ten (6) station wagon, 
$575*; One-fifty (6) 2-dr., $575. 

’56 Bel Air (8) 4-dr., $675*; Bel Air (6) 
sport’ coupe, $605* (ps); Two-ten (6) 
2-dr., $580, $375; 4-dr., $360. 

’55 Two-ten (8) station wagon, $575*; 
Two-ten (6) 2-dr., $440*; 4-dr., $205; 


hardtop, 


Impala 


One-fifty (6) 4-dr., $255; 2-dr., $185. 
’54 Bel Air 2-dr., $235; One-fifty 2-dr., 
$205. 


53 Bel Air 4-dr., $165*; 2-dr. hardtop, 
$140; conv., $115*; One-fifty 4-dr., 
$120. 

DeSOTO—’ 59 Firedome 4-dr., $1,100* (ps). 

’57 Firedome conv., $700* (ps), $550* 
(ps). 

DODGE—’ 57 Coronet (6) 2-dr., $335*. 

’55 Coronet (8) station wagon, $155*. 


EDSEL—’58 Ranger 2-dr. hardtop, $560*. 


FORD—’60 Country Seden (8) 4-dr., $1,- 
700* (ps); Fairlane (8) 4-dr., $1,350*; 
2-dr., $1,100*, 

59 Thunderbird (8) conv., $2,250* (ps); 
2-dr. hardtop, $2,210* (ps), $2,075 
(ps); Galaxie (8) 2-dr. Victoria, $1,- 
380* (ps), $1,375* (ps); Custom 300 
(8) 4-dr., $990*, $900*; Custom 300 
(6) 2-dr., $770. 

5S Thunderbird (8) 2-dr. hardtop, $1,- 
625* (ps), $1,545* (ps); Fairlane 500 
(8) 4-dr., $870*; conv., $805* (ps); 
Custom 300 (6) 2-dr., $525*. 

’57 Fairlane 500 (8) conv., $680* (ps); 
2-dr. Victoria, $625* (ps), $480*; 4-dr. 
Victoria, $560* (ps); Ranch Wagon 
(8) 2-dr., $650*; Country Sedan (8) 4- 
dr., $600*; Custom (8) 4-dr., $490*. 

56 Custom (8) 2-dr., $490*; 2-dr. Vic- 


’54 Custom (8) 2-dr., $110*, 
LINCOLN—’56 Capri 2-dr. hardtop, $450* 
(ps). 
MERCURY — ’'57 Monterey 2-dr., $5°0*, 
$4207. 
’56 Monterey station wagon, $670* (.'s), 
’55 Monterey 2-dr. hardtop, $200; 4-4r., 


$185. 
NASH—’55 Statesman (6) 4-dr., $185*. 
OLDSMOBILE — ’59 (98) 4-dr. Holicay, 
$1,925* (ps); (88) 4-dr. Holiday, $1,. 
490". 


’58 (88) 4-dr. Holiday, $1,075* (ps). 

’56 (88) 2-dr. Holiday, $512* (ps); conv,, 
$500* (ps). 

’55 (88) 2-dr. Holiday, $520*; (98) 2-dr, 
Holiday, $165* (ps); 4-dr., $160* (ps), 

PLYMOUTH—’59 Suburban (8) Custom 4. 
dr., $1,010* (ps); Suburban (6) De- 
luxe 4-dr., $850; Fury (8) 4-dr., $$22* 
(ps); Belvedere (8) 4-dr., $805* (ps); 
Savoy (8) 4-dr., $775. 

’58 Suburban (8) Sport 4-dr., $930* 
(ps); Custom 4-dr., $850*; Savoy (8) 
4-dr. hardtop, $750* (ps). 

’57 Belvedere (8) 4-dr., $550*; 2-dr, 
hardtop, $520*; Savoy (8) 2-dr. hard- 
top, $500* (ps); 2-dr., $400*. 

’56 Savoy (8) 2-dr., $425*; Savoy (6) 2- 
dr. hardtop, $310; Suburban (6) 4-dr., 
$350*; Belvedere (8) 2-dr., $340* (ps). 

PONTIAC—’ 57 Chieftain 4-dr., $575*. 

’55 Star Chief conv., $425* (ps), 

STUDEBAKER—’57 President (8) 4-dr., 
$385". 

MISCELLANEOUS—’55 Chevrolet (6) %- 
ton pickup, $460. 

* * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (June 14), Later model 
cars remain firm as earlier models continue 
on the rise. 1957 and down cars are in 
great demand. Sold 85 percent of 589 con- 


signments. 
* * * 


DYER, IND. 
Dyer Auto Auction, Sale every Friday 
(June 16), Sale very good. Many buyers 
from other states were here, Sold 277 cars 


from 359 consignments. 
* * + 


FONTANA, WIS. 
Fontana Auto Auction, Sale every Thurs- 
day (June 15). Market very strong with all 
models selling very good, Sold 187 cars 


from 239 consignments. 
* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (June 16). Weather: Clear, Sold 83 


percent of 827 consignments. 
* * * 


PADUCAH, KY. 
Fred Brown Auction. Sale every Tues- 


day (June 13), The market was good on 
Rough cars were somewhat 


BUICK—’59 LeSabre 4-dr. hardtop, $1,- toria, $385*; Custom (6) 2-dr., $215; | clean cars. 
410*, Fairlane (8) 2-dr. Victoria, $485*. weaker. Sold 94 cars from 170 consign- 
"58 Special conv., $1,180* (ps); 2-dr. ’55 Main (6) 2-dr., $425*. ments. 





New Commercial-Car Registrations, 
12 States for May, 1961-1960 





















































4-dr. hardtop, §475°. Truck registrations by states are 
ong2.340" (Ds). || selene bore weekly, os complied M. |nation- slides bes 
COMET—’60 Comet (6) station wagon 4- ate capitals. inact Ford | ¢’ 1 | Mack | baker | White | Willys | Misc. | TAL 

dr., $1,755*; 4-dr., $1,650*; 2-dr., $1,- : 

645%. : ' 
DeSOTO—'57 Firesweep 4-dr., $560* (ps). | Delaware , 201 21 a2 | 2. 2 3. 3 ri | @ Su ee 
DODGE—’61 Lancer 170 (6) station wag- | __ 60| 

on 4-dr., $2,050. Idaho "6l| ei 39; —s«:189| 52; 16 8| 9| 1| 23| 12) 667 

’60 Dart (8) Pioneer station wagon 4-dr., "60 | 263 1} 42 217 143} 82! 5) 14 18 30} 30) 845 
eo 1:950* (ps). Nebraska ‘6l| | 308) 48, 372| 79| 146] 9| 4| 19 13| 24; = 1022 
Cane ‘60 | _387 3} 30] 341] —se}_—stS3}—S sto} Ss) Sst] g]_—_—*083 
f >oronet 4-dr., $255°.  # $$ sI—>z ; ZI ] j ] | ] 
FORD—'61 Thunderbird (8) 2-dr. hardtop, | New Hampshire ‘6 17 16; 104, 2 I 8) 7| , 2 2 oS 

$3,750* (ps); conv., $2,800* (ps);| SS "60 | 112) 3 21) 122 33} 72 10} | 12) 30} 35| 5 

Falcon (6) station wagon 4-dr., $2,-| North Dakota *6l| | 146) 3) 30) 173| 24) 80) | 7| | 4) 3 470 

105. "60 | 170} 3 18} 137} 34| 94| 3| 8| 2| 469 

"60 Galaxie (8) starliner, $1,825* (ps), | Rhode Island ‘6l| 51| l 3| 89| 12| 64! 3| 1 14 31| 21; 289 
tpad; ddr’ $1,700" (pe), S150" (oe), "60| — i 2: he | |. ab 

(ps); 4-dr., $1, ps), $1, (= : Tz - : as 1 503 

sat Bio pe) SL aRB fey: | Sev Cort a | Bl Ue OB St Og) 

dr. Victoria, $1,775* (ps); Fairlane 500 | ___ 60! os atid aoa ! ! | ! 

(8) 4-dr., $1,575, $1,550* (ps); Falcon | Vermont ‘él 3) 109 12| 114) 40) 68) 7| 3) 5 46) 64) 47 

(6) station wagon 4-dr., $1,480; 4-dr., ante P "60! 2) 127 i 21) 120| 45| 100) 5} 3| 6} 46} 38) 513 

31440; 2-dr., $1,400. .. | Virginia ‘6l| | Sill 4| 81; 632; = «137| ~—Ss219| 20| 7| 14| 49| 71| 1745 
ne ae een, Sr me ME cali ‘60| 3] 645] 5} 104) 552} 196] _—_—2 7 28 | 20| 35 89) 86} — 1980 
axie (8) 4-dr., $1,250*; Fairlane (8) | West Virginia ‘61 ary ; > ed P| rt 2 4 : a I & 

4-dr., $1,150*, $1,120*; '2-dr., $1,130*. | __ 60 |__ 25 3 | | | ual 8 | 
’58 Custom (8) 4-dr., $795, $750; Fair- | Wisconsin "6l| | 474) | 76} 380} 112) 270! 15} 20) 41} 30} 51 1470 
lane (8) 4-dr. Victoria, $750, $740;| __ 60) | 512I 10 78 449| 162) 311 | 9| 15| 31| él! 58} 1696 
Ranch Wagon (6) 2-dr., $695. | Wyoming él) [ea | 19 112{ 30) 70| 2| 3| 1| 21) 12; 393 
’57 Country Sedan (8) 4-dr., $750*; Fair- '60| | 155| 16! 113) él} 58] 2| 7| 3 29) 9| 453 

lane (8) 4-dr., $700* (ps); Fairlane : ee = 71 ; 7 er : 
. RTE e. : : 12 States Reported to Date bl 4, 2548) i 390; 2760; 646| 1262) 89 69 127; 296, += 325| +=—-8527 

a ee. ee ee see eed Renae ‘60 8} 3096; 3145/2695; ~—«903/_—«*1308}_—=stOT|_—B1|__—«40|— 386] 443] (9847 

56 Country Sedan (8) 4-dr., $610*, $500*| Year él | 282; 92093; 588; 12322) 90222) 21693; 30945; 2892| 1772! 3881; 8896) 10631| 276217 

(ps); Fairlane (8) conv., $590* (ps); To Date '60| 397| 109363) 957| 14894; 96510} 25921} 37982) 3953} 1127; 5087; 9864} 15304] 321359 








New Passenger-Car Registrations, 12 


States for May, 1961-1960 































































































Car registrations as : 
compiled by R. L, Polk Buick | Cadil- 
& Co. Jac 
Delaware 6l| 89 21| 1 78 | a; in 467 | 5| 39| 37| -548| 75 49| 579 84, 101 888 13} 97| 1806 
ree 60} 99 15) 2 10) 144) ~—«179|_—«350 416| 7 26| 43| _ 492| 62| 55] 696] ~—s«*122|_~——:122|_——*1:057| 28} 198] 2224 
Idaho ‘ell! +(137 29) 6| 95) 50; ‘180 302| 1| 43| 62; 418) ~—«STS 34/  —-304/ 82) ‘131 666 46, 122) ~—«1:569 
a '60| 216 30| 8| 10 126! 95| 269) ~—_—:325) 5| 44} 45} 4191 74 38| 403 97| 133] 745 30 119] 1798 
Nebraska ‘ol! «186 71 6| | 148; 189) 414) 1005) 6| 104] 80; 1195) «61 86| 1173 240 246| 1906 93 277| 407! 
jl aie '60| 328) 50) 5| Is} 319 250| 639} +~—-:1020/ 3] 125) 80} 1228} 198 73| 1243) 216 261} 1991 80 145) 44i1 
New Hampshire ‘el| 2131 34 4) 140 109 287 647| 18| 59} 108) 832 95 49; 796)  ~—«:103 106} ‘1149 77|—-315| 2873 
meee ‘60 290 22 4| 10 167] —s212 415| 619} 7| 77| 75| 778 % 45| 784 105 116} 1146] 81 340} 3050 
North Dakota ‘ol % 37 4| 105 | 75| 221) ~~ 465| 2| 57| 49| «573 | 72| 23; «513 91 | 78| (777 43| 62| 1772 
60} 125 31 8 1 128 142| __ 320 445 | 4 77 43) 569! 57| 31} 533} 88 820) 26| 62| 1922 
Rhode Island ‘6l 210] 38| 3| 121 172 334) 717 7| 46, «i 17 887| 83 42; 720; += 120; —Ss«s115| ~—«*1080 45 292| 2848 
fs 60 266 49 10 14 166} 290 529 657 6 57] 79 799) 89| 50! 690} st] ~——125] ~—_—*1065| 55 266| 2980 
South Carolina bl 193| 39| 7| 110 202 358| 1207| 5| 48 155, 1415] 196 62| 1263 184) 243) 1948 56] 281| 425! 
"60 239 37) 9| 17| 200 328 591| 1167} 3| 8! 144] 1395] —_—188 59| 1432] 200 248| 2127 53} 459} 4864 
Vermont bl 130 28 2 66 112) 208) ~~ 423] 5 34) 71} ‘533] 70| 18} 425| 39| 64 616| 42; 257| —«1'786 
‘60 112| 20 2 1 107 148} 288] ~——-393 1| 4 31 466 7\ 19} 505] 52| 74] ~—72t| 55; 234) ~—«(1876 
Virginia bl 581 175 16| 502 805} 1498) 3062] 47 213} 401 «3723| = s«517|—Ss«190| 3144) 463] ~—S696| ~—«S010) ~=—«159| +1269) +12240 
7 ae.” "60; 642 137 24| 67 721| 1033} 1982] 2716 38 | 240 316| 3310) 486 168| 3295} 534) 741] ~— 5224] st] ~—«1322] 1266! 
| West Virginia "el; «190 50| 4 l 142; 205| 401 778 | 9] 94) 101; -982| 163 48 797 168| 191| 1367 76, 158 3174 
60; 329! 5I 7| 20} 239) ——382 699 856| 9} 138 95} 1098) «198 53) 1141 259| 263] ~—«1:914| 87 200} 4327 
Wisconsin 61} 976| 158 18} | 533/483) 1192) 2789) 39 264/220, -3312|619|246| 3308 = 712/833) 5718) 203) ~—S—«509| 11910 
is 60] 1705; 152! 22| 47| 938} 734) ~—«*1893| 3140 43| 409} 319) 3911} 730 230} 3920) 1008} 1051} 6939 300 623} = 1537/ 
Wyoming él 71] 18] 2) 40) 48 108 209 4) 29 35 277) 49 25 256 70] 54| 454 40 113) 1063 
‘60 108) 12| 4 7| 46| 88 157| 232 8| 31 31 302/ 68 27 310 70} 84 559 29 61] 1216 
12 States Reported "6l| 3072) 698) 73| | 2080; 2521) 5372) 12071; 158) 1030) 1436) 14695) 2215 872| 13278; 2356)  2858| 21579 893| 3752) 49363 
To Date for May 60 4459/ 606 105) 239] 3301| 3881; 8132) 11986] 134) 1346] 1301] 14767} 2317 848} 14952} 2885] 3306] 24308] 1005}  4029| 56700 
“Year 61) 109873| 28731| 3865 | 73727| 97425| 203748| 405658| 10436; 37876| 52767| 506737| 86576| 48739| 485001, 99117| 115834) 835267| 24575| 125643| 1805843 
__To Date '60| 137814) 27045) 5872) 10484] 118532] 152305] 314238) 486325]  8661| 55508) 21415) 571909] 89654) 52275| 567151| 118643] 135472) 963195] 39144] 188395) 2214695 
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American—and 


*12 month or 12,000 mile warranty. 


For information about available Renault Dealerships in your area write: Commercial Division, Renault, Inc., 750 Third Avenue, New York 17, N.Y. 
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For Engines, Parts .. . 





Firms Swinging Back 


To Lighter 


Cast Irons 


(Continued from Page 18) 


Special and F-85 and several other 
compacts. 

While an aluminum engine will 
continue to be an option on these 
cars, it would appear that this en- 
gine (earlier described as the first 
of a new generation of engines) is 
doomed for the same reason that 
98 percent of the Tempest buyers-— 
who have had a choice of alumi- 
num or iron engines—have chosen 
the iron engine. 

ok * 

© steed the position of their 

customers, the GM people now 
have concluded that it’s immaterial 
what material is used in an engine 
block or other component, just so 
that it’s the lowest priced, most 
economical to operate and best per- 
forming. Stated differently, it has 
become apparent that aluminum 
has no particular merchandising 
value. 

Included in the lightweight 
irons now being studied for use 
in engine blocks and other com- 
ponents are malleable iron (call- 
ed Arma-steel by GM), ductile 
iron (calied nodular iron by 
Ford), various nickel-containing 
irons and several other iron al- 
loys. These are called “light- 
weight irons” because they have 
more strength per pound. 

Getting the lion’s share of the 
attention is ductile iron, a mysteri- 
ous alloy discovered only 18 years 
ago by an International Nickel Co. 
engineer who accidentally learned 
that iron’s strength and ductility 
could be greatly improved by mix- 
ing a fraction of one percent of 
magnesium with it. 

Since then, International Nickel 
has rigidly controlled production of 
ductile iron, requiring every pro- 
ducer to be licensed by it and 
charging $6 a -ton for all ductile 


iron produced by each licensee, 
* * co 


Ford Is Exception 


E only exception to this was 

Ford Motor Co. However, Ford 
also became a licensee a couple of 
years ago after some litigation. In 
1960 Ford produced an estimated 
98,000 tons of ductile iron, more 
than half of all U. S. production. 
The big ductile-iron item with 
Ford has been the crankshaft of 
all its cars. 

Now, the other car makers are 
carefully studying ductile iron 
and it’s very likely that some im- 
portant decisions have been made 

in this area. A GM official said 
his corporation igs making “a tre- 
mendous investigation” of this 
alloy. A very significant report is 
that GM, at long last, has applied 

to International Nickel for a li- 
cense to make ductile iron. 

Ductile-iron engine-block pro- 
grams are well along at Ford 
Motor, GM and Studebaker-Pack- 
ard. American Motors Corp. has 
studied the matter but is demur- 
ring, possibly because it’s happy 
with its aluminum block. Chrysler 
Corp. is comparatively uninterested. 
Ford, which completely avoided 
aluminum engines, is considerably 
ahead in this work. 

One engine engineer summarized 
the situation by saying: “All the 
car makers are interested in thin- 
wall blocks and they’re investigat- 
ing many irons. They will try the 
cheapest irons and then they'll 
move on to the stronger and stiffer 
metals.” 

Buick reportedly was highly in- 
terested in one of the lighter irons 
but its short program, one of the 
briefest in the industry’s history, 
compelled its engineers to stick 
with the traditional methods, ma- 
terials and wall thicknesses. 

& Bd * 
LTHOUGH the definition of a 
thin-wall block differs from 
company to company, it usually 
means a block whose thinnest walls 
are about 1/10 of an inch thick 
(compared with about 1/7 of an 
inch in conventional gray-iron 
blocks) and whose other walls are 

reduced proportionally. 

To produce such a block, two 
principal problems must be 

solved—the selection of a suitable 

















metal and the development of 
suitable casting equipment, 
Compared with gray iron, 

metal must be stronger, 


Above all, 
chill resistance, 
solidifies more slowly and has 
greater fluidity. 


Fluidity is vitally needed in a 


thin-wall block so that all the sec- 


tions in this very complex casting 


are completely sound and nonpor- 
ous, A curious fact is that many 


of the thick walls in the current 
iron engines are required because 


gray iron solidifies so quickly, 
rather than any demands for 
strength. The sand casting of iron 
also requires thick walls for good 
machinability, generally. 

Many people feel there are sev- 
eral answers to this metallurgical 
problem. Among these are ductile 
iron and possibly some of the other 
iron alloys. 

* * * 


Right Equipment Lacking 


— not insurmountable, 
the major obstacle to the switch 
to ductile-iron blocks is the lack of 
equipment that would permit hold- 
ing the necessary low tolerances. 

The principal problem is to 
produce sand molds and sand 
cores which will be of sufficient 
hardness and which will hold 
their dimensions for a long 
enough time. 

Considerable research is being 
done now in an effort to develop 
more rigid green-sand molds. In 
addition, some companies are using 
a new “hot-box” method of making 
Sand cores, whereby the core is 
baked and dried in the core box, 
thereby eliminating the distortion 
that ordinarily results. 

Chevrolet, reportedly leaning 
strongly toward ductile iron for 
one or more of its engines, recently 
built a water-cooled cupola for the 
production of either high-grade 
gray iron or ductile iron. 

Asked about the differences in 
equipment and techniques needed 
for gray iron and ductile iron, one 
metallurgist asserted: “If the com- 
pany has been making high-grade 
gray iron, there will be no problem. 

* * ok 
“PUT if they’ve been producing 
‘sashweight iron,’ they need 
some new equipment and new 
mental attitudes. Much more qual- 
ity control is required to produce 
ductile iron. Also, I believe Inter- 
national Nickel] makes some kind 
of requirements concerning tech- 
niques and equipment under their 

licensing arrangement.” 

Overall, it’s expected that any 
swing to ductile iron will increase 
the costs of the foundry labor 
while reducing the machining 
and assembly costs. 

Ductile iron probably costs 10 
percent More per pound than gray 
iron, but ductile’s greater strength 
permits the use of thinner walls 
and less metal, The net cost of duc- 
tile iron is expected to be less than 
that of gray iron, according to the 
ductile enthusiasts. 

The weight-saving target in the 
ductile-iron engine block program 
is 25 to 30 percent. Thus, if a gray- 
iron block weighed 200 pounds, its 
ductile iron counterpart wouid 
weigh 150 to 160 pounds. A similar 
aluminum block would weigh 
around 80 pounds. 

But the ductile-iron people feel 
that the economics of the situation 
are heavily in their favor over alu- 
minum, if for no other reason than 

* * * 





Ford Crankshaft— 


The largest ductile iron production part 
now used by United States auto makers 
are these Ford engine crankshafts. 





the 
be less 
brittle and have more ductility. 
it must have greater 
meaning that it 


that most of the wearing surfaces 
in an aluminum block are iron in- 
serts, adding $5 to $6 in costs for 


each block, 


* * * 


Ductile Cuts Porosity 


oo advantages of ductile| 
iron over aluminum are that a|_ 
ductile block has much lesg poros- 


ity, reducing the need for impreg- 
nation, and it has fewer machining 
problems—considered by many as 
the biggest bugaboo of Buick’s alu- 
minum engine, 

Several auto makers have been 
producing ductile-iron blocks ex- 
perimentally for more than a 
year. These blocks reportedly 
have passed their machining tests 
and now are being tested on dy- 
namometers and in cars, Al- 
though not yet conclusive, the re- 
sults are favorable thus far. 

Repeatedly one hears that ductile 
iron never will do a job in an en- 
gine block or other part until the 
component is designed for ductile 
iron, principally meaning that thin 
walls must be designed into it. 

A drawback of ductile iron is 
that it produces more shrinkage in 
the casting during solidification 
than does gray iron. This can be 
Serious around an engine block’s 
heavy cylinder walls and oil gal- 
leys. However, the shrinkage can 
be controlleqd by using more risers 
or sources of extra metal. 

on * * 

AMONG the other car parts now 

being considered for ductile 
iron are crankshafts (for other 
makes besides Ford), differential 
Carriers, engine output shafts, 
planetary-gear holders, steering- 
gear carriers, door hinges and 
brake pedals. 

In addition there is some inter- 
est being shown in a ductile-iron, 
one-piece drum and hub and a 
one-piece fly wheel and starting 
gear. 

The biggest move in this area is 
expected to come from Ford Motor, 


which shortly is expected to switch 
to ductile iron for all parts cur- 


rently made of malleable iron. 
* * eo 





Ductile Hub-Drum— 


A pair of integrally cast ductile iron 
wheel hubs and brake drums. Besides 
saving weight, these wheels reportedly 
eliminate brake squeal. 


Sid 











Engine the Size of a Football— 


A rotary, 12-cylinder piston engine, based on a revolutionary orbital principle, has 
been developed by William R. Selwood, Ltd., a British engineering firm. The engine 
is said to combine the high efficiency of the internal combustion engine and the low 
stresses of a gas turbine. Although a piston engine, the Selwood has no reciprocating 


A Unique British Approach ... 





* 2 * 


Rotary Engine Unveiled 


By F. C. Livingstone 
Special Correspondent 


LONDON.—(UTPS)—It has long 
been realized that if a piston en- 
gine could be made to have a pure- 
ly rotary motion it would combine 
the high thermo-dynamic efficiency 
associated with its heat cycle with 
the low stresses associated with the 
gas turbine. 

With this in mind, a British en- 
gineering company, William R. Sel- 
wood, Ltd., has developed a new 
type of piston engine based on a 
revolutionary orbital principle. 

The Selwood engine does away 
with the conventional crankshaft, 
connecting rods, radiator, valves 
and camshaft. It has its main 
shaft running through its center 
and going through this shaft is 
the fuel supply. The complete en- 
gine is about the size of a foot- 
ball, 

There are 12 cylinders, in two 
banks of six, and the exhaust comes 
from small holes round the middle 
of the motor. Unlike an ordinary 
gas or diesel motor, there are no 
reciprocating masses in this engine, 
which is air-cooled. 

When in action, the cylinders cir- 
cle round on their own orbit, while 
at a different angle a plate of pis- 
ton heads moves round on its orbit. 

The action of the Selwood engine 


Engineering Briefs 





(Continued from Page 22) 


being offered commercially by 
Eagle-Picher Co. 

C. F. McGraw, Eagle-Pitcher zinc 
sales manager, said the alloy is the 
result of wide interest created by 
recent news of improved corrosion 
resistance obtained when a small 
amount of magnesium is added to 
the galvanizing bath. 

* * * 


250,000 Engines a Year 


PETERBOROUGH, England.—A 
total of 250,000 diesel engines a year 
are now being produced by the 
Perkins world-wide manufacturing 
organization in eight countries, The 
group is supplying 814 manufactur- 
ers of vehicles with engines. 

the ae: 


RCA Dedicates Center 


PALM BEACH GARDENS, Fila. 
—Radio Corp. of America dedi- 
cated its $4 million data processing 
center here. 

* * * 


Richards Elected President 


Of Fluid Power Group 

WHITE SULPHUR SPRINGS, 
W. Va.—The National Fluid Power 
Assn. elected new officers during its 
spring meeting here. The officers 
are: 

William C, Richards jr., Bellows- 
Valvair, Akron, president; O. G. 
Lear, Sarasota Precision Products, 
Sarasota, Fla., first vice-president; 
Otto J. Maha, Hannifin Co., Des 
Plains, IIll., second vice-president, 


and William B. Kuhnke, Hanna 
Engineering Works, Chicago, treas- 


urer. 
* * * 


Udylite Appoints Trees 


Marketing Vice-President 


Robert C. Trees has been named 
marketing vice-president, Udylite 
Corp., Detroit. 

Trees joined Udylite in 1943 and 
formerly was advertising director. 
His responsibilties include corpo- 
rate advertising, public relations, 
sales promotion, and market re- 
search activities. 

* * * 
Hunt for Power Sources 


Seen Boon to Stirling Engine 


COLUMBUS, O.—The Stirling en- 
gine—invented 145 years ago but 
eclipsed by the internal combustion 
engine—may gain a new impor- 
tance in the drive for new power 
sources and energy-conversion de- 
vices, according to a technologist 
at Battelle Memorial Institute, 

Dr. Theodor Finkelstein said re- 
generative thermal machines are 
now “under intensive study for ap- 
plications as diverse as outboard 
motors and infrared cell coolers, air 
conditioners and irrigation pumps.” 
Renewed interest in regenerative 
thermal machines, of which the 
Stirling engine is the best known, 
is closely related to the search for 
suitable power converters using 
solar and nuclear sources, he said. 





is something like a spinning coin 
on a table: Shortly before the coin 
falls flat it will be wobbling round 
and round, At one moment one side 
of the coin will be near the table 
and the next moment the other will 
be. If these two sides were piston 
heads and if the table contained 
the cylinders, the rim of the coin 
would be pushing the piston heads 
in and out of the cylinders with 
each revolution, 

To do this, the table has to be 
spinning at the same speed as the 
piston heads, Each piston then goes 
in and out of its cylinder, while 
both cylinder block and piston 
plate revolved on their different 
orbits. 

The axis of the cylinder block 
goes directly through the engine 
with the main shaft. The axis of 
the piston is at a slight angle. 
As there are six cylinders on one 
side and six on the other, the 
piston plate brings two cylinders 
to compression at the same time. 
This firing from opposite sides at 
the same times gives consider- 
able stability. 

The engine works on the two- 
stroke principle, so six cylinders 
fire with each revolution. 

In the cylinders slide without 
reciprocating six double-ended 
curved pistons whose centers lie on 
a circle. These centers are the ends 
of the arms of a spider which is 
mounted on ball bearings at an 
angle to a central stationary shaft. 
The cylinder mass rotates about 
the fixed shaft and the piston group 
rotates with the spider. 

Thus, the pistons have a motion 
relative to the cylinder bores but 
they do not actually reciprocate, 
but follow a circular path. There, 
are thus no inertia forces on the 
pistons, and, because there is no 
connecting rod, there are no losses 
through side thrusts on the cylin- 
der walls normally present with 
piston engines. 

The engine runs on a two-stroke 
cycle and a normal two-stroke mix- 
ture is admitted down the central 
induction ports. Some of the mix- 
ture is admitted through the center 
of the shaft to lubricate the roller 
bearings on the outlet side before 
passing to the combustion cham- 
bers. The exhaust ports are ar- 
ranged on the outside of the rotat- 
ing mass. 

Ignition is effected by normal 
spark plugs arranged in two 
banks at the ends of the rotating 
mass. These pass in twin near 
static electrodes and as they do 
so a spark jumps across the 
small clearance between these 
electrodes and the tops of the 
plugs. The engine, in fact, acts 
as its own distributor. 

Cooling is by forced convection 
from the surface of the rotating 
mass which is finned at the mo- 
ment transversely to the fixed 
shart. These fins are easily turned. 

Since the engine has perfect dy- 
namic balance and no vibration, it 
may be run at very high speeds. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





































FAMILY OF 
3 AND OVER* 


HOUSEWIVES 
UNDER AGE 50 


RADIO 
NETWORK 





*Source: Nielsen Radio Index — Distribution of a Network's 4 % 
Average Audience for all programming 7h religious, p 
political and one-time-only programs. Jan.-Feb., 1961. Q 
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YOUNG ADULT 
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MARKET 
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The real heart of the young adult market 
is the family with more children. 
Of course ABC Radio leads in proportion 


eal 
Way. of these bigger families, too. 





Last summer ABC Radio researched the young adult market. Found it big, bountiful and burgeoning. Last 

fall ABC Radio went after the young adult market with programming and promotion. This spring, for young A > eZ A — i oO 
adults your buy is “Breakfast Club” on ABC Radio. . “Flair on ABC Radio . .. Sports on ABC Radio. . . News 

on ABC Radio. On the average — program for program, hour for hour, minute for minute, it costs you less FOR A YOUNG ADULT AUDIENCE () 


with ABC Radio. Ask your ABC Radio salesman for all the facts and figures. 
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Technical PERSONNEL CHANGES 





Joseph G. Evans has been named 
assistant manager of tetraethyl 
lead and planning for duPont’s Pe- 
troleum Chemicals Division. He 
succeeds Robert M. Glover, who 
has been transferred to the com- 
pany’s Freon Products Division. 
Evans formerly was manager of 
the Petroleum Chemicals Division’s 
Cleveland district office. 

* * 


DuPont Promotes Allen 


Robert R. Allen has been ap- 
pointed marketing manager, a new- 
ly created position, in the refinish 
sales organization of duPont’s fab- 
rics and finishes department, He 
formerly was Eastern zone man- 
ager. 

cd * * 
Dow Promotes Frank 


In Auto Chemicals Sales 


Myron A. Frank has been named 
automotive chemicals product man- 
ager by Dow Chemical Co. 

He succeeds John P., Strouss, re- 





Pe 
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cently named chemicals district 
sales manager in Dow’s New York 
office. Frank joined Dow in 1951 
and transferred to automotive 


chemicals sales in 1958. 
+ * * 


Cadillac Reassigns Two 
On Manufacturing Staff 


Edward Andrews has been as- 
signed to the newly created post 
of coordinator of special assign- 
ments in the Cadillac manufactur- 
ing organization, and Robert D. 
Herley has been promoted to An- 
drews’ former position of assistant 
to the works manager. 

Andrews is a 26-year veteran with 
Cadillac and Herley joined the di- 
vision in 1064. 

* * 


GM Shifts Pratt 


Sherman O. Pratt has been ap- 
pointed resident comptroller of De- 
fense Systems Division Santa 
Barbara (Calif.) Laboratories, Gen- 





eral Motors Corp. He formerly was 


» 


resident comptroller for AC Spark 
Plug in Milwaukee. 


* * * 
Fisher Body Promotes 


Hedeen in Engineering 


Carl E. Hedeen has been ap- 
pointed assistant chief engineer of 
the body engineering activity for 
Fisher Body Division. 

Hedeen replaces Robert M. 
MeVeigh, who will retire April 1. 
McVeigh will handle special as- 


signments until his retirement. 
* ok * 


Bucy Joins Fruehauf 


Douglas R. Bucy has been ap- 
pointed industrial engineering co- 
ordinator for Fruehauf Trailer Co. 
He formerly held management 
posts in industrial engineering at 
two major Chrysler Corp. plants in 
Detroit. 

* * * 
Autolite Appoints Bell, 
Kittredge in Engineering 

Kenneth C. Bell and Frank M. 
Kittredge have been named chief 
spark plug engineer and section 
engineer, respectively in Electric 
Autolite Co.’s Spark Plug Division. 

Bell will be repsonsible for re- 
search and development and for 
liaison with spark plug customers’ 
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Dodge Citations— 


Dodge General Sales Manager's Award 


for 1960 went to Jack F. Hansen, left, 
Western area sales manager, and H. Jones 
Johnson, right, Eastern area sales man- 
ager. Dodge General Sales Manager John 
B. Naughton, center, Dodge general sales 
manager, presents the awards for sales 
performance. Of Dodge's four sales areas, 
the Western and Eastern areas tied for 
top honors. Areas are given points’in 15 
categories, with market penetration being 
the most important. 
engineering departments with re- 
gard to product standards and joint 
development efforts. He joined 








Some tires don’t need to be nylon—yours do! 


You're looking at a place where any kind of tire is good enough. But on the highway— 
where safety is the prime consideration—only the best will do. And nylon cord tires de- 
liver the maximum in durability, safety and blow-out protection. Why? Because nylon’s 
superior resistance to major causes of tire damage—flex breaks, heat, moisture — 
means tires better conditioned to withstand the grueling effects of repeated road impacts. 
For safer, longer-wearing tires the answer is Allied Chemical’s Golden Caprolan® nylon. 
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Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y. 
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Autolite in 1950. Kittredge wi!! be 





in charge of all spark plug testing ~ 


at the division’s dynamometer lab- 
oratory. 
* * * 
Fisher Promotes Legan: 


The appointment of Edward J, 
Legant as manager of the Fisher 
Body plant in Los Angeles has 
been announced, He replaces Gienn 
W. Wiegand, who has been pro- 
moted to general factory manager 
of Fisher plants in the Western 


States assembling Chevrolet bodies, 
Rm * ad 


Hossack Engineering Director 


Alexander Hossack has been ap- 
pointed director of engineering by 
Simmonds Precision Products, Inc, 
Tarrytown, N. Y. 

* * * 


Chevy Promotes Gallant 


Appointment of Raymond A. Gal- 
lant as director of the engineering 
laboratory at the Chevrolet Engi- 
neering Center has been announced 
by H. F. Barr, chief engineer, Gal- 
lant succeeds Howard H. Kehr, 
who has been assigned to a special 
project in the area of forward prod- 
uct planning. 

* * * 
Songer Joins Champion 


Hubert D. Songer has been 
named works manager of Cham- 
pion Laboratories, Inc., West Salem, 
Ill., maker of oil, air and gas-line 
filters for autos and _ tractors. 
Champion is a subsidiary of Pyroil 
Industries, La Crosse, Wis. 

* * * 
Sanders Appointed 


S. Donald Sanders has been 
named manager of the Cleveland 
Works of National Malleable & 
Steel Castings Co. He replaces 
John F. Torley, who resigned. 
Sanders has been president of S. D. 
Sanders & Associates, management 
consultants. 

* 


PPG Appoints Baggott 


Appointment of John W. Baggott 
as chief engineer for the Paint and 
Brush Division of Pittsburgh Plate 


Glass Co. hag been announced. 
* * ot 


Autolite Promotes Olsen 


R. A. Olsen has been named gen- 
eral manager of Electric Autolite 
Co.’s Wire and Cable Division. 


Grace Unit Names Haaxma 

Harry C. Haaxma has been ap- 
pointed resident market develop- 
ment engineer in Detroit for Poly- 
mer Chemicals Division, W. R. 
Grace & Co. 

ok * * 

Chrysler Appoints Balthrop 
President of Airtemp Division 


William P. Balthrop has been 
named president of Chrysler Corp,’s 
Airtemp Division, succeeding P, M. 
Augenstein who has resigned. 

Balthrop joined Chrysler in 1944 
as a graduate student engineer and 
has held many positions of respon- 
sibility in the corporation. For the 
past year he has been president of 
the corporation’s Amplex Division. 

< : 


Delco-Remy Official Quits 
After Serving 41 Years 


Retirement of J. H. Bolles from 
the executive staff of Delco-Remy 
Division, General Motors Corp., An- 
derson, Ind., following a 41-year 
career has been announced by Don 
L. Boyes, general manager. Bolles 
retired as systems reliability di- 
rector. 

Named to succeed Bolles is John 
|D. Baker, who will serve as reli- 
| ability and quality control director. 
| R. J. Gilpin will continue as quality 
control manager reporting to 
Baker. 





Breakthrough Announced 


In Graphite Metals Process 


DETROIT.—A breakthrough in 
graphite metals technology was an- 
| nounced by Dixon Sintaloy, Inc., at 
| the opening of the Design Engi- 
neering Show here. A new patented 
| process, developed by Ford Motor 
Co., provides a means of combining, 

or wetting, graphite with metal, the 
| firm said. 
| Iron, nickel, copper, silver, cobalt 
| and alloys of these materials can 
| be combined in combinations vary- 
|ing from 90 to 10 percent of gra- 
| phite, the firm said. Widespread 

applications of these new materials 

|is foreseen in the fields of seif- 
lubricating bearings, graphite metal 
brushes, electrical contacts, seals of 
j= types, resistance elements and 
nuclear applications. 
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* Result: The Times publishes more financial advertising 
than any other New York newspaper. Has done so for 54 years. 
BK Your dividend: you reach bigger-income prospects when you do your selling 


through The New York Times. Remember: The Times is first 





in New York in automotive advertising, too. 
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Booklet Published 


On Finance Costs 


NEW YORK.—A study of the 
methods of stating consumer fi- 
nance charges is gaining circula- 
tion in the auto and finance indus- 
tries and among others interested 
in the subject. 

Robert W. Johnson, professor of 
financial administration at Michi- 
gan State University, is the author 
of the study which was published 
by Columbia University. 

Johnson’s work supports the po- 
sition of those in the auto, finance 
and other industries in opposing 
a bill proposed by Senator Paul 
Douglas, Illinois Democrat, that 
would require that finance charges 
be stated in a simple annua] rate. 





Legislatures at Work 
On Idle-Pay Statutes 
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New developments with respect 


to unemployment compensation leg- 
islation and administration, as re- 
ported from state capitals through- 
out the nation, include the follow- 
ing: 


ALABAMA: Bills pending in the 


Alabama Legislature include meas- 
ures which would offer more unem- 
ployment compensation benefits 
over a longer period of time, 


The benefits would go from $28 
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to $32 per week for a maximum 
of 30 weeks. The payments first 
would go to 25 weeks if 5 percent 
of the work force wag idle for 
two consecutive months and to 
the 30-week maximum if 8 per- 
cent of the work force was idle. 

Employe contributions would 
double from one-tenth of one per- 
cent to one-tenth of 2 percent and 
increase the maximum an employe 
can pay annually from $3 to $6. 
The maximum an employe could 
obtain would rise from $560 to $960. 

AvasKa: Gov. William Egan fore- 
cast a continued effort next year 
to extend Alaska employment se- 
curity benefit periods and raise the 
benefit amount. 

Egan indicated he again would 
seek passage of two employment 
security bills that failed of enact- 
ment this year. They would have 
increased the weekly benefit length 
to 28 weeks and increased the bene- 
fit from $45 to $50. 

MaryYLANp: Gov. J. Millard Tawes 
signed into Maryland law a con- 
troversial labor-opposed bill which 
will tighten rules of eligibility for 
unemployment compensation, 

Although the measure also 
raises maximum base benefits 
from $35 to $38 a week, it was 
bitterly opposed by organized 
labor whose spokesmen assailed 
its restrictive language as “re- 
gressive.” 

After the measure was signed 
into law, state AFL-CIO leaders 
launched a campaign for signatures 
on referendum petitions, calling for 
a vote on the law, listed as Senate 
Bill 19. 

Object of the referendum move is 
to delay at least until after the 
November, 1962, election the oper- 
ation of the new restrictions on 
unemployment benefits. 

Micuican: A bill to provide a 
major overhaul of the state’s un- 
employment compensation law was 
given final passage by the Michi- 
gan Legislature and sent to the 
governor, who had not acted at this 
writing. 

The measure would hike unem- 
ployment taxes on employers to 
provide an extra $30 million a year 
for the state’s sagging unemploy- 
ment compensation fund. It also 
would forgive some $162 million in 
negative balances owed to the fund 
by some firms. 

The bill also would overrule a 
disputed ruling by the State Su- 
preme Court in the so-called 
Ford-Canton case. The high court 

held that Michigan workers idled 
by a strike of a supplier plant in 
Ohio were eligible for unemploy- 
ment benefits. 

Advocates of the enacted legis- 
lation contended that under the 
court’s ruling unions would be able 
to use the jobless benefits fund to 
finance a strike. 

Minnesota: A bill revising the 
state unemployment compensation 
program was passed by the Minne- 
sota House after earlier approval 
by the State Senate. 

Minor changes made by. the 


Anthony Drops 
Watson Patent Suit 


TOLEDO. — A patent-infringe- 
ment suit brought by Anthony Co. 
against H. S. Watson Co. has been 
dismissed at the former’s request, 
according to Louis Janin, Watson 
president. 

At the same time, he said, Wat- 
son has abandoned its cross claim 
for damages “for Anthony Co.’s 
filing of a frivolous and malicious 
action and obtaining publicity on 
its charges.” 

He added that Anthony’s action 
confirmed Watson’s advice that the 
charges “were without merit and 
could not be supported.” 





New Tag Fees Proposed 


WASHINGTON. — A three-man 
task force has recommended to the 
District of Columbia motor vehicle 
director that auto dealers be re- 
quired to pay $27 for every set of 
tags they acquire. At present, they 
pay $33 for their first set and $10 
for each set thereafter. 














Housé sent the measure to a joint 
conference committee, but no 
major difficulties were expected in 
reaching final agreement. 

The bill revamps the manner of 
financing the state fund from 
which the unemployment benefits 
are paid, 

Benefits are increased for some 
wage-earners who are heads of 
families. However, the bill will 
eliminate many “pin-money” 
earners, who, according to man- 
agement spokesmen, work long 
enough to establish credits and 
then draw benefits. 

Missouri: A bill to raise maxi- 
mum unemployment benefits from 
$33 to $40 a week wag given final 
passage by the Missouri Legisla- 
ture. 

OrEGON: Measures enacted by 
the Oregon Legislature during its 
now-adjourned 1961 session includ- 
ed a bill slightly easing eligibility 








— 


requirements for unemployment 
benefits. 

The measure changed a require- 
ment that workers earn at least $20 
a week to an average of $20 during 
the qualifying period. 

Texas: A compromise bill to lib- 
eralize unemployment insurance 
benefits was passed by the Texas 
House and sent to the State Senate, 

The measure would raise the 
weekly maximum benefits from $28 
to $35 and extend the maximum pe- 
riod of payment from 26 to 30 
weeks. 

Wisconsin: A bill that would 
have made about 20,000 more work- 
ers in the state eligible for state 
unemployment pay was killed by 
the Wisconsin Senate. 

The rejected measure, which had 
been requested by the State Labor- 
Management Advisory Committee 
on Unemployment Compensation, 
would have covered businesses with 
three or more workers. The mini- 
mum now is four. 








Your air-conditioned room is handsomely furnished. 
Personal service and attention assure you that the fine 
traditions of innkeeping are still in keeping. You’re just an 
elevator-ride from the seafood-specializing Cape Cod Room, 
the exquisite Camellia House, and the Drake’s splendid 
specialty shops. You’re next door to Chicago’s near-north 
fashion salons and cabarets—and 9 quick minutes from the 
Loop or Chicago’s new lakeside Convention Hall. You’re at 
the Drake! No wonder the nicest way to ‘“‘do”’ Chicago is to 
make this Distinguished Hotel your personal headquarters! 
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Test Market Campaign . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


A budget of $443,000 has been ap- 
proved for a preliminary research 
study, a test market advertising 
campaign and research measure- 
ments to check the effectiveness of 
an American Petroleum Institute 
advertising program designed to 
help increase gasoline consumption. 

A series of 12 black and white 
advertisements and seven color ads 
will appear in 10 test cities, begin- 
ning tomorrow (June 27) and ex- 
tending into September. 

By comparing tests and control 
areas, R. M. Gray, of the institute 
said, “we will be able to determine 
the extent to which the advertising 
program is successful and whether 
a national campaign should be un- 
dertaken in 1962.” 

* 


Poster Annual Published 


The new “Outdoor Annual,” 
featuring top winners and hon- 
orable mention poster and paint 
designs selected at the 29th An- 
nual Competition and Exhibition 
of Outdoor Advertising Art, is 
now being distributed by Outdoor 
Advertising, Inc., national sales 
representative for the medium. 
The contest is sponsored by the 
Art Directors Club of Chicago. 

* * * 


APB Survey Findings 

Results have been released on an 
Associated Business Publications 
study to determine the trade paper 
reading habits of members of the 
Retail Advisory Council of Brand 
Names Foundation, Inc. The survey 
was conducted among 572 winners 
of Brand Names awards, who com- 
prise the membership of the coun- 
cil. 

The survey showed that of 478 
respondents, 97.5 percent read trade 
publications regularly and only 12 
respondents or 2.5 percent said they 
do not. Further analysis of the 12 
nonreaders, however, revealed that 
8 either read trade magazines oc- 
casionally or read advertising in 
trade magazines. 

The 466 regular readers listed 311 
different trade publications. The 
average number of trade publica- 
tions read regularly by award win- 
ners is 3.1. 

Of the regular readers, 98.7 per- 
cent also said they read the adver- 
tising. Of these, 76.5 percent make 
a point of reading the advertising, 
while 23.5 percent read it incident- 
ally. Some 79.6 percent also said 
that the advertising helped them 
to make business decisions, 

* * * 


C-E Commercials Cited 


Television commercials prepared 
for five different clients by Camp- 
bell-Ewald Co. won recognition at 
the 1961 American TV Commercial 
Festival in New York last week. 

Two were judged tops in their 
classes: “Corvair Oasis” (Chev- 
rolet), best automotive commercial 
of the year, and “Dynamo” (United 
Motors Service), best automotive 
accessories commercial of the year. 

Special citations were awarded 
to two others prepared for Chev- 
rolet, “Little Man Lakewood,” for 
video tape technique, and “Chevy 
Visits New York,” for visual ef- 
fects. 

In addition, among the top 150 
finalists in an entry list of 1,300 
commercials, high in each category 
were “Fire Fighters” (Delco Bat- 
teries); “Fall Days” (Firestone), 
and “Danny Kaye Patter Song” 
(General Motors). 

* 
























* * 


Renault Unit Picks Rowley 

J. Robert Rowley & Associates, 
Inc., has been appointed public re- 
lations counsel for Renault South- 
east, Inc., distributor of Renault 
vehicles in Florida, Georgia, Ala- 
bama and Mississippi. Headquar- 
ters of the firm is in Ft, Lauder- 
dale, Fla, 


* * * 


Perkins Set Up PR Unit 


Due to its increasing activities in 
overseas territories, the Perkins 
Group has set up a public relations 
department to co-ordinate its 
worldwide public relations activi- 
ties. 

J. O. H. Bowman, for some years 
head of the Austin Motor Co., Ltd.’s 


press and public relations depart- 
ment, has been appointed general 
public relations manager, with spe- 
cific overseas public relations re- 
sponsibilities. Peter Hooper, press 
relations officer of the Perkins 
Group for the past seven years, has 
been promoted to group press rela- 
tions manager and appointed 
United Kingdom public relations 
manager. 
* * * 


500 Markets Pinpointed 


Market Areas in the United 
States, the fourth edition of a na- 
tional survey first published in 1946, 
has been completed by the research 
ee of Curtis Publishing 
To reflect changing marketing 
factors, the new study redefines the 
national market into 500 market 
areas. Alaska and Hawaii are added 
for the first time and market areas 
for them have been determined. 
Accompanying the study is a map 


$7.00 per square 
foot complete* 


$8.00 per square 
foot complete* 


$8.00 per square 
foot complete* 


which depicts and pinpoints the 500 
market areas, 

Copies of the map and study may 
be obtained by contacting the near- 
est branch office of Curtis Publish- 
ing Co. 

* + a 
James Hill Dies 
James Hill, automobile editor 
of the Seattle Post-Intelligencer, 
died in Seattle. 


St. Louis ‘Sell-A-Rama’ 

The St. Louis Globe-Democrat 
recently published a special section 
in conjunction with the “Sell-A- 
Rama” conducted by the Greater 
St. Louis Dealers Assn. 

The paper devoted its title page 
to many areas within easy acces- 
sibility from the greater St. Louis 
market in an effort to stir up en- 
thusiasm in travel, recognizing that 
many families would need a new 
or used car to make their journeys 
a success. 

* * * 
Pittsburgh Plate Picks JWT 
Pittsburgh Plate Glass Co. has 





currently is handled by Batten, 
Barton, Durstine & Osborn. 
* * * 


MMN-Starch Survey 


Million Market Newspapers, Inc., 
has announced the publication of 
the first MMN-Starch readership 
report of national advertising ap- 
pearing in the five MMN news- 
papers, the Boston Globe, the Mil- 
waukee Journal, the Philadelphia 
Bulletin, the St. Louis Post-Dis- 
patch and the Washington Star. 

The report, covering the March 
“study,” gives “Noted,” “Seen- 
Associated” and “Read Most” 
scores for 51 national ads which 
appeared in four or more of the 
MMN newspapers during this pe- 
riod. 

This report is available without 
obligation through members of the 
MMN sales staff. 


* * * 


AP Parts Film Cited 


AP Parts Corp.’s 1961 sales film, 
“Ya Gotta Let ’Em Know,” has 
been awarded first place in the 
sales promotion category of the 
American Film Festival, sponsored 
by the National Visual Presentation 


named J. Walter Thompson Co. to| Assn. and the Sales Executives Club 
handle its $2.5 million glass ac-|of New York. 


count, effective Oct. 1. The account 


o 


Portafilms, Inc., Orchard Lake, 





*Approximate figures, depending on site conditions and local costs. 
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Mich., produced the 30-minute color 

film for AP Parts. The script and 

planning of the award-winning 

movie was the joint effort of AP’s 

advertising and sales departments. 
* * * 


Personnel Changes 

Bernard C. Kovach from Eastern 
sales representative to manager of 
the Akron sales office of Modern 
Tire Dealer, a monthly magazine 
for tire, battery and accessories 
dealers and tire retreaders > 
Joseph B. Kelly from the corporate 
public relations staff in Philadel- 
phia to Detroit advertising and 
public relations manager for Budd 
Co. Dennis Shattuck from editor of 
Competition Press to editor of Car 
Life magazine . James Crow 
from editor of Karting World mag- 
azine to editor of Competition 
Press, motor sports journal ... 
Vincent E. Butterly from Campbell- 
Ewald Co. to Midwest advertising 
manager for Road & Track, Car 
Life and Competition Press mag- 
azines . . . Thomas J. Gallagher 
from Independent Television Corp. 
to special assignment in program 
sales at WXYZ-TV, Detroit. 









LOW-COST SPACE FOR DEALERS ON THE MOVE 


Expanding facilities? Or moving to the suburbs with your market? You can plan a quality building in Stran-Steel 
for as little as $7 per square foot including slab, wiring, heating—everything! And Stran-Steel structures give 
you beauty and spaciousness that invite the buyers in. Perfect with glass and natural woods, they are high- 
lighted by colorful, peelproof Stran-Satin color coatings that resist weathering. In the service area, you have 


plenty of unobstructed room and can plan your bays in 20’ or 24’ widths. And 
these pre-engineered buildings are easy to build, easy to budget, too, thanks 
to your dealer’s Stran-Steel ‘‘package deal’’: You get custom-planning for your 
site, erection in half the usual time, plus low-cost, long-term financing with 4 
down! Call your Stran-Steel dealer today—he’s listed in the Yellow Pages under 
Steel Buildings or Buildings, Steel. Or mail the handy coupon below. 


: 


TRAN- 
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Buildings for Modern Business 
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STRAN-STEEL 


CLIP COUPON AND MAIL TO STRAN-STEEL CORPORATION, DEPT. AN-12, DETROIT 29, MICHIGAN 


Please sendcomplete literature on Name 
Stran-Stee! Buildings in Stran- 

Satin Color. I'm interested in a Company 
building approximately Rialtioes 
ft. by ft. to be used 

for. vee City__ 





Title 
Phone 
County 


_lone 


since eelais 


IS A DIVISION OF NATIONAL STEEL CORPORATION 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


RANKFURT.—Fiat’s new 1300 

series is apparently designed to 
fill in a gap in the Fiat line. It ap- 
parently was conceived as a usable, 
safe and comfortable car without 
revolutionary ideas. 

Standard engine for the new 
four-door sedan has a 76.3-cubic- 
inch displacement, but a 1500 en- 
gine (91.5 cubic inches) is avail- 
able. 

When Fiat developed a six-cylin- 
der engine in 1956 and 1957 for the 
1800 and 2100, the new four-cylinder 
engines were included in that pro- 
gram. Both use the same type of 
crankshaft and stroke is longer 
than bore. 

The new 1300 has a unitized body 
and much resembles the 1800 in 
styling, with four headlamps in the 
American manner. Disc brakes are 
used in front. Tire size is 5.60x13. 

Suspension is by coil springs 
above upper A-frame in front and 
by long leaf springs in the rear. A 
live rear axle with hypoid gearing 
ig used, 

ok a * 

HE four-speed transmission is 

fully synchronized, with the 

shift lever mounted on the steering 
post. All steering linkages are be- 
hind the front suspension carrier 
for reasons of safety, Pedals are 
suspended. 

The 1300 has bucket seats in 

* * * 








* 
No Change in 


front, padded dashboard, overlap- 
ping wiper blades and warning 
lights for choke and parking 
brake. 

Nineteen prototypes were built 
and tests reached nearly one mil- 
lion miles, with some operating in 
equaturial regions and within the 
Arctic Circle. Production was 
scheduled to start late in April 
with export shipments beginning 
later this summer. 

Wheelbase is 95.3 inches and dry 
weight is about 2,028 pounds. 

* x * 


Injection for Ford 

Simms Motor Units, a British 
firm, has received an order from 
Ford of Dearborn for fuel injec- 
tion equipment for 6,000 new 
tractors. 


Volkswagen 


CCORDING to latest guesses 

and probabilities, the Volks-| 
wagen 1500 is going to keep all the 
features of the present VW, includ- |! 
ing the same wheelbase. 

New is the larger, low-profile 
tire, 6.25x15 — in other words, 
again an oversized set of tires 
when compared with cars of sim- 
ilar size. 

Te height of the car is probably 
a half-inch less. Passenger space 
is about the same as now, only 
much wider. 

* 


* * 





Cutaway View of New Fiat 1300— 


This cutaway view shows major components of Fiat's new 1300 four-door sedan, due 
for introduction later this year. Car has four-cylinder engine, four-speed transmission, 


disc brakes in front, conventional suspension system. 
Cae 


* * * 





Porsche's New Racer— 


Porsche has designed a new Grand Prix Formula | racer for the LeMans 24-hour 
event. The closed coupe has a 200-horsepower, eight-cylinder engine that displaces 


91.5 cubic inches and has a compression ratio of 10 to I, 
* 


Taunus Delivery Van Bows— 





This Taunus 17-M light delivery van has been introduced in Europe by Ford of 
Germany. Styling features soft curves in pleasant change from crisp, angular lines 
that have swept the Continent in recent years. Note taillights in upper corner of rear 


roof section. 


The 1500 probably has only one 
carburetor, this being a level-draft 
type mounted behind the engine. 
Stroke is said to remain unchang- 
ed, and the bore is believed to have 
been increased from 77 mm, to 84. 

A small blower for cooling and 
for directing heat inside the car 
may be mounted on each side in 
the rear. 

Volkswagen service personne] the 
world over are said to be happy 
that the larger part of all equip- 
ment for testing or work on VWs 
will remain as is. 

The present 1,200-cc. Volkswagen 
is rumored also to have the new 
body at 8 percent higher price, 

* * 


American at the Wheel 


oo star of Porsche’s driving 
team is Dan Gurney, an Ameri- 


can. He is 30 years old, is the son| 


of an opera singer and was born 
at Port Jefferson, Long Island, 
N. Y. Gurney started racing after 
his discharge from the United 
States Army. He served 16 months 
in Korea. 

* * * 


Brazil to Spain 


yew een cars Made in 
Brazil will be exported to Spain. 
VW of Brazil is said to be getting 
an additional $8 million or $9 mil- 
lion worth of equipment from the 
home plant. 
* * 
Speedier Aston-Martin 


RITAIN’S Aston-Martin DB 
sports car now has a maximum 
speed of 147 miles per hour at only 
5,750 revolutions per minute. This 
was accomplished by utilizing the 
Laycock deNormanville overdrive. 
* 
New Porsche Racer 


= has designed a new 
racing car for the 24-hour Le 
Mans event. It is a closed coupe 
developed in the wind tunnel. 

For the 1961 Grand Prix For- 
mula I racer, Porsche has de- 
signed a new frame of tubular 
steel webbing welded together. 
The car has torsion-bar spring- 
ing and uses coil springs all 
around, The engine is ahead of 
the rear axle, and the transmis- 
sion is behind the axle. 

The new engine is a 200-horse- 
power, eight-cylinder, air-cooled 
unit that displaces 91.5 cubic 
inches, The cooling blower is on 
top of the engine. There are four 
Gverhead camshafts and eight in- 
dividual cylinder heads with a com- 
mon camshaft drive housing for 
each side. 

There are two spark plugs for 
each cylinder. Four Weber dual 
carburetors are used, The crank- 
case housing is split in the center 
from top to bottom, as on the 
Volkswagen engines, Compression 
ratio is 10 to 1, and maximum rev- 
olutions per minute are about 
10,000. 


* * * 
Removable Radio Popular 


aes is a continuing demand 
in Europe for auto radios that 
can be removed from the instru- 
ment panel and operated outside 
the car by means of flashlight bat- 
teries. Philips, of England, has one 
in production, 


* * * 
Ghia-Styled Volga? 
Eanes are unconfirmed reports 
that Ghia, of Turin, Italy, is 
doing styling work for one of Rus- 
sia’s auto plants, possibly the one 
where the medium-sized Volga is 
made. 

It also has been reported that 
Russia is trying to make a deal for 
an auto assembly plant in Canada, 
with Canadian contents. 





Stiffer Curbs on Ads 


TALLAHASSEE, Fla.—A bill 
to curtail false advertising has 
been introduced in the Florida 
Legislature. It would apply to all 
kinds of advertising, including 
signs. 

State boards would be empow- 
ered to suspend or revoke the 
licenses of firms that advertise 
falsely. License revocations 
would be based on conviction 
under existing laws governing 
false advertising. 
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Designed for Service— 





The new facilities of Read Mullan Motor Co. (Ford), Phoenix, covers five acres and 
provides display space for some 600 automobiles. The firm's service department can 
handle up to 60 cars, simultaneously. The dealership also has adopted the ‘team 
method” of service, whereby two, three or more mechanics will work on a car at one 
time. Read Mullan provides a service bus to shuttle customers to and from the service 
department and their offices in downtown Phoenix. 


In the Letterbox 





(Continued from Page 14) 


dealers slowed up on buying, so 
they would have to buy. 

I believe in compact cars and 
believe that every major company 
should build one, but not one for 
every big model they build. I can- 
not understand why they can’t see 
what they are doing to the used- 
car market. Why don’t they analyze 
each dealer failure? If they did, I 
think they would find two things 
wrong. First, used-car sales slowed 
up on account of new compact cars. 
Second, competition from large- 
volume and discount dealers. 

I get a bang out of factories 
sending out window posters and 
newspaper ads telling the public 
that we are making big deals giv- 
ing their product away. Instead 
they should emphasize to the pub- 
lic the value of their car and the 
things that make it so rather than 
tell them that we are ready and 
willing to discount them. I think 
that they should stop this and also 
cut back any dealer’s allotments 
that advertise discounts. 

I think I am no different than 
a buyer of an automobile that if I 
buy something at a legitimate ad- 
vertised price and two days later 
read in a newspaper by some dis- 
count house the same article is ad- 
vertised at a much lower price. It 
sure does burn me up and I know 
it does the same with anybody else. 

If the factories think that we 
should discount their product to 
sell it, they are admitting that it 
is not worth the money. There- 
fore, they should cut the price to 
the buyer or discount to the deal- 
er. Lord only knows that they 
are making much more than the 
dealer organizations do, and they 
have no tradeins and no reposses- 
sions, Another thing that’s wrong 
in my way of thinking that 
makes discounting is distribution. 

Why should a dealer in a 150-car 

planning potential get 1,200 to 1,500 
cars a year? In order for him to 
sell them he has to discount ard 
so do his fellow dealers within 50 
miles of him, These dealers can't 
even service for delivery right, 
never mind service after delivery, 
and still the factories will spend 
millions for good will. 

I say the only way they are going 
to get goodwill is to make it, not 
buy it, and what I mean by that is 
not to give any one dealer more 
cars than he can sell and service at 
a reasonable profit. 

I have noticed in the past few 
years they are cutting down on the 
number of dealers in the big cities, 
which I think is wrong. If they 
would put more dealers in and 
divide the cars among them, they 
would have to sell and service right 
and we all would make money. 

I think it is time that the fac- 
tories started schooling dealers on 
profit, not volume, What we need 
is less volume to let the used cars 
get caught up with the new ones. 

I can remember a few years 
back that a dealer was proud to 
say he was a car dealer, but 
today you feel like a little dog 
with his tail between his legs be- 
cause nobody looks up to you any 
more on account of the profit 
structure of the business and 
service rendered. 

I think it’s about time our gov- 
ernment got into this auto business 
for the safety of the public. I say 
there should be certain standards 
all factories would have to meet 











and what I am thinking of now is 
the new two-ply tire that is going to 
be factory equipment. I think this is 
the most dangerous thing they 
could do. If two-ply tires are better, 
why don’t racing cars and trucks 
use them? If this is done to save 
money it would be much wiser to 
take it out of the car some place 
else. 

I remember reading about a new 
front axle about four years ago 
that would save many lives, called 
center-line steering. I thought sure 
every manufacturer would jump 
for this axle, but no car manufac- 
turers bought it. Why? I will tell 
you why. Because tires would last 
80,000 miles and the tire manufac- 
turers wouldn’t like that. I say we 
should have a government agency 
look into all new safety inventions 
for the automobile, and if so ap- 
pliable, to new cars and manufac- 
turer for the safety of the public. 
They should recommend the use of 
same. 

Well, I will close by saying that 
because I have to meet competi- 
tion, I am not making any more 
money than any dealer my size 
even if I do have some of the an- 
swers.—JAMES O. CRAFFORD, presi- 
dent, Buster Crafford, Inc. (Chevro- 
let), 64 Pleasant St., Attleboro, 
Mass. 





Grentner Heads 


Miami Dealers 


MIAMI.—Charles E. Grentner jr., 
head of Grentner Bros., Inc., has 
been elected president of the Great- 
er Miami Auto Dealers Assn. for 
1961. He succeeds John Sheehan. 

Other officers include P. J. 
Schaefer, Gables Lincoln-Mercury, 
first vice-president; R. F, Fogarty, 
Don Allen Chevrolet, second vice- 
president, and T. B. McGahey, Mc- 
Gahey Motors, treasurer. 

New directors for a two-year pe- 
riod include J. H. Walker, Hunt 
Truck Sales; Frankie Watts, Waco 
Motors, and Jack Zeder, Munroe- 
Zeder, Inc. O. C, Farnsworth con- 
tinues as secretary-manager, 


Westlie Gets Award— 


Henry H. Westlie, right, president, West- 
lie Motor Co. (Ford), Minot, N. D., re- 
ceives the Saturday Evening Post Benja- 
min Franklin Quality Dealer Award for 
his “outstanding citizenship, community 
service and contributions to the auto in- 
dustry." The presentation is made by 
James W. Gavagan, Post vehicle market- 
ing manager. 
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Writer Answers Phila. Critics ... 





Price Story Defended 


PHILADELPHIA.—J. A. Livings- 
ton, financial editor of the Philadel- 
phia Bulletin, in a reply to M. H. 
Bury, president of Wilkie Buick 
Corp., who called a recent column 
by the financial writer “misleading, 
exaggerated, probably untrue” be- 
cause of his criticism of wheeling 
and dealing by dealers, said: 

“As I understand it, the factory 
puts a recommended price on an 
automobile (as on, the price list 

you sent me). But that is not the 
price at which a dealer will and 
must sell a car to meet competi- 
tion.” 

Livingston wrote to Bury after 
Philadelphia dealers boiled up fol- 
lowing the appearance of the col- 
umn which related an experience 
of a customer who wanted to buy 
a Buick and was not shown a price 
list. Instead, the salesman asked 
him what he had to trade. The cus- 
tomer also went to a Ford dealer 
and a Rambler dealer and got the 
same treatment, Livingston said. 

Finally, when the customer could 
get no direct reply, he wrote to 
George Romney, American Motors 
Corp. president, was referred to 
Robert W. Brost, Philadelphia zone 
dealer for Rambler, and was sold 
a Rambler. 


The Philadelphia Automobile 





Chevrolet Names 
Regional Manager 


For Detroit 


DETROIT. — Appointment of 
Harry G. Messer as Detroit re- 
gional manager in the Chevrolet 
field organization has been an- 





Harry G. Messer A. M. S. Morgan 


nounced by K. E. Staley, general 
sales manager. 

Messer, who has been manager 
of the metropolitan city department 
in the central office since January, 
succeeds Ray B. Joknson, who is 
retiring after nearly 30 years with 
Chevrolet. 

Other appointments include A. M. 
S. Morgan, Chicago assistant re- 
gional manager since 1959, to suc- 
ceed Messer. 

Messer joined Chevrolet in 1937 
in Davenport, Ia. Morgan, a Gen- 
eral Motors Tech graduate, joined 
Chevrolet in Atlanta in 1928. 


12-Man Council 
Picked at Pontiac 


PONTIAC.—Pontiac Motor Divi- 
Sion’s nationwide dealer organiza- 
tion has elected 12 representatives 
to serve on the Pontiac National 
Dealer Council, it is announced by 
Frank V. Bridge, general sales 
manager. The new council will meet 
with S. E. Knudsen, Pontiac gen- 
eral manager, and Bridge here 
July 10-11. 

Council members include: An- 
thony Ursomarso, Wilmington, Del.; 
Howard W. Esler, Bloomsburg, Pa.; 
Woodrow W. Woody, Hamtramck, 
Mich.; Calvin D. Wible, Medina, O.; 
Troy R. Douthit, Memphis; Al 
Dykes, Newman, Ga.; H. B. Mc- 
Grath, Cedar Rapids, Ia.; W. F. 
Davis, Elmhurst, Ill.; Charles B. 
Coker, Oklahoma City; Clint Coons, 
St. Joseph, Mo.; C. H. Wilkins, Van 
Nuys, Calif.. and Joe W. Hamel, 
Sedro Wooley, Wash. 








Chevrolet Deal Burns 


RUSSELL, Kans.—Five new cars 
and a new truck were destroyed in 
a fire here that also destroyed the 
building of Arnold Schlageck 
Chevrolet Co. The fire chief, who 
estimated the loss at $175,000, said 
the fire started in the parts depart- 
ment, 


Trade Assn., in its bulletin, indicat- 
ed many dealers were angry. Bury 
wrote to the columnist in com- 
plaint. 

Livingston replied: “First, in 
fairness to Mr. Brost, let me say 
that he was not seeking publicity. 
He told me the incident during a 





Lakes Carrier Notes 
Boom in Auto Shipments 


BUFFALO.—Movement of new 
cars on the Great Lakes is boom- 
ing this season, T. J. McCarthy 
Steamship Co. is bringing in 
boatloads of new autos at the 
rate of two or three a day, using 
a chartered vessel in addition to 
its own fleet of three ships. 

“This is the busiest McCarthy 
ever has been in Buffalo at this 
time of year,” reported Manager 
Francis D. Jordan. 











casual conversation with no 
thought, I feel certain, that I 
would use it in a column, Several 
days later, when I thought it 
would make column material, I 
called him and told him, if he 
didn’t mind, I’'d use the incident. 
The story did not make out the 
Rambler dealer to be any differ- 
ent from the other dealers. 

“Second, I know that cars are 
now listed, but you know as well as 
I that those prices are merely the 
maximum, never the real prices at 
which the dealer expects to do 
business. 

“It could be, as you suggest, that 
the customer said, ‘How much will 
you take for that, but the incident 
was not related to me in that way. 
Rather, Mr. Brost said the custom- 
er had not bought a car in many 
years, was not up on showroom 
practices, and therefore made the 
error of assuming he could get a 
fixed price. 

“We are in a period, it seems to 
me, in which retailing of big-ticket 
items has gone back to the era of 
the ‘teens, which prices were never 
set. This is true of autos, refrigera- 
tors, washers. The discount houses 
have caused consumers to wonder, 
where can I be sure of getting a 
just price?” 





At NAPA Business Conference— 


Following its established practice of bringing the meeting to the people, the 
National Automotive Parts Assn. held one of a series of National Business Conferences 
in San Francisco. The meeting was attended by some 800 NAPA jobbers and wives, 
NAPA suppliers and warehousemen from nine Western states. From left, J. D. Fife, 
NAPA Los Angeles warehouse; D. N. Test jr., San Antonio, NAPA president; Fred E. 
Nolen, Los Angeles, president, Colyear Motor Sales Co., and J. |. Pimintel jr., man- 
ager, NAPA San Francisco warehouse, get together between conference sessions. 





Handsome and Hardworking 


Plexiglas ..implex 





Why are there so many parts molded of IMPLEX®, the 
high-impact acrylic, and PLEXIGLAS® acrylic plastic on 


the 1961 Ramblers 


? Here are the reasons. 


IMPLEX is used for metallized armrest supports because 


of its superior toughness... 
because of its excellent appearance, its 


ings and grilles 


strength and good moldability in thin sections .. . 


for air conditioner hous- 


for 


radio, window crank and gear shift knobs because of its 
dimensional stability and stain resistance. 


PLEXIGLAS is used for 


tail light, back-up and parking 


light lenses because of its outstanding optical properties 


and weather resistance... 
cause it calls for edge-lighting ... 


for the speedometer dial be- 
for medallions and 


other ornaments because the crystal clarity of PLEXIGLAS 


gives depth and sparkle to the back-surface decorations. 


These Rohm & Haas molding materials may well benefit 
a part on which you are working. Our design staff will 
be pleased to help you use them to your advantage. 


ROHM 
HAAS = 


PHILADELPHIA S,PA. 


In Canada: Rohm & Haas Co. of Canada, Ltd., West Hill, Ontario 


Detroit Representative: R. C. Oglesby, Nor-Way Building, 20211 
Greenfield Road, BRoadway 38-0674. 
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Year’s Gain Is 4.5 Pet. ... 


State Road 








Taxes Hit 


Record $5.3 Billion 


WASHINGTON.—The states col- 
lected a record $5.3 billion in high- 
way-user taxes in 1960, Federal! 
Highway Administrator Rex M. 
Whitton reported. 

Last year’s total was 4.5 per- 
cent above the total collected in 
1959. However, the gain from 1959 
to 1960 was well below the in- 
crease of 8.3 percent between 1958 
and 1959. 

Fuel taxes in 1960 amounted to 
$3.4 billion, registration fees total- 


Auto Wage Talks 
Begin This Week 


(Continued from Page 6) 





pected that the companies will 

give up the fight rather than 
take a strike. 

When the smoke in the bargain- 
ing rooms clears, most industry ob- 
servers look for a new contract 
similar to the one signed in 1958. 
The agreement provides a yearly 
improvement factor and the con- 
tinuation of the cost-of-living pro- 
vision. There also was some im- 
provement in pensions, SUB, sever- 
ance pay and skilled workers’ pay. 

At that time, Ford called the 
settlement non-inflationary, and 
similar contracts were signed by 
the other auto companies. As a re- 
sult, car prices were relatively un- 
changed. 

The present economic situation, 
unemployment, sentiment of rank- 
and-file union members against a 
strike and Federal government 
pressure are expected to play an 
important role in bringing about 
a peaceful settlement this year. 


led $1.5 billion and other fees 
amounted to $400 million. 

In the previous year, $3.3 billion 
was collected in fuel taxes, $1.4 bil- 
lion in registration fees and $400 
million in other taxes. 

A later survey will determine just 


how the highway-user taxes were ie 
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spent. While most of the money |"™% 


goes for highway work, some is 
used to meet the costs of collecting 
the taxes, for local streets and for 
nonhighway purposes. 

The states reported that 64.8 
billion gallons of fuel were con- 
sumed last year. When taxfree 
and partially taxed fuel is exclud- 
ed, consumption for 1960 amount- 
ed to 57.6 billion gallons, a gain 
of 2.5 percent over the compara- 
ble figure for 1959. 

The big seven states which have 
45 percent of all registered vehi- 
cles consumed 43 percent of the 
fuel used last year. 

The seven states and their con- 
sumption of fully taxed fuels in 
1960 were: California, 5.7 billion 
gallons; Texas, 3.7 billion; New 
York, 3.6 billion; Pennsylvania, 3.3 
billion; Ohio, 3.1 billion; Illinois, 
2.9 billion, and Michigan 2.5 billion. 


Doster Elected to Head 


Chattanooga Association 


CHATTANOOGA, Tenn.—Stokley 
E. Doster, Lawrence-Doster Motor 
Co., has been elected president of 
the Chattanooga Automobile Deal- 
ers Assn., succeeding W. T. Pat- 
ten, Patten Motors Co. Other new 
officers and directors are: 

J. E. Lawrence, vice-president; 
John Ross Scott, executive secre- 
tary; H. G. Law, Patten, Amos 
Trotter and Herb Adcox, directors. 





Auto Show Opens Sale-A-Thon— 


The New Car Dealers Assn. of St. Joseph County (Ind.) sponsored a three-day auto 
show, above, at the McKinley Town & Country Shopping Center in Mishawaka. All 
South Bend and Mishawaka dealers cooperated in the show of more than 200 cars. 
In addition to cars, the auto show featured orchestras, fashion displays, clowns, give- 
aways at each dealer's exhibit, dancing and fireworks. The show launched a month- 


long June Sale-A-Thon by the dealers. 


Total Tops Million Units... 


Government Fleets Counted 


WASHINGTON.—The number of 
publicly owned motor vehicles in 
the United States in 1960 has been 
estimated at 970,970 by the Com- 
merce Department’s Bureau of 
Public Roads. 

California had the most, 105,158, 
followed by New York with 65,677 
and Texas with 55,167. Delaware 
and Vermont had the fewest, 
2,343 and 2,406 respectively. 

Included in the motor-vehicile 
count were autos, buses, trucks and 
tractor trucks. Including trailers, 
semitrailers and motorcycles, the 
overall vehicle total was an esti- 
mated 1,032,044, the bureau said. 

The agency placed the number of 
Federally operated autos at 23,321; 








schedule. 


Are you making fullest use of PALNUT 


You can depend on PALNUT fasteners 
to meet every specification—every ship- 
ment. PALNUTS are precision-produced 
in huge volume at low cost—inspected at 
every step of production. 

You can depend on PALNUT deliveries, 
too. High-capacity facilities, large stocks, 
plus systematic follow-thru at our Detroit 
office and warehouse, as well as the home 
plant, keep shipments moving on 


fasteners? There are many styles, in a 


wide variety of finishes, including 3M 
Mechanical Zinc to meet the most rigorous 
salt spray tests. Call in a PALNUT fasten- 
ing engineer — or write for catalogs. 


THE PALNUT 


47 Glen Road, Mountainside, N. J. 
DIVISION OF UNITED-CARR FASTENER CORPORATION 


District 0 
730 W. Eight Mile Rd. 





, Detroit 20, Mich. 


COMPANY 


ffice: 







YO 
FASTENER 


Dependably Uniform 


RIGID QUALITY CONTROL ASSURES 
-- uniform dimensions 
-- uniform spring tension 
-- uniform assembly characteristics 
-- uniform plating and finishing 
-- uniform locking action 
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Above: Detroit of- 
fice and warehouse. 
. 

Left: Big, modern 


plant at Mountain- 
side, N. J. 












buses, 959, and trucks and tractor 
trucks, 86,229, for a total 112,509. 


Including trailers, semis and cycles, 
the count was 114,093. 


State, county and municipal gov- 


ernments operated a total of 858,461 
motor vehicles, the bureau report- 
ed, with the breakdown as fol- 
lows: Autos, 226,121; buses, 133,598; 
trucks and tractor trucks, 498,742. 
Including trailers, semis and cycles, 
the total was 917,951. 

The greatest number of Fed- 
eral autos and trucks and tractor 
trucks were in operation in Cali- 
fornia, 2,611 and 8,231 respec- 
tively. The State of Washington 
had the most buses, 171. 

California also was tops in the 
number of autos operated by state, 
county and municipal agencies, 28,- 
761, and the number of trucks and 
tractors trucks, 59,159. North Caro- 
lina had the most buses, 11,209. 


Finance Divestiture Bill 





Dixon Acclaims 
Robinson Act’s 


Help to FTC 


WHITE SULPHUR SPRINGS, 
W. Va.—The Robinson-Patman Act 
provides the Federal Trade Com- 


mission with a “quick draw” in 
shooting down monopolistic prac- 
tices, in the view of FTC Chairman 
Paul Rand Dixon. 

The Robinson-Patman Act, he 
said, “was designed to supplement 
the antitrust laws by stopping 
monopolistic practices in their in- 
cipiency instead of waiting until 
they have ripened into Sherman 
Act violations,” 

Dixon continued, “The Robinson- 
Patman Act... requires closer ad- 
herence to competitive standards 
and at an earlier time than does 
the Sherman Act, 

“The Robinson-Patman Act in its 
prohibitions therefore requires and 
promotes harder and more nearly 
perfect competition than the Sher- 
man Act; and, in my opinion, some 
of those who contend to the con- 
trary may well be apologists for 
monopolistic power and practices 
who cloak their position by calling 
it ‘workable competition,’ a euphon- 
ism for an economy that can sat- 
isfy the Sherman Act only after 
very generous applications of the 
so-called rule of reason, a euphon- 
ism for the process of finding that 
Congress doesn’t mean what it 
says.” 

Dixon made his remarks before 
the Grocery Manufacturers of 
America, Inc., on the 25th anniver- 
sary of the passage of the Robin- 
son-Patman Act, 


42 Pct. of Dealers Cited 


In Pontiac Sales Drive 


PONTIAC. — In recognition for 
peak sales performances during 
Pontiac’s recent “King Pin Sales 
Campaign,” more than 42 per- 
cent of the division’s dealer or- 
ganization have been named win- 
ners of the Knudsen Trophy. 

The award will be presented to 
dealers equalling or exceeding 
predetermined new-car sales ob- 
jectives for the Feb. 21- April 30 
period. 








Flayed by Ford Dealers 


(Continued from Page 2) 


GMAC’s “pocketing” of over $21 
million in refunds on credit life 
insurance placed with Prudential 
Life Insurance Co, 

Here is the text of the National 
Ford Dealer Councils’ resolution to 
NADA: 

“The National Ford Dealer Coun- 
cil in 1956, 1957, 1958 and 1959 rec- 
ommended to Ford Motor Co. that 
it establish a finance subsidiary. 


Ad Handbook 
Prepared by Life 
As Dealer Guide 


(Continued from Page 2) 


president of NADA, wrote in a 
foreward to the book: “For the vast 
majority of franchised automobile 
and truck dealers who do not use 
the services of an advertising 
agency in the preparation of their 
own advertising, I believe this 
booklet is most valuable reading. 

“For those of you who do _ use 
an ad agency, this booklet will 
afford an opportunity to further 
your own knowledge of advertising, 
and hopefully, enable you to better 
understand the agency’s functions 
in its selection of media, copy, etc., 
as related to your dealership.” 

A special 30-minute slide presen- 


tation based in part on the hand-| 


book and narrated by King, has 
been scheduled for this year’s an- 
nual convention program of 23 state 
automobile dealer organizations. 

The program will continue into 
1962 as an accommodation to those 
state associations who were unable 
to schedule it during 1961. 

Copies of the book will be made 
available to member automobile 
dealers through their state associa- 
tion offices, following the conven- 
tion program. 


In 1959, the Ford Motor Co. formed 
the Ford Motor Credit Co. 

“Experience in the field of auto 
financing since Ford Motor Credit 
Co. began its operations has fully 
justified the position of the Coun- 
cil, 

“A. It has made financing serv- 
ices available to small dealers 
in many communities where they 
formerly experienced great diffi- 
culty obtaining financing ar- 
rangements, 

“B. It clearly hag had the effect 
of lowering the cost of financing 
automobiles to the car buying pub- 
lic and has tended to reduce the 
cost of doing business for the 
dealers, particularly the smaller 
dealer, 

“C. It has generally improved fi- 
nancing services by introducing a 
new competitive factor into the 
financing of automobiles, enabling 
more American consumers to pur- 
chase new automobiles by pro- 
viding financing where it otherwise 
would not be available. 

“For these reasons, the 1961 Na- 
tional Ford Dealer Council, repre- 
senting 6,693 Ford dealers, strongly 
opposes adoption of HR 71, spon- 
sored by Rep. Emanuel Celler of 
New York, which would prohibit 
automobile manufacturers from 
providing through subsidiaries, or 
otherwise, for the financing of their 
vehicles, 

“In view of the above resolution, 
it igs the request of this Council 
that the NADA vigorously oppose 
the passing of HR 71.” 





Garsten Elected Twice 


RIVERHEAD, N. Y.—Irwin L. 
Garsten, president of Garsten Mo- 
tors, Inc., has been elected presi- 
dent of the Riverhead Chamber of 
Commerce and the Eastern Suffolk 
Automobile Dealers Assn. 
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Associates Offers Profit Tips 


DETROIT.—Although it admits 
there are no ironclad rules for the 
ratio of current assets to current 
liabilities, Associates Discount Co. 
has offered a few guides to keep 
auto dealers from running out of 
cash, 

The tips are listed in Profit 
Pointers, a monthly newsletter 
for dealers. 

Speaking of working capital, the 
newsletter said: “Cash on hand and 
in banks should roughly equal a 
month’s expenses— including the 
sum of accounts payable and cur- 
rent obligations to finance com- 
panies and banks. 

“Inventories should be sufficient- 
ly current to allow liquidation in 30 
to 60 days without disastrous loss— 
including cars at wholesale. Exces- 
sive inventories of new and used 
cars, trucks, parts and accessories 
cost money in interest and obso- 
lescence, 

“Accounts and notes receivable 
should be adequately covered by 
reserves and written off promptly 
if not collectible when past due. If 
too high, it may be desirable to go 
on a cash basis and put your money 
to work where it will be more 
productive. 

“Ample reserves for accrued li- 
abilities such as insurance, build- 
ing repair, equipment repair and 
replacement are essential, Cash 
reserves for taxes, ‘frozen’ in in- 


June Sale Marks 
3 Anniversaries 
At Mallon Pontiac 


EAST ORANGE, N. J. — Three 
anniversaries were celebrated si- 
multaneously at Mallon in East 
Orange in June with a birthday 
sale. 

“Without ihe support and loyalty 
of our customers,” said William M. 
Frank, president of Mallon in East 
Orange, “our growth and continuity 
as a franchised Pontiac dealer 
would have been impossible. We’ve 
got the names of more than 35,000 
bona fide customers in our files. So 
we're expressing our thanks with 
this sale.” 

The celebration commemorates 
the 35th anniversary of the sale of 
the first Pontiac ever shipped to 
Essex County. Frank, who was 
then a salesman for Mallon Motor 
Car Co., Newark, sold and delivered 
that car in June, 1926. 

Also being celebrated is the 32nd 
anniversary of the founding of 
Mallon Suburban Motors, formed 
by Frank and several associates in 
June, 1929, as the first franchised 
Pontiac dealership in Northern 
New Jersey. 

The third anniversary is the 20th 
year of Frank’s election as presi- 
dent of the firm, now known as 
Mallon in East Orange, and one of 
the largest franchised Pontiac deal- 


erships in the country. 
* * * 
















































Congratulations— 
William M. Frank, left, president of 
Mallon in East Orange, East Orange, 


N. J., is congratulated by James Vorhes, 
Pontiac zone manager, on the firm's 32nd 
anniversary as a franchised dealer. They 
are shown with Pontiac's '29 and ‘61 
models. 


terest-bearing bank accounts, are 
a must in some successful opera- 
tions.” 

Associates added, “Probably 90 
percent of all dealers could improve 
their profit positions if they would 


ures appearing on their financial 
statements mean—in costs as well 
as potential profit. 

“Therefore, in reevaluating your 
profit opportunities for 1961, make 
a list of the capital problems that 
are costing you Money or may be 
preventing you from making it.” 

Associates noted that there is no 
sure-fire way to improve an unsat- 
isfactory profit situation. “How- 
ever,” the company said, “here is 
a practical] four-stage analysis 
often recommended by manage- 
ment consultants: 

“1. Marshal all the facts. Put 


3 Creditors Seek 
To Force Skyland 


Into Bankruptcy 


DENVER.—A petition hag been 
filed in Federal District Court to 
force Bob Jones Skyland, Inc., once 
one of this city’s largest Ford deal- 





erships, into involuntary bank- 
ruptcy. 
The seven-year-old firm was 


closed last March with a $125,000 
stock of unsold new cars. 
The petition was filed by three 








minor creditors, Zachary Azar, 
doing business as Azar Auto Sup- 
ply, who has a claim for $218 
against Skyland; George Eoye, 
doing business as George’s Super 
Conoc station, a claim for $282, and 
Joseph and Clyde Satriano, doing 
business as Satriano Brothers Jan- 
itor Service, a claim for $1,348. 

Their petition alleged that ac- 
tions by Skyland in March enabled 
Ford Motor Credit Co. to obtain 
a greater proportion of its indebt- 
edness due from Skyland than any 
other creditor of the same class. 
The petition said Skyland on March 
2 gave a chattel mortgage on its 
property to Ford Credit, and on 
March 16 assigned all accounts 
receivable to the firm. 

At the time of the closing down, 
Robert T. Jones, president, blamed 
the closing on economic conditions 
and a poor business location. Sky- 
land’s sales volume had dropped 
35 percent in 18 months, Jones said. 

Jones has continued to operate 
Midway Motors (Mercury), Lake- 


pay more attention to what the fig- | 


down on paper every possible 
problem, big or little, that may be 
a contributing factor to your 
profit deficiencies. 

“2. Weigh the facts. List them in 
the order of importance to your 
operation and your market—not to 
the industry as a whole or to your 
competitors. 

“3. Decide which of the problems 
you can do something about now. 
Equally important, recognize that 
there are some you can’t dent. 

“4. Take necessary and appropri- 
ate action indicated by your deci- 
sions.” 

The newsletter concluded: “The 
profit squeeze is not likely to let 
up in the foreseeable future, To 
survive, most of us will have to live 
with it—keep everlastingly on top 
of dozens of little things that af- 
fect income and outgo. 

“Above all we must remember 
that: 

“Expense control is only half 
the profit formula. You can cut 
COSTS to the bone, but unless 
you SELL, there’s no gross be- 
cause that’s where profits begin. 

“The authority for these objec- 
tives can be delegated—but not the 
responsibility.” 





Burns Takes Over 
Girdler Franchise 


In Louisville 


LOUISVILLE.—Burns Ford, Inc., 
has taken over the franchise for- 
merly held by Girdler Motors, Inc., 
and has leased Girdler’s sales and 
service building at 2410 Bardstown 
Rd. and two used-car lots. 


The new firm is headed by Wil- 
liam M. Burns, who was in charge 
of Girdler Motors operations be- 
fore the collapse of the Thurston 
Cooke automotive empire last year. 

Burns; his son, Richard, and 
Henry Shipp, all former Girdler 
executives, have purchased Gird- 
ler’s equipment and fixtures. Most 
of his employes also formerly work- 
ed for Girdler, the elder Burns said. 

Girdler was the only Cooke prop- 
erty which continued to operate 
after the empire’s collapse. It was 
operated under Federal Bankruptcy 
Court supervision until March 30, 
when it was closed to conserve its 
remaining assets. 


Girdler’s only remaining creditor 





wood. 


is Universal CIT Credit Corp. 





Estimates Given in AAA Pamphlet... 


Compact’s Operating Costs 


WASHINGTON.—On the basis of 
10,000 miles driven annually, total 
annual costs for the domestic com- 
pact would be $248 less than the 
standard car, and the foreign com- 


pact would be $536 lower, according | , 
to the American Automobile Assn.’s | | 
1961-62 edition of Your Driving} 


Costs. 

The AAA said the figures were 
developed by Runzheimer & Co., 
Chicago research consultants. 
The pamphlet also contains de- 
tails of car costs compiled by 
Runzheimer for a ’61 Chevrolet, 
eight-cylinder Bel Air four-door 
sedan. 

In operating a domestic compact, 
the AAA added, Runzheimer fig- 
ures fixed costs—insurance, license 
and registration and depreciation— 
at $138 a year, and variable costs— 
fuel, oil and maintenance—at 1.1 
cents per mile. 

The consulting firm has reported 
that the owner of an imported 
compact can save $351 a year on 
fixed costs, and 1.8 cents per mile 
on variable costs. 

The tests used to arrive at these 
estimates were made in Chicago 
areas with 50 to 80 percent stop- 
and-go-driving, the AAA said, add- 
ing that the results are believed to 
indicate the ratio of costs between 
standard and compact makes 
throughout the nation. 

Runzheimer said it used four 
“representative” cars in coming up 








with the comparative standard al- 
lowances, They were a _ standard 
Chevrolet Six and V-8, a Falcon 
and Volkswagen. 





Post Cites Dealer— 


Frank P, Fitzpatrick (Chrysler-Plymouth), 
center, former mayor of Ansonia, Conn., 
receives a Benjamin Franklin Quality Auto- 
mobile Dealer Award sponsored by Satur- 
day Evening Post for outstanding “‘citizen- 
ship, community service and his contribu- 
tions to. the automotive industry."’ The 
presentation was made by James W. 
Gavagan, left, Post vehicle marketing 
manager, at the annual dinner meeting 
of the Ansonia Rotary Club. Harry F. Wil- 
liams, club president, is shown at right. 








“Look at All THREE! 


BUT DON’T BUY ANY LOW-PRICED CAR UNTIL YOU'VE 
DRIVEN THE NEW PLYMOUTH WITH FLOATING POWER’ 
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FIRST SHOWING NEXT SATURDAY, APRIL 2nd, AT DESOTO, DODGE AND CHRYSLER DEALERS 


A Big Boost for Plymouth— 


Walter P. Chrysler urged motorists to ‘‘Look at All Three" in this famed advertisement 
that appeared at model-introduction time in 1932. The slogan, which helped establish 
Plymouth as a member of the low-priced three, was recalled last week by James B. 
Wagstaff, retiring Chrysler Corp. vice-president. Wagstaff was Plymouth advertising 


director when the slogan was developed. 


* * * 





46 Years in Auto Business ... 





‘Wag’ Ending Long Career 


(Continued from Page 6) 


Georgetown University at the time. 
He started as secretary to the 
owner and later was a parts clerk, 
service order writer, field man and 
retail salesman. 

* bd * 
2 Army service in World 

War I, he received his law de- 
gree from Georgetown in 1921. He 
passed the bar examination, but 
never practiced. 

The postwar economic collapse 
was on, and there wasn’t much 
work for young attorneys, so Wag- 
staff decided to stick with the auto 
business. 

In 1922, Harper Overland be- 
came a Willys factory branch, 
and Wagstaff was named Wash- 
ington district manager for the 
auto company. He next moved to 
Philadelphia as regional sales 
promotion manager and then to 
Toledo. 

He joined Chrysler Division in 





Consent Judgment 


Halts U.S. Action 
Against Ryder 


WASHINGTON.—Ryder System, 
Inc., Miami truck-rental and leas- 
ing firm, has agreed to a consent 
judgment which terminates civil 
antitrust charges brought by the 
Department of Justice last October, 
according to Attorney General Rob- 
ert F. Kennedy. 

The decree requires Ryder to sell 
a total of 400 trucks in five cities: 
100 each in Atlanta and Chicago, 
75 each in Dallas and Nashville, 
and 50 in Memphis. 

The firm also is enjoined for 
three years from acquiring any 
competing firms in 65 cities speci- 
fied in the complaint. These are 
cities where Ryder already has 
been operating with 50 or more 
trucks. 

In its original action against 
Ryder, Justice charged the firm 
had violated Section 7 of the Clay- 
ton Act, the Celler-Kefauver anti- 
merger section, Kennedy said. 

“The growth of the defendant’s 
truck renting and leasing business 
has been due in large measure to 
its acquisitions of other truck rent- 
ing and leasing companies,” the 
complaint said. 





1928, and the following year he be- 
came promotion and advertising di- 
rector of the newly formed Plym- 
outh Division. 

The Detroit plant, which still 
serves as Plymouth headquarters, 
was being built, and Wagstaff was 
one of its early tenants, Things 
weren’t always cozy that winter, 

“Sometimes there was snow on 
your desk when you came to work 
in the morning,” he recalls. 

J oe * 
yas was at Plymouth 
when the division’s famed ad- 
vertising slogan, “Look at All 
Three,” came into being. He re- 
members working on the campaign 
with Harry Moock, sales manager, 
and J. Sterling Getchell, head of 

Plymouth’s ad agency. 

Plymouth was a relatively new 
car, and it needed a theme—some- 
thing to make the customer think 
of Plymouth along with Ford and 
Chevrolet in the low-priced field. 

“We worked on it a long time,” 
Wagstaff said, “and suddenly it 
happened. Somebody suggested, 
‘Look at All Three’—and that was 

it. 


The first ad appeared when the 
’32 model was introduced. It pic- 
tured Walter P. Chrysler, with his 
foot on the bumper of the new car, 
advising readers to “Look at All 
Three! But don’t buy any low- 
priced car until you’ve driven the 
new Plymouth with Floating 
Power.” 

* oe * 
io WAGSTAFF’S office today are 
mementoes of a long and happy 
automotive career. 

There are pictures of dealer 
friends and an oil painting of 
Spanish Explorer Hernando De- 
Soto. The painting is a gift of the 
citizens of Bradenton, Fla., in ap- 
preciation of the auto company’s 
participation in the city’s annual 
DeSoto Celebration. 

Nonautomotive, but equally 
treasured, is a golf ball he used 
for a hole-in-one, 

Wagstaff and his wife, Harriet, 
observed their silver wedding an- 
niversary June 19. They have a son, 
James, and a daughter, Carolyn, 
now living in the East. 

They are planning to visit their 
daughter and later will journey to 
Atlanta to see Wagstaff’s brother, 
who is a Plymouth dealer there. 
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Kefauver Pushes Proposal. . . 





Bill Would Give FTC 


Access to Documents 


WASHINGTON. —A proposal to 
give the Department of Justice 
power to obtain documentary evi- 
dence needed in civil investigations 
is under consideration by the Sen- 
ate Antitrust and Monopoly Sub- 
committee. Senator Estes Kefauver, 
Tennessee Democrat, is the chair- 
man of the subcommittee and spon- 
sor of the bill. 

The civil-demand measure 
(S. 167) is similar to one (S.716) 
that passed the Senate July 29, 
1959. The House took no action on 
the measure, and it failed to be- 
come law. 

The one important difference be- 
tween the two bills relates to the 
availability of documents to the 
Federal Trade Commission and the 
Judiciary Committees of the House 
and Senate. 

Under the new proposal, docu- 
ments would automatically be 
available to FTC and the commit- 
tees would keep the status they 


Department Store 


In Montreal Sells 
Over 500 Austins 


MONTREAL. — L. N. Messier, 
Ltd., a department store which of- 
fers Austin 850 sedans for a down- 
payment of $8.50, reports that it has 
sold 500 units since the program 
began three months ago. 

The company had expected to 
sell 500 to 1,000 cars a year when 
it went into the auto business. 
Company officials say that most 
customers are taking advantage of 
the minimum downpayment. 

Also selling autos is Faucher 
Electric, Ltd., a discount house. 
Faucher handles Goggomobil and 
Isar, offering sedans at $1,200 and 
$1,645, a coupe at $1,445 and a 
station wagon at $1,845. 

Payments as low as $44 per 
month are quoted, and the firm 
offers 6,000 miles of gasoline as a 
bonus. Faucher also will give buy- 
ers a six-lesson driving course. 





Delaware Dealers 
Oppose Boost 


In Gasoline Tax 


REHOBOTH BEACH, Del, — 
Members of the Delaware Automo- 
bile Dealers Assn. have adopted 
resolutions opposing passage of leg- 
islative bills designed to increase 
the state gasoline tax and all fees 
charged by Delaware Motor Ve- 
hicle Department. 

Copies of the resolutions, unani- 
mously adopted at the association’s 
11th annual convention here, have 
been sent to Gov. Elbert Carvell 
and to each member of the Legisla- 
ture. 

The dealers also were informed 
that a bill to broaden the purpose 
for which automobile manufactur- 
ers and dealers may use special 


plates would be introduced at this |— 


session of the Legislature. 


now have. (Under the old bill, FTC 
and Congress could have the docu- 
ments only at the Attorney-Gen- 
eral’s discretion, and his ruling was 
subject to appeal by the party in- 
volved.) 

At hearings on the measure last 
week, Kefauver said that civil- 
demand legislation was supported 
by the Attorney General’s Commit- 
tee to Study the Antitrust Laws 
(1955) and by the Judicial Confer- 
ence of the United States. 

He said the Kennedy administra- 
tion is for it and the Eisenhower 
administration endorsed remedial 
legislation on a number of occa- 
sions. 

At present, Kefauver said, the 
Justice Department can proceed 
in only four ways when it thinks 
a civil case is more appropriate 
than a criminal prosecution and 
does not have enough informa- 
tion. 

The Justice Department, he said, 
can request voluntary cooperation; 
it can call a grand jury and sub- 
pena the necessary documents; the 
attorney general can ask the FTC 
to investigate, or Justice can file 
a civil complaint and try to obtain 
under the Federal Rules of Civil 
Procedure the information it need- 
ed in the first place. 

Kefauver noted that there are 
problems and delays involved in 
each of the four methods. 

He said the chief objection to the 
current bill is that it would permit 
“fishing expeditions” by the Justice 
Department. 

Kefauver declared: “Past expe- 
rience and past testimony have 
shown that it would have just 
the opposite effect. It would make 
such expeditions unnecessary, 
whether via the unwarranted 
civil-complaint route or the crim- 
inal-indictment route.” 


Under the bill, Justice would have 
to describe the alleged offense and 
what section of law it thought to 
be violated and would have to de- 
scribe in detail the documents it 
wanted. The party involved could 
petition Federal District Court to 
modify or set aside the order. 


The proposal was endorsed in tes- 
timony before the subcommittee by 
Lee Loevinger, antitrust chief of 
the Justice Department, and Paul 
R. Dixon, head of the FTC. 

The American Bar Assn,, in a 
statement by Richard K. Decker, 
“strongly” opposes the bill under 
consideration, though it is “in 


agreement with basic objectives” of 
the measure. 

ABA believes the present law is 
adequate where criminal action is 
contemplated and that additional 
civil-demand powers should be lim- 
ited to “relevant” documents. 


The association elected Ebe S. |= 


Townsend as its new president, suc- 
ceeding Howard S. Abbott. 

Other officers include Frederic W. 
Schermerhorn, first vice-president; 
Louis Burton, second vice-presi- 
dent; Charles L. Hall, third vice- 
president; William D. Luke jr., 
treasurer, and Paul J, Roney, ex- 
ecutive secretary. Directors are R. 
James Quillen jr. Clarence F. 
Schwartz and William E, Bunting. 


Confab Acquires New Plant | 


To Build Haulaways 


DETROIT.—Confab Corp., manu- 
facturer of haulaway trailers, has 
acquired a 24,000-square-foot plant 
in Novi, Mich, 

Mike Presnell, Confab president, 
said a newly designed six-car haul- 
away trailer will be manufactured 
at the new plant. Wallace O. Wick- 
man, Confab vice-president, has 
been named general manager of the 
Novi operation. 


* Sa Se 


Symbol of 25 Years' Success— 


Mercedes-Benz Rally— 





The Mercedes-Benz Club of America held a Midwestern regional rally at the Stude- 
baker-Packard Proving Ground in South Bend. Some 250 members took part in a 
two-day schedule which included gymkhanas for both men and women, novelty driving 
contests, a concours d'elegance featuring Mercedes-Benz vintage models and accelera- 


tion trials. 


Calif. Assembly OK’s Bill 
Curbing Ad, Sales Practice 


SACRAMENTO, Calif.— Under a 
bill regulating the manner in which 
auto-sales contracts are written, 
California dealers are barred from 
publishing or circulating false or 
misleading product information, 

The Assembly approved the 
measure, which amends the mo- 


Stress on Values 


Of Dealer Groups 
Pays Off in N. J. 


NEWARK, N. J.—Spirited pro- 
motion of the advantages of as- 
sociations membership during the 
annual regional meetings of the 
New Jersey Automotive Trade 
Assn. has produced handsome divi- 
dends, according to William L. 
Mallon, NJATA secretary. 

Since the first of the year, he re- 
ported, 116 dealers have joined the 
state association, and 67 have be- 
come members of the National Au- 
tomobile Dealers Assn. 

“We all stressed the importance 
of membership in our voluntary 
associations,” he added, “with spe- 
cial emphasis on the services we 
have to offer.” 

Vince Baker, Pueblo (Colo.) sales 
expert, conducted three separate 
seminars throughout the state, The 
meetings were planned by Otto P. 
Henneberger, NJATA business 
manager, and Mallon, who also is 
NADA director for New Jersey. 

“Each year we try to feature a 
subject that will bring help to our 
members,” said Mallon, “and this 
year we felt, with the first-four- 
month sales being so low, that sales 
help right from top echelon of own- 
ers, through sales managers and 
including all salesmen, would be 
very much in order.” 





Erv Lehmer, right, owner, Lehmer's (Oldsmobile), Concord, Calif., and Harry C. Gepp, 
Oldsmobile Northern California-Northern Nevada zone manager, are shown with the 
Oldsmobile model that started Lehmer on the road to 25 years of automotive selling 
success. The 1936 Oldsmobile is a business coupe which delivered for $898 in Concord, 
which at that time had a population of 1,300 (now the figure stands at 37,900). 
Lehmer is celebrating his 25th anniversary as an Oldsmobile dealer, the oldest in 
Concord, and his 31st with the dealership, which he started with his father while 


attending high school in 1930. 


tor-vehicle code and sections of 
the civil code which relate to 
motor vehicles. 


The section on misleading ads 
also would make it unlawful to: 

1. Advertise or offer for sale or 
exchange any vehicle not actually 
for sale on the dealer’s premises or 
available from the manufacturer or 
distributor at the time of the ad 
or Offer. 

2. Fail within 48 hours in writing 
to withdraw any ad on a vehicle 
that has been sold or withdrawn 
from sale. 

3. Knowingly purchase, sell or 
otherwise acquire or dispose of a 
stolen vehicle. 

4. Advertise or represent as new 
any vehicle which is not considered 
as such under the code. 

5. Operate without a dealer li- 
cense and “good and sufficient 
bond.” 

6. Employ any person as a 
salesman who has not been li- 
censed and whose license is not 
displayed on the dealer’s prem- 
ises. 

7. Deliver a vehicle that does not 
meet all equipment requirements 
specified by the code. 

The proposal also stipulates that 
an “exact copy” of the conditional 
sale contract must be given to the 
buyer at the time it is signed and 
“before the motor vehicle is de- 
livered to the buyer.” 

The seller cannot require the 
buyer to sign the contract before 
all blanks have been filled in, the 
bill provides, and the contract 
must contain these separate items: 

1. The cash price of the vehicle 
described in the contract. 

2. The amount of the downpay- 
ment, and whether made in cash 
or represented by the net agreed 
value of a tradein, or both, 

3. The amount unpaid on the 
cash price. 

4. The cost to the buyer of any 
insurance, the premium for 
which is included in the contract 
balance. 


5. The amount of the unpaid bal- 
ance, which is the sum of Items 
3 and 4. 

6. The amount of the finance 
charge. 

7. The number of installments 
required, the amount of each and 
the date for payment. 

8. The names and addresses of 
all persons to whom the notice re- 
quired under the vehicle and civil 
codes is to be sent. 

9. A notice, in at least eight-point 
bold type if the contract is printed, 
reading as follows: 

“Notice to the buyer: Do not sign 
this agreement before you read it 
or if it contains any blank spaces 
to be filled in. 

“You are entitled to a completely 
filled-in copy of this agreement. 

“Under the law, you have the 
right to pay off in advance the 
full amount due and under cer- 
tain conditions to obtain a par- 
tial refund of the finance charge. 

“If you default in the perform- 
ance of your obligations under this 
contract, the vehicle may be re- 
possessed and you may be subject 
to suit and liability for the unpaid 
indebtedness evidenced by this con- 
tract.” 


Driving-Aid Firm, 
2 Officers Indicted 
On Fraud Charge 


HACKENSACK, N. J.—A Hack. 
ensack firm and two officers have 
been indicted by a Federal grand 
jury on charges of defrauding auto 
dealers in other states of $15,000 in 
purchases of a hand-control device 
to help physically handicapped per- 
sons drive cars. 

Charged in 50 counts with using 
the mails to defraud that many 
dealers were General Aids, Inc, 
maker of the device called “Val- 
iant”; Arnold Lerman, president, 
and Anthony Rittwager, secretary- 
treasurer. 

According to Chester A. Weiden- 
burner, the defendants falsely rep- 
resented to the dealers that they 
had orders from customers for cars 
equipped with the driving aid. 

The dealers bought the device 
costing $41 and installed it in the 
kind of car requested, he continued, 
but discovered the purchasers were 
fictitious. 

Although only 50 dealers were 
named as victims in the indictment, 
the total number defrauded as dis- 
closed by a postal investigation was 
484, Weidenburner said. 

He added that the defendants 
began mailing 100,000 solicitations 
last September to doctors and hos- 
pitals around the country in a sales 
campaign to get customers for cars 
equipped with the hand control. 


Kentuckians Told 
To Pay Use Tax 
Under Protest 


LOUISVILLE. — Members of the 
Kentucky Automobile Dealers Assn. 
have been advised to pay the state 
uSe tax under protest and wait for 
outcome of current litigation over 
its validity. 

Lew Ullrich, managing director, 
said he had received many in- 
quiries about paying the Kentucky 
use .tax on vehicles licensed in 
other states where such a tax had 
previously been paid. 

He passed along the following 
opinion from the KADA general 
counsel: 

“As you know, the Court of Ap- 
peals in a recent opinion held this 
double use taxation to be invalid 
under our statutes. 

“However, the Department of 
Revenue has filed a petition for re- 
hearing in this case and its peti- 
tion is now pending before the 
Court of Appeals for disposition. 
Because of the pending petition, the 
mandate of the Court of Appeals 
has not yet become effective. 

“My advice to you would be to 
have the party who is attempting 
to license his car in Kentucky to 
pay the use tax to the county court 
clerk under protest. By doing this, 
he will be able to secure a refund 
on these taxes in the event the 
Court of Appeals overrules the peti- 
tion for rehearing. As it now 
stands, county court clerks are cor- 
rect in that the collection of the tax 
is still required.” 


Greer-Robbins, 57, 
Calls It Quits 


BEVERLY HILLS, Calif.—Greer- 
Robbins Co. here, one of the old- 
est auto firms in Southern Califor- 
nia and a Chrysler Corp. outlet for 
37 years, is retiring from the auto 
business, according to A. C. Rob- 
bins, vice-president. 

Founded in 1904, Greer-Robbins 
has represented Chalmers, Hupmo- 
bile, Maxwell, Plymouth, Chrysler 
and Imperial as distributor and 
dealer. P. H. Greer, one of the foun- 
ding members, is still active as 
dealership president. 

With the retirement of Greer- 
Robbins, one of three original Cali- 
fornia dealers still in business, 
there will be left only William L. 
Hughson Co. (Ford), San Fran- 
cisco, started in 1903, and Earle C. 
Anthony, Inc., one of the original 
Packard distributors, begun in 1904. 
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June Rate Is 560,000... 
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Car Output Heads for Peak Month 


(Continued from Page 1) 


of the calendar year. With the com- 
pacts producing better than 9,000 
cars daily, the industry milestone 
is expected to be reached about 
July 10. The millionth compact of 
1960 was built on July 6. 
Falcon, continuing to produce 
better than 12,000 cars a week, is 
moving ahead of the pack, but 


in second place now is Corvair, 
which passed Rambler two weeks 
ago. 

The compacts last week picked 
up 37 percent of total industry out- 
put with an estimated 47,610 as- 
semblies. The previous week the 
compacts took 36.5 percent on 47,210 
assemblies. 

Among the other price groups, 


Car, Truck Output Estimates 


By Automo 


tive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 

















Week eek dan. 1 dan. 1 
Ended Same Ended Output, To To 
June 24, Week, June 17, une, dune 25, June 24, 
1961 1960* 1961*  ToDate 1960* 1961 
AMERICAN MOTORS 
Rambler ................00.. 9,800 11,657 9,694 32,792 268,730 173,081 
CHRYSLER CORP.**.. 15,700 24,885 15,459 51,601 593,619 281,572 
Chrysler Division ...... 2,200 2,374 2,190 7,512 55,610 48,281 
TNE, — ses savscessseveeeevs 2,050 1,969 2,047 7,023 47,270 44,790 
MER siassinevsisiecesves 150 405 143 489 8,340 3,491 
Dodge Division .......... 5,400 10,597 5,442 18,037 230,071 989,371 
Dart-Polara. ............ 4,150 10,597 4,168 13,999 230,071 67,962 
BES Sivsisdinbcrsscvaceies a sarslan 1,274 Se denne 21,409 
Plymouth Division .... 8,100 11,665 71,827 26,052 292,319 143,920 
Plymouth. .................. 4,900 4,128 4,660 15,242 143,409 85,178 
ee 3,200 71,537 3,167 10,810 148,910 58,742 
FORD MOTOR .............. 38,480 41,368 39,966 131,955 989,974 793,332 
Ford Division ............ 30,000 32,335 31,571 104,704 815,304 643,610 
I is trsdiy coy ccviooonsuses 12,990 12,264 12,596 42,246 259,680 241,986 
Ford (Std.) .............. 15,365 17,818 16,923 56,322 506,387 355,668 
Thunderbird. ............ 1,645 2,253 2,052 6,126 49,237 45,956 
L-M Division ............... 8,480 9,033 8,395 27,251 174,670 149,722 
IS. Sebel tii idectscctviees 5,410 5,587 4,933 16,832 173,816 85,183 
NTS Sidcesdixestestiventien 510 262 620 1,866 10,993 15,056 
Mercury ...................... 2,560 3,184 2,842 8,553 89,861 49,483 
GENERAL MOTORS .. 63,702 60,941 62,837 213,226 1,786,451 1,334,878 
Buick Division .......... 6,432 5,543 6,139 21,383 158,257 127,026 
Buick (Std.) ............ 3,969 5,543 3,787 13,190 158,257 86,066 
IIE 6s cae ak sc ovancavdee’ Bee. skxiawasse 2,352 1 Sroneers 40,960 
EEE © Lsiisvansesuaisaterevssees 3,360 3,431 3,385 11,488 87,855 81,088 
Chevrolet Division .... 38,400 34,892 37,789 128,680 1,084,151 804,560 
NEED > Socecciscrsctcossescos 8,000 4,775 7,701 25,787 144,213 176,403 
Chevrolet (Std.) .... 30,400 30,117 30,088 102,893 939,938 628,157 
Oldsmobile Division .. 6,910 7,059 6,950 23,215 207,196 147,091 
ME. ered cavatieei Reb sieseseents BBOE —asseiceass 1,337 Se 31,644 
Oldsmobile (Std.) .. 5,605 7,059 5,613 18,714 207,196 115,447 
Pontiac Division ........ 8,600 10,016 8,574 28,460 248,992 175,113 
Pontiac (Std.) ........ 5,750 10,016 5,736 19,133 248,992 114,646 
OMONE iscic.cscccseseess BECO © Saiiww 2,838 See stickers 60,467 
S-P CORP. 
Mii ec Sisk vehi csvereasssieeé 942 2,396 1,318 4,638 63,489 29,502 
CHECKER. ..............::000045 125 121 71 374 3,994 2,877 
Total Cars, U. S.**......128,749 141,368 129,345 434,586 3,706,257 2,615,242 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 








Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
June 24, Week, June 17, June, dune 25, June 24, 
961 1960* 1961* To Date 1960* 1961 
6,323 7,938 25,936 233,580 
55 42 159 1,497 
a rr 60 1,975 
1,856 1,509 5,133 40,401 
8,062 7,024 23,453 194,159 
2,584 1,379 4,897 58,889 
2,698 3,147: 10,810 68,661 742,207 
355 239 1,809 1,547 4,921 
381 121 484 8,220 3,787 
168 390 1,280 9,483 8,633 
3,284 4,858 10,402 16,052 55,143 
101 102 351 2,244 2,292 
Total Trucks, U. S..... 21,877 25,899 26,749 84,774 702,708 547,480 
Total Cars, Trucks, 
SOMME Raich acces esextupaastsstans 50,626 167,267 156,094 519,360 4,408,965 3,162,722 


CANADIAN PRODUCTION—CARS 




















Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
June 24, Week, June 17, June, dune 25, June 24, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,200 1,350 1,084 3,987 30,751 24,191 
FORD MOTOR. .............. 2,420 2,612 2,032 7,291 59,294 50,416 
GENERAL MOTORS .. 4,200 3,971 4,270 18,242 111,127 94,854 
AMERICAN MOTORS ee aetaccess 180 Ge funurea 3,320 
SMES sc esuctccacescssvecese 160 160 160 576 3,005 3,056 
Total Cars, Canada... 8,160 8,093 7,726 30,708 204,177 175,837 
CANADIAN PRODUCTION—TRUCKS 
Week Jan. 1 Jan. 1 
Ended Same Endeq Output, To To 
dune 24, Week, June 17, June, June 25, June 24, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 160 142 165 549 3,652 3,824 
FORD MOTOR. ............... 325 633 474 1,253 11,331 9,528 
GENERAL MOTORS .. 850 841 877 2,846 22,881 17,026 
INTERNATIONAL. ...... 270 235 271 912 6,414 6,181 
Total Trucks, Canada 1,605 1,851 1,787 5,560 44,278 36,559 
Total Cars, Trucks, 
MINED. | coscerecsvecssscosoers 9,765 9,944 9,513 -36,268 248,455 212,396 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....160,391 177,211 165,607 555,628 4,657,420 3,375,118 


*Revised. 


the low-price standards captured 
42.6 percent of total industry output 
last week on an estimated 54,740 as- 
semblies, compared with 43.1 per- 
cent on 55,710 cars a week ‘earlier; 
the mediums were even at 17.2 per- 
cent on 22,079 cars last week, com- 
pared with the same percentage on 
22,227 units a week earlier, and the 
highest priced group took 3.2 per- 
cent on 4,145 assemblies last week, 
compared with 3.2 percent on 4,148 
cars the previous week. 

Only makes working six days 
last week were Comet and Falcon 
at Lorain, O., and Metuchen, N. J., 
and Corvette at St. Louis. 

* * oe 


TUDEBAKER is the first maker 
to go down for changeovers, 
having closed out 1961 mode] as- 
semblies last Wednesday (June 21). 
It is tentatively scheduled to begin 
rolling ’62 models from the lines in 
South Bend on Aug. 7. It’s truck 
lines will build out June 29. 

Next to go down will be Cadil- 
lac, Buick, Oldsmobile and Pon- 
tiac—in mid-July. Chrysler Corp. 
will follow the General Motors 
units by about a week. 

Chevrolet and American Motors 
are scheduled for early August 
buildouts and Ford Motor will close 
out its ’61 model production late in 
August. 

Fast buildup on ’62 models will 
come at GM where approximately 
350,000 units are scheduled for as- 
sembly through September. 

Tentative schedules through Sep- 
tember give standard Chevrolet 
150,000 assemblies; Corvair, 40,000; 
the new 115-inch wheelbase Chev- 
rolet, 20,000; Pontiac, 32,000; Tem- 
pest, 12,000; Oldsmobile, 36,000; 
F-85, 10,000; Buick, 27,000; Special, 
9,500, and Cadillac, 17,000. 

+” + ea 
OMMERCIAL-C AR output de- 
clined from 26,749 units a week 
earlier to an estimated 21,877 


trucks last week as Willys went 


U. S. Orders $2 Million 


In Trucks from S-P 


SOUTH BEND. — A $2,046,000 
Federal contract was awarded Stu- 
debaker-Packard last week. The 
contract for 389 two and one-half 
ton military trucks is a supplement 
to a contract awarded June 1, to- 
talling $21.4 million, for 3,995 mili- 
tary trucks. 

The latest contract brings S-P’s 
Federal government orders since 
Jan. 1 to a total of $27 million. 





Imports Get Clean Bill 


For Carrying U. S. Mail 


WASHINGTON.—Senator Olin 
D. Johnston, South Carolina 
Democrat and chairman of the 
Post Office Committee, said last 
week that no instructions have 
been issued barring the use of 
imported automobiles by postal 
employes. 

Earlier, Acting Postmaster 
Charles R. Igsett had been re- 
ported as ruling that only ve- 
hicles manufactured in the 
United States could be used to 
carry U. S. Mail. 
down for a week’s inventory, It 
also compared with the 25,899 com- 
mercial vehicles built quring the 
week ended June 25 a year ago. 

Truck output for the month, 
however, is expected to reach 
110,000 for the highest monthly 
output of the year. The biggest 
month for truck production to 
date was May, with 103,320 units. 
In Canada, the auto industry 
produced 8,160 cars and 1,605 trucks 
last week, compared with 7,726 cars 
and 1,787 trucks a week earlier. 
During the week ended June 25 a 
year ago, the Canadian makers 
built 8,093 cars and 1,851 trucks. 

a * * 


Mack Trucks to Add Line 


At Allentown (Pa.) Plant 


ALLENTOWN, Pa. — Mack 
Trucks, Inc., is adding an assembly 
line and making other extensive 
improvements in its plants here. 

J. I. Andreini, manager of oper- 
ations, said plans call for consoli- 
dating all truck assembly oper- 
ations in one building by increasing 
the total] number of lines from two 
to three. 

Separate lines will thus be oper- 
ated for light vehicles, heavy ve- 
hicles and off-highway models, giv- 
ing Mack a greater production 
flexibility, Andreini said. At the 
same time, production of fire ap- 
paratus is being shifted to an area 
previously occupied by truck as- 
sembly operations. 

The company is also gearing up 
its engine, transmission and car- 
rier operations in anticipation of 
the favorable long-range outlook in 
the heavy truck field. A new plant, 
to be completed at Hagerstown, 
Md., this fall, will replace the com- 
pany’s present Plainfield (N. J.) 





Illegal Car Seller Fined 
GRAND RAPIDS, Mich.—Wayne 
VanderLaan was fined $50 in Police 
Court after pleading guilty to sell- 
ing used cars at his home without 
a license, a violation of the State 
Motor Dealers Law. 


U. S. Estimates Licenses ... 


87.4 Million Can Drive 


WASHINGTON.—A total of 87.4 
million motor-vehicle operators 
licenses were in force in the United 
States during 1960, according to 
Federal Highway Administrator 
Rex M. Whitton. 


The estimate, prepared by the 


Victory Claimed 


For Ohio Dealers 


On Tax Discount 


COLUMBUS, O.—A victory for 
auto retailers has been claimed by 
the Ohio Automobile Dealers Assn. 
with the passage in the House of a 
bill eliminating all sales-tax 
stamps, and the 2 percent redemp- 
tion feature. 

Under the bill, recommended by 
the House Taxation Committee, the 
vendor will be entitled to a 2 per- 
cent discount on all tax submitted 
to the state on or before the 18th 
of each month, and one percent on 
remittances between the 19th and 
last day of the month. 

However, the auto dealer was 
denied this discount under the or- 
iginal proposal, according to an 
OADA spokesman, who said the 
association then drafted an amend- 
ment providing for the same dis- 
count on the sale of motor vehicles. 

After a lengthy debate, the 
amendment was approved by a 
vote of 123 to 7, the spokesman 
said, 





Commerce Department’s Bureau o 
Public Roads from reports received 
from state agencies, was 3.4 per- 
cent higher than the 84.5 million 
total in force during 1959. There 
were 1.20 licensed operators per 
registered motor vehicle, Whitton 
noted. 

Operators licenses are issued for 
varying periods of time by the 
states. In 23 states, licenses are 
issued for two years; but six states 
issue them for one year only, 10 
states for three years, six for four 
years, and one for five years. 

Five states have varying or in- 
definite licensing periods. Because 
of this variation only a part of the 
driving population obtain license 
renewals in any one year, and the 
total licenses in force must be esti- 
mated from data reported for the 
current and previous years, Whit- 
ton said. 

California led the states in num- 
ber of licensed motor-vehicle oper- 
ators, with 8.7 million, followed by 
New York with 7.1 million and 
Pennsylvania with 5.8 million. Illi- 
nois, Michigan, Ohio and Texas 
each had over four million. These 
seven states accounted for 45 per- 
cent of the national total. As might 
be expected, these were also the 
seven leading states in 1960 in 
motor-vehicle registrations and 
motor-fuel consumption, although 
not in exactly the same ranking 
order. 
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facility, where these units are now 
being produced, 
oe 





Canadian Ford Hikes 
Car Output by 2,500 Units 


TORONTO, Ont.— “Surging de- 
mand” for Canadian-built cars of 
Ford Motor Co. of Canada has 
made it necessary for its manufac- 
turing division to add in excess of 
2,500 units to its production sched- 
ule through the remainder of June 
and July. 

“The extra units are urgently 
needed as quickly as possible by 
our marketing division to meet a 
surging demand for our 1961 vehi- 
cles,” said A, C. Moore, manufac- 
turing vice-president. 

“The urgency of this extra pro- 
duction schedule has made some 
overtime necessary in our plants,” 


Moore explained. 
* * * 


4. Millionth Vehicle Rolls 


From Canadian GM Plant 


OSHAWA, Ont.—The four mil- 
lionth vehicle built here was driven 
from the assembly line at General 
Motors of Canada June 15, 53 years 
after the first McLaughlin-Buick 
was produced here. 

The car, a white Pontiac four- 
door sedan, came off the line with- 
out ceremony. It was part of an 
export shipment of 10 similar cars 
destined for the GM distributor at 
Kuwait on the Persian Gulf. 

GM said it took 30 years to build 
its first million cars and trucks, 13 
years to build the second million, 
five-and-a-half years to build the 
third and five years to build the 
fourth, 


GMC Council, 
Factory Officials 


Meet This Week 


PONTIAC.—Nineteen GMC truck 
dealers who have been elected to 
the sixth GMC Divisional Dealer 
Council will meet with GMC Truck 
& Coach Division executives here 
this week to discuss truck business 
of mutual interest. 


Each participating dealer has 
been named by the dealers in his 
respective sales zone to take part 
in the council sessions, Moderator 
will be R. C. Woodhouse, GMC gen- 
eral truck sales manager. ’ 


Those scheduled to attend in- 
clude: Thomas F. Nehl, Jackson- 
ville, Fla.; Warren S. Day, Wor- 
cester, Mass.; E. O. Stallings, 
Charleston, S. C.; Frank M. Byers, 
Columbus, O.; M. L. Smith, Jack- 
son, Mich.; J. L. Adair, Monroe, 
La.; Samuel R. Chasalow, Newark; 
H. G. Reslink, Erie, Pa.; William 
T. Wilkins jr., Merchantville, N. J.; 
John J. Gebauer, Fort Worth. 

Enrico Menapace, Gallup, N. M.; 
Millar White, Oklahoma City; Eu- 
gene D. Bogard jr., Tucson; J. H. 
Hart, Sacramento, Calif.; E. C. 
Clow, Vancouver, Wash.; Lory 
Stahly, Cape Girardeau, Mo.; W. C. 
Robinson, Billings, Mont., and Ben 
Boykin, El Paso, Tex. 


7 Dealers Named 
To 2-Year Terms 
On S-P Council 


SOUTH BEND. — Studebaker- 
Packard National Dealer Council 
elected seven dealers to serve a 
two-year term on the 15-member 
group representing the company’s 
major sales zones. 


Elected this year to serve on the 
council, which meets periodically 
with factory officials to review all 
phases of merchandising automo- 
tive products, are: 

Norman D. Walter, Norton, 
Kans.; Lloyd Pearson, Pasadena, 
Calif, (reelected); Russell R. Hart, 
Monroe, La.; Jim Angeles, Minne- 
apolis (reelected); Frank E. Helms, 
Bayside, N. Y. (reelected); C. H. 
Urness, The Dalles, Ore. (reelect- 
ed); Carl Bartz, Denver. 

First alternates to the council 
are: 

Ben Lindenbusch, St. Louis; 
J. D. Morris, Bakersfield, Calif.; 
Don E. Chamblin, Meridian, Miss.; 
John R, Rayl, Worthington, Minn.; 
Walter Hall, White Plains, N. Y.; 
R. H, Bussell, Kennewick, Wash., 
and Phil Begier, San Leandro, 
Calif. 
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7.9 Pet. Auto Excise 
Repealed in Canada 


(Continued 


were a luxury, but we believe that 
cars are now a necessity.” 
* * x 
MERICAN auto makers have 
used the same line of reasoning 
in their unsuccessful pleas for ex- 
cise relief. 

In Detroit, Harry A. Williams, 
managing director of the Automo- 
bile Manufacturers Assn., said the 
U. S. industry “heartily applauds” 
the action of the Canadian Govern- 
ment. 

“Auto makers in this country,” 
Williams said, “have long urged 
Congress to repeal or at least re- 
duce the discriminatory 10 percent 
Federal excise tax on new cars. 


“Such action, the industry be- 
lieves, would be a great stimulus 
to the entire economy, resulting 
in increased activity and em- 
ployment in the many businesses 
throughout the country that are 
associated with motor vehicle 
production.” 

Canada had had an excise tax 
on autos for 38 years. It had ranged 
from 5 percent to 80 percent (on 
high-priced models in wartime). 
The tax was cut from 10 percent 
to 7% percent in 1957. 

The United States first applied 
an excise tax to cars in 1917. It 
has ranged from 3 percent to 10 





Obituaries 


Edward G. Kirchmeyer 

BUFFALO.—Edward G. Kirchmeyer, 52, 
operator of a Lincoln-Mercury dealership, 
died June 16. He became owner and presi- 
dent of the dealership in 1954 when be 
purchased it from the J. C. Crosby Co. at 
1170 Main St, He continued the business 
as Kirchmeyer Motors, Inc., until 1958 
when he opened the Ed Kirchmeyer, Inc., 
showrooms at 3445 Delaware Ave. 

* * * 


Henry Park Lammerts 

NIAGARA FALLS, N. Y.—Henry Park 
Lammerts, 73, veteran auto dealer, died 
June 15 at his home. He was the second 
generation in the automobile business car- 
rying the family name, which was started 
as a carriage shop. The Lammerts family 
opened a Cadillac agency in 1907. In 1929 
Harry Lammerts became president when 
the business was incorporated as Lam- 
merts Buick and Cadillac, Inc, Recently, 
the firm was reorganized as Lammerts, 
Inc., and Henry Lammerts became chair- 
man of the board, 

Xe * * 


Car] H. Leemhuis 

ERIE, Pa.— Carl H, —eemhuis, 71, for- 
mer owner of the Keystone Auto Co., died 
of a heart attack June 15. He was co- 
owner of the Keystone Auto Co. with his 
father until 1937 when he entered the in- 
surance business. 

* * * 


Arthur M. Harnack 
BAY CITY, Mich.—Arthur M, Harnack, 
54, co-owner of Bay Plymouth Sales, died 
June 12. He was a member of the Bay 
County Automobile Dealers Assn. 
* * 


David Bradley Morgan Sr. 

ASHEVILLE, N. C.— David Bradley 
Morgan sr., an organizer in 1925 of Di- 
mension Co. for the manufacture of wood- 
en parts for auto manufacturers, died 
June 1. He was 81. Morgan, Judge Junius 
G. Adams and Burnham §S. Colburn found- 
ed the auto parts firm. 

* * * 


William John Hoover 

RALEIGH, N, C.—William John Hoover, 
a Buick dealer here for many years, died 
June 14. He was president of the North 
Carolina Automobile Dealers Assn. in 1941- 
42, and prior to that had been a director 
and vice-president. 

ok * Ba 


Hugh J. Price 
PETALUMA, Calif.—Hugh J. Price, 62, 
partner in Price-Roche Motors (Cadillac- 
Chevrolet-Oldsmobile), died June 13, 
2 * * 


Everett A. Truman 
PLYMOUTH, Ind.—Everett A. Truman, 
66, president of Truman Motor Sales, Inc. 
(Rambler), died June 14. 
* * * 


Robert Ewing Pyeatt 
RIO VISTA, Tex.—Robert Ewing Pyeatt, 
51, an auto dealer here, died June 9. 
* * * 


Benjamin F. Keyes 
GULFPORT, Miss.—Benjamin F. Keyes, 
62-year-old partner in the Keyes-Dorman 
Motor Co., died June 14 at his home here. 
* * * 


William J. Nattimore 

DETROIT.—William J. Nattimore, 
the first Chrysler Corp. advertising direc- 
tor, died June 18, He had been with the 
ad agency which handled the old Maxwell 
car, and when Walter P. Chrysler decided 
to build a car under his own name, he 
brought in Mr. Nattimore for the first 
two years. 





73, 


* * * 


William L. Gillmor Jr. 
INDEPENDENCE, Mo.—William L, Gill- 


mor jr., a former auto dealer, died June 
14. He was 54. Mr. Gillmor operated a 
Pontiac-Cadillac dealership from 1938 to 


1954. Earlier, he had been a Packard deal- 
er here. 
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percent and has been at the latter 
figure since Nov. 1, 1951. There was 
no excise tax on U. S. autos from 
May, 1928, to June, 1932. 
* * * 
HE abolition of the excise, how- 
ever, does not do away with all 

Federal taxes on cars in Canada. 
The country levies on 11 percent 
sales tax on retail transactions. It’s 
a hidden tax that is built into the 
price of all goods sold at retail. 

The excise action was expected 
to spur auto sales throughout 

Canada, and observers predicted 
an especially good summer in On- 
tario. Buyers in Ontario will be 
able to escape a 3 percent pro- 
vincial sales tax which goes into 
effect Sept. 1. 

Here is a summary of price re- 
ductions in suggested retail-deliv- 
ered prices of various models of 
Canadian cars: 

Compacts dropped $120 to $130. 
Falcon two-door sedans now start 
at $2,225; Rambler American two- 
doors are $2,239, and Comet two- 
doors are $2,321. Corvair four-doors 
are $2,312, and Valiant V-200 four- 
doors are $2,437. 

Among six-cylinder standard- 
sized four-door sedans, Plymouth 
Belvederes are $2,840, Chevrolet Bel 
Airs are $2,844, and Dodge Dart 
Pioneers are $2,862. The reduction 
was about $148 in each case. 

The British Ford Consul sedan is 
$2,009, a decrease of $95. 

* * * 
Am K. BROWNRIDGE, presi- 
dent of American Motors of 
Canada, saw the excise tax removal 
as a blow to imported-car sales. He 
remarked: 

“I said in a speech last week 
that imports would be down to 
15 percent of the Canadian mar- 
ket by 1963. But with this won- 
derful news, I now predict they 
will be down to 15 percent in 
1962.” 

Imported cars accounted for 28 
percent of auto sales in Canada 
last year. British cars lead the way 
since they are not subject to duty. 
Other imports (including U. S. 
models) are charged a 17%4 percent 
duty. 

Quite naturally, Brownridge’s 
views were not shared by Alfred J. 
Coventry, chairman of the British 
motor industry in Canada. 

“I think the tax change is a very 
good thing,’ Coventry said. “It 
should help local industry and em- 
ployment. All autos will be cheaper, 
and I don’t think it will have much 
effect on sales of British cars.” 

Also unworried about the position 
of British imports was Lester Suf- 
field, executive of Morris and 
Austin. 

He predicted the effect on im- 
ports would be small and express- 
ed sympathy for the Canadian 
auto industry which, he said, has 
been bearing a considerable tax 
burden for some years. He was 
sure the tax repeal would allevi- 
ate unemployment in the Cana- 
dian industry. 

Philip Baxter, managing director 
of Standard-Triumph of Canada, 
summed up his views in a few 
words: “It’s a darn good thing for 


all of us.” 

ee tax repeal was one of the 
recommendations of University 

of Toronto Prof. Vincent W. Bladen 


* * * 


‘who, as a one-man Royal Commis- 


sion, has been studying the prob- 
lems of the auto industry. 


His report was published at the 
same time as Fleming’s budget 
speech. The report was tabled, but 
Fleming said Bladen’s program 
would be “carefully studied” by the 
Government. 


Bladen said auto production 
was not a distressed industry but 
was in a state of relative decline 
in comparison with overseas pro- 
duction. Competition during the 
next several years could be ex- 
pected to grow more intense. 

He placed strong emphasis on 
what he called his “extended-con- 
tent” plan. This was his answer to 
proposals advanced in briefs to the 
commission for integration of the 
Canadian auto industry with the 








U. S. industry, similar to the pres- 
ent arrangement in the agricultural 
implements industry. 
*” * ok 

to this plan, parts produced 

in Canada would be considered 
as Canadian content if the parts 
were incorporated in vehicles pro- 
duced anywhere in the world, or if 
they were sold at home or abroad 
for replacement purposes. 


Under present legislation Cana- 
dian content is related to the 
factory cost of production of 
Canadian motor vehicles. Bladen 
would change this base to the 
sum of the Canadian factory cost 
plus the value for duty purposes 
of imported motor vehicles and 
repair or service parts. 

This would open the way, the re- 
port said, for Canadian producers 
to participate in providing parts 
for imported cars, which account 
for more than 25 percent of total 
auto sales in Canada. 

Implementation of this plan 
would be left to Canadian pro- 
ducers with foreign affiliations; or, 
any overseas company might be- 
come associated with a Canadian 
manufacturer to earn duty-free ac- 
cess for vehicles when overall Ca- 
nadian content had reached the 
required level. 


Chrysler Devises 


Reminder for Use 


Of Safety Belts 


DETROIT. — Chrysler engineers 
have come up with an experimental 
electric reminder for using automo- 
bile seat belts, 

The device is an instrument 
panel warning light which flashes 
red until the seat belts have been 
fastened, It is believed to be the 
first such attempt in the auto in- 
dustry to encourage use of belts. 

“Safety authorities tell us that 
getting people to install belts is not 
enough,” says C. E. Briggs, general 
manager of the Chrysler-Plymouth 
Division. 

“We are told that something 
should be done to remind motorists 
to make use of the belts. This ex- 
periment is part of our effort to 
induce motorists to take the final 
step necessary to make the belts 
really do their job.” 

The experimental reminder sys- 
tem employs a commonly used type 
of electrical circuit. Wiring from 
the belt runs under the floor cover 
and is connected through the dash 
into a special seat belt warning 
light flasher. When the ignition is 
turned on, the light begins to flash 
until the circuit is broken by fas- 
tening the belt, 





Manual Promoter Used 


False Claims, FTC Says 


WASHINGTON, — The Federal 
Trade Commission has charged a 
Bloomfield (N. J.) businessman 
with using false earnings claims 
and other deception to premote the 
sale of his “Hydraulic Jack Repair 
Manual.” 

Named in the complaint is Saul 
Kron, who trades as Institute of 
Hydraulic Jack Repair. The com- 
plaint alleges that persons follow- 
ing the methods and instructions 
contained in the manual will not be 
able to repair all kinds of hydraulic 
jacks or engage in a successful hy- 
draulic jack repair business, as 
claimed in advertising and promo- 
tional material. He was given 30! 
days to reply. 


Hickey Named Ford Rep 
On Detroit Dealer Board 


DETROIT. — Stark Hickey has 
been named Ford representative on 
the Detroit Auto Dealers Assn. 
board of direc- 
tors. He replaces 
John O'Green, 
who has resigned, 

Hickey has 
been in the retail} 
auto business for 
40 years; five 
years as a sales- 
man and 35 as a 
dealer. He op- 
erates three deal- 
erships in metro- 
politan Detroit. 
At the end of World War II, Hick- 
ey was appointed a member of the 
original Ford Dealer Council. 


Stark Hickey 








Retiree Deal 


Cars at Cost Offered 
By Toledo Dealer 


TOLEDO. — Effective immediate- 
ly, all past and future Toledo re- 
tirees of Owens-Illinois Glass Co. 
may purchase one automobile from 
Jim White Chevrolet Co. at the fac- 
tory invoice price, it was announc- 
ed by Jim White, president. 


This represents a possible savings 
of $365 to $1,300 off the factory list 
price, White said. Purchases can 
be made with or without a tradein, 
for which the purchaser will be 
allowed the current wholesale price, 
he said. 

Each of Owens-Illinois’ 300 re- 
tirees in the Toledo area will re- 
ceive a certificate good for the pur- 
chase of one car at factory invoice 
price, and all future retirees will 
receive a certificate upon retire- 
ment. The certificate may be used 
at any time, but only by the retiree 
himself. The program ig limited to 
those O-I employes who worked or 
resided within a 50-mile radius of 
Toledo at the time of their retire- 
ment. 


Tucson Dealers Hold Show 


TUCSON. — Eleven members of 
the Tucson New Car Dealers Assn. 
displayed more than 100 autos in 
a three-day auto show at the El 
Con Shopping Center, the city’s 
first major show since 1958. 








Study Planned 
On Auto Titling 
And Registration 


DETROIT.—Plans for a compre- 
hensive study aimed at bringing 
greater order into state methods of 
registering and titling motor ve- 
hicles were reported by Automotive 
Safety, quarterly publication of the 
Automobile Manufacturers Assn. 

The publication said the project, 
now in the final planning stages, 
was initiated through a grant from 
the Automotive Safety Foundation 
and will be carried out under the 
auspices of the Highway Research 
Board. It will take two years to 
complete. 

Lewis F. Morony, director of the 
ASF laws division, will head the 
project committee. The study is 
designed to evaluate present regis- 
tration and titling practices, foster 
uniformity among the states and 
help develop guides for lawmakers 
in dealing with current and future 
problems. 

The AMA publication noted that 
registration and titling play im- 
portant but little-recognized roles 
in traffic safety. They aid in iden- 
tifying vehicles and their owners in 
the event of an accident or law 
violation. Part of the fees collected 
in many states help finance traffic 
safety improvement measures. 








HELP WANTED 


LARGE ARIZONA FORD DEALER in 
metropolitan Phoenix area has challeng- 
ing opportunity for controller with heavy 
business management experience, Box 


2593, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER -~ ACCOUNTANT. 
Excellent opportunity with well estab- 
lished G.M, dealer, P.P. of 1,400 plus, 
located in South Central state, Must have 
complete knowledge of G.M, accounting 
system, capable in office organization 
and management, daily operating con- 
trol and internal procedures. Compensa- 
tion: Salary plus incentive, Give age, 
complete experience and references in 
your reply. Box 2604, «/o Automotive 
News, Detroit 7. 


SERVICE MANAGER—CHEVROLET, nic- 
est town in northern California, 50 min- 
utes from San Francisco. Good shop. 
Full benefits, pay open to right man. 
Must be proven man who has not moved 
around, Full authority, Honest, under 
50, immediate. A going. concern. Reply in 
confidence to Box 2607, c/o Automotive 
News, Detroit 7. 








HELP WANTED 





OFFICE MANAGER for Chevrolet dealer- 
ship doing $4,009,000 gross volume, Won- 
derful Midwest location, Box 2605, c/o 
Automotive News, Detroit 7. 








LEASING AND BUSINESS MANAGE- 
MENT SPECIALIST, MBA, marketing, 
five years’ field and home office experi- 
ence, three years’ related industry over- 
seas. Will travel and relocate, Box 2606, 
c/o Automotive News, Detroit 7. 





HELP WANTED 


SALES MANAGER AND 
ASSISTANT TO DEALER 


Should be handling monthly sales of 100 to 200 new cars profitably now. Look- 
ing for a young man in 30's who wants to advance to partnership in dealership. 
Salary $1,200 per month to start—increased to $1,500 per month at end of 6 


months, plus 10% of the profit. Large 


“Big 2" deal in the Delaware Valley. 


Potential 2,000 new cars and 2,000 used cars retail. Applicant must have proven 
record of profit performance and be able to train and supervise sales depart- 
ment. Send complete resume with recent photograph. All replies held con- 


fidential. 


Reply Box 2580, c/o Automotive News, Detroit 7. 








HELP WANTED 





TRUCK SPECIALIST 


FORD SUPER 


DUTY SALES 


New Jersey's Largest Ford Heavy Duty 
Truck Distributor needs man with at least 
4 years experience in the field. Do not 
apply unless you are fully qualified to do a 
good job and earn big money. 


Box 2594, c/o Automotive News, Detroit 7. 
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POSITION WANTED 


EXECUTIVE PLACEMENT has available 
a General Manager with one of the most 
proven backgrounds we have ever had 
oceasion to review. Married, aged 39, 
one child, college graduate, conservative 
tresser, sober, church member, started 
1g salesman, sales manager, dealer and 
general manager. Former employer has 
this to say: This applicant thinks profit, 
very promotional and sales minded, has 
outstanding flair for advertising, knows 
all departments backwards and forward, 
extremely honest. Works like a demon 
and could take over without upsetting 
present employes or policy, Now em- 
ployed by a large G.M. dealer, selling 
1,200 new cars, as general manager, Has 
excellent reason for change, If you want 
an assistant that you can absolutely 
trust to run your business, write or wire 
for complete résumé, picture and recom- 
mendations. No obligation and all replies 


confidential. Personal interview will be 
arranged. Box 2595, c/o Automotive 
News, Detroit 7. 





ACCOUNTANT-BUSINESS MANAGER 
with Ford-Chevrolet large dealer experi- 
ence. Can operate an efficient office, con- 
trol expense, thoroughly versed in ana- 
lyzing operating statement. Individual 
well qualified as righthand to general 
manager. Box 2596, c/o Automotive 
News, Detroit 7. 

SALES MANAGER—25 years’ experience, 
wants position with Chevrolet or Ford 
dealer located in New England, Prefer 
seacoast. Best of dealer and factory 
references, Can produce volume sales at 
a profit, Used-car specialist. Box 2577, 
c/o Automotive News, Detroit 7. 

GM SERVICE MANAGER—Qualified ad- 


ministrator in service and parts, 15 
Must be dealer with 





years’ experience. 
500 minimum planned potential. Prefer 
South or Southeast, U.S.A, Box 2608, 


c/o Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


BUESSING 
DIESEL TRUCKS 
Distributor Weanditen 


One of Germany's largest heavy duty motor 
truck and bus manufacturers is now making 





franchise appointments. Complete line of 
Diesel Engines, Diesel Trucks and Buses. 
Outstanding for economy, modern appear- 


ance and low initial cost. 
For further information, contact 


Manager of Motor Truck Sales 


BUESSING PACIFIC CORP. 
P. O. Box 872 Belmont, Calif. 





DEALERSHIP HANDLING OLDSMO- 
BILE-CADILLAC, Town of 17,000 in 
Illinois, No buildings or real estate, 
modern, well-equipped building and used- 
car lot, Box 2586, c/o Automotive News, 
Detroit 7. 


DEALERSHIP TO HANDLE largest ex- 
clusive motor truck franchise, located in 
southern tier of New York State on di- 
rect route to metropolitan area. Truck 
potential 100 to 150 trucks per year. Ex- 
cellent opportunity in growing commu- 
nity, Correspond in strict confidence, Box 
2513, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING DODGE, Long 
Island, New York region. No real estate 
to buy, just inventory and equipment. 
Established for many years. Box. 2575, 
c/o Automotive News, Detroit 7. 


DEALERSHIP AVAILABLE IN fastest 
growing town in Georgia. Excellent 
building on lease, Well located on auto- 
motive row, Potential 100 cars a month. 
Write Box 2600, c/o Automotive News, 
Detroit 7. 


DEALERSHIP NOW HANDLING CHEV- 
ROLET. Rent free for 90 days, 235 
planning potential in North Georgia, Re- 
quires $45,000. Box 2601, c/o Automotive 
News, Detroit 7. 


SOUTHERN CALIFORNIA, now handling 
Ford in low overhead metropolitan Los 
Angeles market. Seven to eight hundred 
car, truck potential with excellent used 
car possibilities. Modern compact facili- 
ties for sales and service with favorable 
leases. Area has tremendous growth po- 
tential. Factory approval a must, Reply 
Box 2597, c/o Automotive News, De- 
troit 7. 


NOW HANDLING LINCOLN, MERCURY, 
COMET Midwest town of 23,000. Inven- 
tory and equipment 150 to 200 new units 
per year. No buildings, Reasonable rent 
for facilities, Will take under $23,000.00 


to handle. A bargain. Wish to retire. 
Box 2598, c/o Automotive News, De- 
troit 7. 


DEALERSHIP NOW HANDLING FORD 
on Route 66 in Northern Arizona. Grow- 
ing community, three new industries 
moving in. Dealership is being operated 
from distance. Sales are good and so is 
profit, but dealer has other full time 
sales and lease companies which require 
his full attention. Box 2599, c/o Auto- 
motive News, Detroit 7. 

DEALERSHIP HANDLING CHEVROLET 
located in central Michigan near state 
capitol. Has been a very profitable deal- 
ership throughout the years, Will sell on 
a five-year buy-out from profits, Reason 
for selling, buying a much larger dealer- 
ship. Must have factory approval, Box 
2558, c/o Automotive News, Detroit 7. 





AUTO DEALERSHIP 


Established 15 years, handling Chrysler line, 
ideal location, Operating, completely equip- 
ped and manned, 65 personnel. Annual gross 
five million—never in the red. Always profit- 
able and a real money-maker, Real oppor- 
tunity for proper group. Owners desire to re- 
tire, Only interested apply. Box 2592, c/o 
Automotive News, Detroit 7. 








CLASSIFIED WANT ADS 
BRING RESULTS 








AUTOMOTIVE NEWS, JUNE 26, 1961 


DEALERSHIPS AVAILABLE 


FOR SALE: 150 car dealership handling 
Ford, one of Indiana’s best, Owner in 
bad health. For Sale: Indiana’s finest 
Marina, net return in 1960, $46,000. 
Price buildings, equipment, machinery, 
home, etc. $165,000. Earl Jennings, Real- 
tor, Monticello, Indiana, 





Dealership Handling 125 new 
CHEVROLETS & OLDS yearly 


in southeastern Ontario, Canada, with the 
best building and best location in the dis- 
trict. Property can be purchased or leased. 
Two new cars monthly pays all overhead, Cap- 
ital standard approximately $25,000 required. 
Box 2609, c/o Automotive News, Detroit 7. 





DEALERSHIPS WANTED 


EXPERIENCED VW MAN seeks author- 
ized Volkswagen agency or opportunity 
to buy half interest, Factory approval 
assured—cash waiting—excellent refer- 
ences. Box 2587, c/o Automotive News, 
Detroit 7, 

CHEVROLET OR DUAL—75 mile radius 
New York City, 250-400 potential. Box 
2578, c/o Automotive News, Detroit 7. 


WANTED PACIFIC NORTHWEST. Would 
prefer G.M. dealership with new car 
potential of 250, Presently a G.M. dealer 
in Alberta, Canada and would like to 
move to United States. Please reply to 
Box 2602, c/o Automotive News, De- 
troit 7. 

WANTED: General Motors deal in Colo- 
rado, preferably Chevrolet. Will consider 
any good money maker. Box 2562, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
a INVENTORY & APPRAISAL CO. 
I eeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS,"' gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








COLLECTION, REPOSSESSION SERVICE 





in California 


DAVID KIKKERT 
and 
ASSOCIATES 


Complete 
Collection 
Repossession 
Skip Tracing 
Deficiency 
Service 


MH 760 Golden Gate Avenue 
San Francisco 2, California 
PRospect 5-2290 





ACCESSORIES FOR SALE 



























POWER BRAKES 


% Brand New 
% 12-Month Warranty 
% Increase Net Profits 


1958 Chevrolet All models 

1959-60 Chevrolet V-8—All models 
6-cylinder without oil 
filter 

6-cylinder with oil 
filter 

V-8—All models 
6-cylinder without oil 
filter 

6-cylinder with oil 
filter 

All models 


1959-60 Chevrolet 
1961 Chevrolet 


1961 Chevrolet 


1958-59-60-61 
Dodge, Plymouth 
1960-61 Chrysler 


1957-58-59 Ford 
1960-61 Ford 
1959 Mercury 
1960 Mercury 
1961 Mercury 
1959-60 Pontiac 
1961 Pontiac 
1957-58 Rambler 
1959 Rambler 
1960 Rambler 
1961 Rambler 
1961 Lancer All models 
1960-61 Valiant All models 


$19.95 Each 


All models—except 
ram induction engines 
V-8 only 

All models 

All models 

All models 

All models 

All models 

All models 

All models 

All models 

All models 

All models 


LOTS OF 6—LESS 5% 
TERMS: C.O.D., F.0.B. WOODSIDE, N. Y. 





REGO PARK RADIO 
MFG. CO., INC. 


46-25 58TH STREET, 























WOODSIDE 77, NEW YORK 
TWining 9-8855 


DISTRIBUTORSHIP AVAILABLE 
























































PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 

LLOYD PARTS—complete stock, Prompt 
shipment, Green County Motors, Cats- 
kill, New York, Phone: 2000. 

COMPLETE $250,000 inventory of Chevro- 
let parts perpetually controlled. Bill 
White Chevrolet, Tulsa. 

TRUCKS FOR SALE 

FUEL OIL TRUCK, 3,000g, Autocar, 1952, 
original 13,000 miles, pump meter, J. 
Steinhardt, 7815 Fowler St., Miami 
Beach, Fla. 

WRECKER, TWIN BOOM, Chevrolet 
L.W.B, large V8, PS, PB, R&H, Cus- 


BUSINESS OPPORTUNITIES WANTED 


TWO YOUNG MEN with ten years’ of bus- 
iness experience in most competitive field, 
are desirous of either buying a going 
business or investing money in business 
where positions might be acquired. Have 
available at our disposal ready cash to 
invest, If interested please write: Partee 
Chevrolet, Edmore, Michigan, stating 
nature of business, location, amount of 
cash necessary. 














tom cab, Beacon light, brake lock, two 
20T power winches 11 ft, booms, 11 T. 
each; 33 ft. boom available, All near 
new. Out of business, must sell, §$4,- 


500.00. Wilson Ervin, Centerville, Iowa. 
BUSES FOR SALE 








SCHOOL BUSES 


150 — USED 


Ford, Chev., Dodge, Int'l... GMC 
1955-1961 — Capacity 54-66 


$50.00 REWARD for the location of the 
following person and automobile: Man 
known as Steven O. Scott (auto sales- 
man), 1961 red Ford Thunderbird, Texas 


License #CH 907, Motor #1Y71Z 
122776. Write or call: Harold Ensey, Good Mechanically — Clean Bodies 
ee National Bank, El Paso, Good Paint — Tires 

exas. 


From $1,200 up, Terms 
Immediate Delivery 
COUNTY SCHOOL SERVICE, INC. 


23 South St., Danbury, Conn. 
J. Egan —Tel: Pl 3-4437 


$50.00 REWARD for information leading 
to the recovery of the following vehicle. 
1956 Mercury station wagon, Motor 
#56ME73141M, brown/white. This car 
was in possession of man known as Rob- 
ert Kisner of Boston, Mass., who may 
now be in the Buffalo or New Jersey 
areas working as a mechanic. Write Box 
2603, c/o Automotive News, Detroit 7. 





CLASSIFIED WANT ADS 
BRING RESULTS 





WANT TO LOCATE MAN KNOWN AS 
John Norman Stevens, white, age 38, of 
1587 8S. 4th St., Columbus, Ohio and 
1960 Oldsmobile 98, four door. Serial 
609 MO8535. Had Tennessee tag. He is 
independent contractor handling student 
courses of Air Conditioning Training Co., 
Youngstown, Ohio, Recently reported in 
Florida, prior Indianapolis, Oldsmobile 
dealers alert as car may be tendered 
repairs, etc. Anyone locating person or 
car please phone collect BRoadway 
2-2034 to H, K, Williams, manager, 
Greensboro, North Carolina. Confidential 
and suitable compensation assured. 








MISCELLANEOUS 





“ORIGINAL YELLOW BRAKE BAR" 


Automatic BraKinG 


ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL x 45 
“WRIST ACTION" 51 
Incldg. BRAKE HOOK-UP 


NEW ROADKING 


Standard Four Point Hookup $3950 


$5950 


Universal Wrist Action Bar 
$4500 







CARS FOR SALE 





IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 






COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG s.ccup 






or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 
















FOR SALE: 1955 CHEVROLET, 12 pas- 
senger limousine. If interested please 
contact Arrow Chevrolet Co,, 601 E. TRAIL KING * $3750 
Superior St., Duluth, Minn, Phone RA. BALL BAR 
2-6343. Pa ee 





Compac-Tow Intra- * $3750 


State Tri-Bar .... 
* SPECIAL, 3 FOR $100.00 


























Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 






NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—-CONVERTS SPEC. $ 95 
Any Tow Bar fo Fit Onl 1 2 

All 2” Ball Hitches y 

Cree TD occ ccicscsnss0852 $2.00 & $2.95 
SAFETY CHAINS, set of 2, only...... $2.95 
Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 

















MOST MAKES Call Collect .5 poy chorges, 
CU RRY 40 So. Clinton St., Chicago 6, Ill. 
CHEVROLET SEE PAGE 26 
B'way & 133rd St., N. Y. C. ten in ee 
tt a ain or the nation's 


TOP AUTO AUCTIONS 





CARS WANTED 


WE WILL PAY TOP DOLLAR FOR 


Mercedes-Benz 
OR 


Opels 


Any Year — Any Body Style 


STONE 


BUICK & MERCEDES 
Box 388 
250 Broadway, Bedford, Ohio 
BE 2-4400 








Corer eseeereeees 






Cee reer sees eres eeeesesees 








LEASING COMPANIES WANTED Street Address..........05. WeerTrrrryrvrr eri rririi itt. Ul. eee 
GENS ion sic tho ase esaaniecneth ccsue heen cacenewae'e.  MMRx Oaks (oewee meee 
WANT TO PURCHASE 
LEASING COMPANIES TRADE CONNECTION: 
New York Area Car Dealer [J Truck Dealer [] Manufacturer [] 


Replies held in confidence. Jobber [] Insurance [] 


KONNER RENTALS CORP. 


375 GREAT NECK RD. 
GREAT NECK, N. Y. 


4 
o 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


eee eeeeeeeseesees 


Maths Ob Cars ices vive dencupeas cavesess es ct cunebeses Miatnsd tere 
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MISCELLANEOUS 


eR RON NEN ch Me BES 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





® 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 


Dealers’ 25% Discount ......... . 17.45 
Sepaiend pies S large $52.35 
Adapter Clamps Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 


Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ........ soeeeee 59.80 
Dealers’ 25%, Discount 4. 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps Fed. Tax. inc. 


& 
“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ..$51.00 





Dealers’ 25% Discount 12.75 
Dealers’ Net with 2 

Somncend i 3 Large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. ~ 


“Leaders in the Indus 
since 1939" “Y 





Come e ere eee reese eees 
eeeee 


Sere ee etree eee eeeeeeeeee 


Financial [J Supplier [J 


2S SS SS SE SE SS SS SS SS A SN SS GS SN SES cD ates comme ome 


6-26-61 
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PERFORMABILITY 






U.S. Pat. No. 2,789,872 Stainless Steel_Oil Ring 


_ 


BY STUDEBAKER 





THE 








KromeX by Sealed Power 


with Stainless Steel Oil Rings 


TESTED AND APPROVED 
tudebaker ackard 
for all Sccice Pi: KromeX replacement sets 


KromexX piston ring sets with @ Easy to install 
@) Seat instantly 


€) Hold their fit in the cylinder 
unmatched oil control and last @) Maintain their original tension 


longer for these 5 reasons— © Chrome-plated side rails for extra life 


Stainless Steel oil rings* deliver 













For outstanding performance, every KromeX set also has 
chrome-plated top compression rings. 


® Positive blow-by control © Factory-lapped for instant seating 
® Long Life 


* Manufactured by Sealed Power Corporation, Muskegon, Michigan 






= 


d 
C nrenioh 
ERFORMANCE 










